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When the Chamber of Commerce of 


com- 
efits, Iagthe United States holds its annual meet- 
p in- Hing later this year it will give consid- 
1g | Meration to a comprehensive and detailed 
aad report on insurance regulation and su- 
ver Maee™sion, containing a long list of rec- 
aia mmendations for changes in the rela- 
tionships between state regulatory bod- 
ies, insurance companies and the gen- 
eral public. This report, made public 
dura yesterday in Washington, was prepared 
aging #MMby the Insurance Advisory Committee of 
e in- upervision and Regulation of Insurance 
171, Hiei the United States Chamber. 
94 in The report first deals with the pur- 
poses of insurance regulation, then with 
have @iMthe personnel of state insurance depart- 


out- #ments and the types of insurance bills 


that Hgoing annually before state legislatures 
) the Mand concludes with several recommenda- 
1 the Htions which the committee believes will 

kid in the development of insurance and 
April @i#teduction of costs to the companies and 


cov- Mite public. 





— Some Leading Rec dations 
= Some of the leading recommendations 
$1,- nade by the United States Chamber of 


Lommerce committee include the follow- 
ing: that the salaries of insurance com- 
missioners be increased in many states; 
hat broader and more liberal insurance 
overage be encouraged in many states 
rnd that where states have liberal regu- 
latory measures their citizens should 
profit therefrom without interference 
fom the insurance officials of any other 
state; that there be more uniformity in 
Mstrance legislation; that there be more 
tniformity in fire and casualty rating 
thedules, and that insurance taxes be 
Feduced to the point where they finance 
late insurance departments and do not 
Provide revenue for general purposes. 
the committee report states that the 
Principle of supervision and regulation 
‘insurance, sanely applied, is salutary,” 
Rnd states prosper most which are not 
Bubjected to oversupervision and over- 
culation. The degree of service and 
“ency of state insurance depart- 
nents depends in a large measure upon 
nd Msurance commissioners themselves, 
Nt if the proper type of department 
ae is to be secured, he must be paid 
mals for his services. Over thirty 
htally @rey22y their commissioners an- 
‘ally $4,000 or less. This is regrettable, 
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ne Bey that the expenses necessary to at- 
y Mt sik poss of the National Conven- 
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‘dealing with the subject of multi- 
(Continued on page 28) 








Assurance Company, Ltd. 
of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 


145 years of successful business 


operation. World-wide interests. Abso- 


lute security. 
Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 














SIXTY YEARS OF SERVICE 


to agents and policyholders has builded a record of outstanding achieve- 
ments in which every member of the great Equitable Life of Iowa Agency 
Family takes unusual pride. 


At the Sixtieth Anniversary, insurance in force totals $475,000,000 
and 63.7% of all the insurance written in these sixty years is still in force. 
During the past ten years more money has been paid in dividends to pol- 
icyholders than in death losses. The paid-for production was 26.9% more 
in 1926 than in 1925. 


Agents of the Equitable Life of Iowa are loyal, satisfied, happy 
agents, proud of the company they represent and anxious to carry out 
the company’s program of enduring service. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


Founded: 1867 Home Office: Des Moines 


























‘A New Day Beckons to a Newer Shore” 


This year the wondrous year shall surely be 
To such as have the gift to hear, to see! 


All recent years have been wondrous years, but, unless all signs fail, 1927 
is to be the most wonderful year that life insurance has ever known. 


The PENN MuTUAL had in 1926 its most successful year in every respect, 
but every branch of the Company’s organization is hard at work on a still 
larger program and a farther goal for 1927. Policy equipment, net cost, agency 
helps, personal relationships between Home Office and Field, important 
agency appointments,—all of these, together with general business pros- 
perity, justify our ambition and our faith. 


We have room for men and women who have ideals, ambition,— 
industry! 
The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 








Companies Acting 
To Stop Policy 
Changing Abuses 


Ordinary Life For Full Amount 
High Premiums of Old Pol- 
icies Would Buy 


NO COMMISSIONS, HOWEVER 
Letters From Penn Mutual On Sub- 


ject; Equitable Circular 
Attracts Attention 





The problem of how to stop the epi- 
demic of policy changing from high to 
low premium policies in New York City, 
which practice has sometimes been 
abused by professional analyzers who are 
upsetting a great amount of insurance, 
sometimes having in mind the commis- 
sions which they can earn rather than 
the welfare of the insured and his bene- 
ficiaries, is interesting companies just as 
much as it is the Life Underwriters’ As- 
sociation of New York. 

It is the general belief that the com- 
panies themselves can go quite a way 
along the route of stopping such prac- 
tices by making policy substitution un- 
profitable. The Eastern Underwriter 
learns that some companies have already 


taken action and that others are contem- 
plating some steps in this direction. 


The Penn Mutual’s Letter 


This is a copy of a letter sent to J. 
Elliott Hall, New York general agent, 
by the Penn Mutual Life: 

Dear Sir: In regard to our tele- 
phone conversation of this morning, I 
wish to inform you that the executive 
committee has agreed to make changes 
of Limited Payment Life and Endow- 
ment policies to Ordinary Life Policies 
as if so issued and for an amount 
which the premium paid on the Lim- 
ited Payment Life and Endowment 
Policies would have purchased on the 
Ordinary Life Plan. 

Such changes can be made only on 
full evidence of insurability and the 
credits accruing in the changes shall 
be applied in payment of future pre- 
miums on the Ordinary Life Policies. 
No commissions are to be allowed in 
such changes and they must, of course, 
be subject to state laws and commis- 
sioners’ rulings. 


Letter of J. Burnett Gibb 


On March 7 another letter was re- 
ceived by Mr. Hall from the company, 
this one being written by J. Burnett 
Gibb, actuary, when he read the resolu- 
tion passed by the local association in 
regard to changing of policies from a 
higher to a lower plan. In his letter Mr. 
Gibb commented upon the action of the 
life underwriters and then said: 

“The method of issuing the policy at 
the original age for the amount which 
the premium would have purchased on 
the lower premium basis, and allowing as 
a credit the difference in the reserves, 
seems to me to be very satisfactory, par- 
ticularly as there is no new commission 
paid. I think if all the companies would 


(Continued on page 12) 
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POLICIES VIA AIR MAIL 











THE EQUITABLE LIFE OF IOWA. 


JOINS HANDS WITH 
UNCLE SAM 





The Air Mail Service Frequently Enables 
Us To Deliver Policies Within Four Days 
Of Mailing The Application From New York 





HOEY, ELLISON & WENDT, INC. 
General Agents 


EQUITABLE LIFE INSURANCE CO., OF IOWA 


99 WILLIAM STREET - JOHN 0833 
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Peha Refers Again To 
Board Representation 


Is REPORT TO LEGISLATURE 





sys Department Is Now Receiving Re- 
ports of Minutes of Mutual 
Company Boards 





In his annual report to the legislature 
superintendent Beha again discusses the 
ubject of having a Departmental repre- 
entative at meetings of the baards of 
iectors of mutual life insurance com- 
anies. Along this line he said: 

‘In my two previous reports to the 


egislature 1 expressed the opinion that 
he management’s viewpoint as to its re- 
onsibilities to its millions of policy- 
olders cannot be brought into complete 
amony with the viewpoint of the state 
nless the state has representation on 
e board of directors. This problem 
ill not become less acute as time goes 
n, One of our domestic life companies 
as now become not only the largest life 
surance company in the world but also 
he largest financial institution in the 


porld, : 
“All of the directors of our mutual life 
ompanies are men of affairs, men of 
ood standing in their respective com- 
unities, and men of honor and ability. 
hey serve on these boards as directors 
pr a nominal fee. They are active in 
heir own special work and undertakings, 
d can give only limited consideration 
» the affairs of these life insurance 
pmpanies. 

“While nominally elected by the pol- 
holders, they are actually selected by 
he management of each of the compa- 
ies themselves. Section 94 which pro- 
ides for the election of directors, while 
nended to give the policyholders a 
dice in the selection of directors, never- 
iless sets up a plan which is not work- 
ble to accomplish its object, and as al- 
eady stated, the directors are, for all 
nents and purposes, selected by the 
hanagement of the company. It is these 
irectors so selected who in turn elect 
e oficers of the companies and are 
kpected to supervise their management. 

Harmony Demanded 

‘It is quite certain that a director who 
not in harmony with the officers of 
¢ company, whether his views would 
tfor the general good of the company 
f not, would not long remain a direc- 
br under these circumstances. Such a 
ndition does not have a tendency to 
Ouse interest on the part of directors 
develop independent or constructive 
leas from them. The lack of such re- 
ponsibility on the part of directors is, 
ever, not limited to mutual life in- 
race companies or to other insurance 
bmpanies, but apparently is the general 
ndency in all of our large modern in- 
tutions. This is followed by the cen- 
alization of power in the few and ‘the 
acing of great responsibility in the 
ands of a few. In general business in- 
tutions, however, the officers in power 
nerally have a material interest in the 
mpanies themselves in the form of 
ockholdines or other similar holdings, 
ile in mutual life insurance companies 
le officers and directors as such have 
) vested interest in said companies. 
€ companies are the property of the 
licyholders, and the policyholder’s in- 
fest in his company depends only on 




















at his policy bears to the total of the 
pities of the company. 

This department in order to keep in 
ser touch with the activities of the 
“Msurance companies in this state is 
(uiting this year that all life insurance 
PMPanies domiciled in the State of New 
kK shall furnish the department cop- 
®n the minutes of the meetings of 
it boards of directors and subordinate 
tenttees. This of course gives us the 
“'s relating to the acts of the man- 
ment of the company but not the mo- 
*s and the reasons for those acts and 


. iScussions with reference to them 
a are Vital.” 





€ size of his policy and the proportion. 





AS INEVITABLE 
AS TIME 


All the plastic surgeons alive can not fore- 
stall old age, no matter their success in mask- 
ing its ravages. 


Since the beginning of all things the one 
besetting problem to man has been the 
heritage of his advanced years—how 


best he may fortify himself against the 
mellow but feeble age. 


This emergency has been well provided 
against by OLD AGE ENDOWMENT 
insurance. Girded with this protection, 
man may look forward with anticipation 
of ease and comfort, rather than with 
grim foreboding. 


The Prudential Offers a Superior Line of Old 
Age Endowment Insurance and, with Ordi- 
nary Agencies in All Larger Centers of 
Population, is Prepared to Offer Complete 
Service to Brokers or Special Agents. 


ra 
PRUDENTIAL Se 
HAS THE % 


a, The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 


STRENGTH OF” 
CIBRALTAR 











Metropolitan To Make 
Study Of Alcoholism 


WILL ANALYZE DEATH RATES 





Survey To Cover 1911-1926 Period; Alco- 
holic Deaths Are Increasing, 
Company Says 





Requests have come to the Metropoli- 
tan Life té analyze and publish its al- 
coholism deathrates for the entire period 
1911-1926. The Metropolitan feels that, 
in order to make a fair comparison for 
prohibition and “pre-war” years, it will 
first be necessary to eliminate from the 
picture the more than 1,000,000 policy- 
holders who live in Canada and among 
whom there are relatively few deaths 
from alcoholism. It will be necessary, 
further, to add to the alcoholism total, 
deaths reported from wood and dena- 
tured alcohol poisoning, which have been 
fairly frequent since 1920, but which 
were of no numerical importance what- 
ever in “pre-war” years. It is now 
planned to make such a study and to 
publish the results in a forthcoming 
number of the company’s Bulletin. 

During the five years, 1922-1926, there 
occurred 2,295 deaths from alcoholism 
among Metropolitan Industrial policy- 
holders. Of these, 2,270 occurred among 
approximately sixteen million persons 
living in the United States and only 25 
among approximately 1,000,000 Cana- 
dians. 

Deaths reported from acute poisoning 
by wood or denatured alcohol numbered 
29, as compared with 24 in 1925; 20 in 
1924; 27 in 1923; 36 in 1922; 71 in 1921, 
and 90 in 1920, 

Cirrhosis of the liver, which is closely 
associated with alcoholism, caused 1,148 
deaths in 1926 as compared with 1,116 in 
1925. The deathrate, however, declined 
slightly; from 6.9% per 100,000 to 6.7%. 
In both 1924 and 1923, the rate was 5.8%. 


Alcoholism Deathrate Again Increases 


Six hundred thirty-eighth deaths were 
charged to alcoholism in 1926 as com- 
pared with 485 in 1925. The deathrate 
rose to 3.7% 100,000, as compared with 
3.0% in the preceding year, an increase 
of more than 23%. The 1926 deathrate 
is the highest recorded for this disease 
for any year since 1917, when a figure 
of 4.9% was registered. The 1926 death- 
rate is more than six times as high as 
that for 1920, which, in turn, was the 
lowest ever recorded; it is two and one- 
half times as high as the rate for 1919 
and more than twice as high as that for 
1918. In the “pre-war” years, 1911 to 
1916, the highest rates recorded were 5.3 
and 5.2 per 100,000 in 1912 and 1913 re- 
spectively; and the lowest were 4.0 and 
4.1 in 1911 and 1915 respectively. It is 
thus obvious that despite the persistent 
rise in the alcoholism deathrate since 
1920, the mortality has not yet reached 
the figures in evidence in “pre-war” 
years, although the 1926 figure is more 
than double that for 1918 which antedat- 
ed the inauguration of National Prohibi- 
tion by two years. It is clear, therefore, 
that unless the current trend in the alco- 
holism deathrate is checked within the 
next two years, 1927 will record a figure 
in excess of those for two of the “pre- 
war” years; while 1928 will register as 
high a rate as has been recorded for any 
year since 1911, the earliest for which 
data are available for the industrial popu- 
lation, 





J. M. THORSEN BACK 

J. M. Thorsen, Howard Travell, J. P. 
Spencer, Preble Tucker, F. H. Gregory, 
Benjamin Altman and Frank Boehm of 
New York, are Union Central men writ- 
ing at the rate of $1,000,000 a year. Mr. 
Thorsen has returned from Europe. He 
led all the agents of the company in 
January. : 


—. 
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WOMEN AND THEIR INVESTMENTS 


Are women less intelligent than men? Do all women waste or lose the money they inherit? 
Is it true that a widow who receives a round amount of insurance money is sure to waste it in 
five or six years or lose it in speculation, or sink it in get-rich-quick swindles? 


No. It is true that the insurance money inherited by many women does not last very long, 
but in such cases these women are seldom to blame. ‘Their husbands are the ones who are to 
blame, because the amount of insurance left by themthas been inadequate. Consider 
the case of a man without capital whose income will be cut off at his death, and who could easily 
afford to carry $50,000 of insurance. That amount if safely invested would keep the wolf per- 
manently from the widow’s door. But if this husband had taken only $5,000 of insurance, the 
amount would be insufficient for investment, and the money would necessarily be used for current 
expenses. And such a widow will exhibit prudence and care if she can support herself and her 
children on a few thousand dollars for five or six years or longer. 


The -insurance companies now offer insurance payable in the form of an income. But 
it is not recommended on the ground .that women are inferior to men. Wives are as intelligent 
and often more prudent than their husbands. They are more efficient than men in managing the 
household, in bringing up children, and in caring for the sick. Nor are they more likely to be 
victimized by get-rich-quick sharpers than preachers, artists, doctors, teachers, writers, and other 
men who lack business training. 


It is because women are usually the beneficiaries under insurance policies that they are fol- 
lowed up so closely by get-rich-quick sharpers. But they are quite as diligent in following up 
-menwho lack business training and have capital to invest. 


Professional men who are experts in their own professions often invest their savings foolishly 
because they are not expert financiers. Successful business men often lose the savings that they 
take out of their business because, although expert merchants or manufacturers, they are novices 
in choosing investments. 


Why, then, do the insurance companies advise those who invest in life insurance for the 
support of their wives and children to stipulate that the money shall be paid to the beneficiary in 
the form of a monthly income for life? It is not because these beneficiaries are women; nor be- 
cause women are extravagant; nor because they are more easily victimized than men. It is be- 
cause they are not experienced financiers. It is because many investments that appear to be sound 


are not. It is because sound investments often deteriorate in value. It is because the advice of: 


friends and neighbors is often injudicious. It is because it is hard to refuse to lend to relations and 
neighbors who are in need of money. It is because it is not fair to burden a widow with unfamiliar 
responsibilities at a time when she is perplexed by many new and difficult problems. 








THE EQUITABLE LIFE ASSURANCE 
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N. Y. Sales Congress 





Sales Talk Forum Of 
N. Y. Sales Congress 


AGENTS TALK FROM THE FLOOR 





One Producer Finds Prospects by Fol- 
lowing Pallbearers at Funerals; J. 
Elliott Hall’s Snow Shoveling Talk 





There is no diminution in interest in 

one-day sales congresses. This was 
demonstrated at the congress of the Life 
Underwriters’ Association of New York 
held here last Thursday. At the start 
it looked like a fliv because only a few 
rows of seats were taken but that is 
simply the New York idea of never 
being at places on time. As the morn- 
ing wore on the seats filled up and in 
the afternoon the big ballroom of the 
Astor was packed. Among officers seen 
were Robert K. Eaton, vice-president of 
the John Hancock; M. Albert Linton, 
vice-president of the Provident Mutual; 
and Col. Jacob H. Greene of the Con- 
necticut Mutual. 

An innovation was tried when the en- 
tire afternoon session was turned over 
to the floor as a clearing house of ideas. 
In the morning questionnaire blanks had 
been filled with questions based upon ap- 
proach, retorts, prospect finding and 
other phases of salesmanship. This 
turned out to be such an interesting 
forum that it will be repeated next year. 


Experts On Hand 


_ J. Elliott Hall presided at this session 
in his usual snappy, to-the-point fashion. 
Five young experts who rank among the 
most capable men in the information dis- 
semination ranks were on the platform 
ready to step into the situation if an- 
swers lagged. These experts were Leon 
Gilbert Simon, Equitable Society ; James 
Elton Bragg, Union Central; Vincent 
Coffin, New York University; Ralph En- 
kelsman, Equitable Society and New 
York University, and Ralph Sanborn, 
State Mutual. 

The first question up for discussion 
was: “How would you begin finding 
Prospects in a city the size of Washing- 
ton or Philadelphia, starting with no 
leads and being a stranger there?” 

The first speaker from the floor was 
an agent of the New York Life who is 
a Greek. He said he came to New York 
SIX years ago knowing no one here. He 
ook the two Greek newspapers, studied 
he advertisers, and then used them as a 
basis for his canvass. He is now a mem- 
er of the $200,000 Club of the New 
ork Life, 

A Travelers man said he knew no one 
n New York when he started six years 
ego and was now a member of the 
250,000 Club of the Travelers. Turning 
corknobs kept him busy. 

he next. speaker, a New York Life 
agent, said he went to the office of the 
ty directory publishers and compiled 
ames of directors of corporations and 
hen started soliciting key men in those 
Ciporations. 

‘ woman agent of the Mutual Life 
aid that through the cold canvass 
method she worked up 200 prospects in 
‘wee months, getting from every one 
Om she did not write permission to 
ake a return call. 


Bible Gave the Correct Tip 


A Travelers agent made a hit by say- 
— found his inspiration in one line 
nd ¢ Bible reading: “Seek and ye shall 
5 alph Engelsman then came to the 
nt and said he had met an agent who 
sea een successful following up pall- 

*ts at funerals, In discussing the 


em 


tk of an agent who said he found 

































































piospects through circularization, Mr. 
Engelsman commented: “I hope you see 
your printer and solicit him; also man 
who sold the paper on which the circu- 
lars were printed.” 

‘he next question was what was the 
best method to proceed for a man en- 
tering the field without friends. 


Promising Young Men Like To Be Told 
They Are Promising 


One agent said that if he approached 
a lawyer and was turned down tor in- 
surance he would ask: “Will you tell me 
the names ot three of the most promis- 
ing lawyers in town?” With the list in 
his possession he would call on the three 
men and then start by saying: “1 have 
asked a competitor ot yours to give me 
the names ot the men who are most 
likely to succeed in this town, and yours 
is one of them.” 

Another agent said that he began on 
an industry and tollowed it through. He 
added that every time he wrote a man 
it was easier to write another in the 
same line of business. 

The next speaker said he had had suc- 
cess by studying the registration books 
at polling places because trom _ those 
bcoks he could find out a man’s name, 
address, business, whether he was mar- 
ried and other vital information. 

Rosetta Maisel advised that agents be- 
come captains of election districts as 
they would not only find out all about 
people when they were registering or 
voting but would also make friendly 
contacts. 


Bathing Suits and Snow 


Robert L. Jones gave instances of his 
success in meeting chance acquaintances 
and soliciting them for insurance. He 
kas written several policies on people 
he met while in swimming. “Incident- 
ally,” declared Mr. Jones, “it is not diffi- 
cult to size up a man in a bathing suit 
and decide whether he is a good physical 
risk or not. 

J. Elliott Hall said he was in a New 
York suburb on a Sunday and saw nine- 
teen men shoveling snow in front of their 
homes. They were assisted by little chil- 
dren with toy shovels. It was a town of 
beautiful homes and Mr. Hall said that 
all these men were ideal prospects be- 
cause they had the money to pay for in- 
surance; they had the homes; they had 
the children. He did not recommend 
those engaged in the snow shoveling 
process at the moment they were seen 
at this occupation, but said any ingenious 
agent could find out the names of men 
and solicit them later. 

Later, an anonymous writer dropped a 
note to Mr. Hall asking if he advocated 
selling insurance on Sunday. Mr. Hall 
seemed shocked and indignant at the 
question and said that if he had sold a 
man on Sunday morning and the man 
died soon thereafter he would be so 














THE NEW WAY 


| For the Surplus Writer and 
Broker: 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 


Telephone: Chickering 2383-8 














overjoyed at the protection he had given 
the widow that he would not be sorry 
abcut any violation of the Blue Laws. 


A Few Approaches 


The next question discussed was the 
approach. Here were some of the ap- 
p.caches suggested: ; 

“| have come to make an appointment 
with you, if you are in a position to co- 
operate with us.” 

“L repiesent the service department of 
the X Co.” 

“| have a message for your employes 
which | desire to give to the organiza- 
tion.’ (Salary savings approach.) 

“aly company would like you to make 
a contract for the purpose of paying 
your taxation. Are you interested?” 


Cold Canvass Dialogue 


Following are some samples of dia- 
logue used by the agents in cold can- 
vass: 

agent, walking in on a man he does 
not know: “I beg your pardon; I was 
looking for Mr. Jones but you will do 
pertectly well. Here’s what I wanted to 
see him about, in. which subject you, 
yourself are also vitally interested.” 

“Are you interested in profits?” 

“Here’s a list of questions pertaining 
to life insurance. If you can answer these 
questions to your own Satisfaction your 
lire insurance is up-to-date and you 
don’t need me.” dat 

Kalph Engelsman told of a visit an 
agent had made to two brothers who 
were in partnership. He was soliciting 
them for partnership insurance. “You 
b.o.hers are in business,” he said, “but 
your wives are not sisters. I have come 
to show you a plan to keep women out 
of your business.” 

“T dropped in to show you how to 
save some money. Drop your fire in- 
surance.” : 

Oné agent says he walks into an of- 
fice, approaches the secretary, pulls out 
his watch and says: “It is just 3 o'clock. 
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New England Mutual Life 
You 
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Will you please tell Mr. Jones I am 
here?” 

After a man has been examined one 
agent says he takes the medical blank 
and if the assured has any brothers he 
finds out where they live and solicits 
them. The approach is that the agent 
has already insured one member of the 
family. 

An agent’s sales talk was met with this 


rebuff. “I’ve heard that before.” The 
agent quickly responded: “Did you 
buy?” The answer was “No.” “Why 


not?” asked the agent: “I would like 
to discuss the subject still further as I 
don’t have to repeat my sales talk be- 
cause you have heard it before.” 

_ At this point Leon Gilbert Simon said 
in a short philosophical talk: “Don’t 
expect a public accountant to know all 
about inheritance taxes. He’ll know very 
little about them. Don’t talk mathe- 
matics to attorneys. The legal mind 
does not like figures. Always talk to 
men in similes with which they are fa- 
miliar.” 

Prepayment Arguments 


A number of replies were given to the 
question as to how to get prepayment 
of premiums. Here are some of them: 
. When the application is signed, say: 
I am now going to give you my re- 
ceipt for a premium.” 

“If you will make out your check I'll 
make out the receipt and will exchange 
with you. 

“There is no use wasting time because 
your protection should start immedi- 
ately. 

“You want to bind the insurance com- 
pany, don’t you?” 





E. S. CHADWICK RESIGNS 





Went With Southern States Life Re- 
cently; Formerly Was Manager 
of Idaho State Life 


Wilmer L. Moore, president of the 
Southern States Life, of Atlanta, an- 
nounces with regret the resignation of 
Edward S. Chadwick, as vice-president 
and agency manager of the company. his 
resignation becoming effective March. 15. 

Mr. Chadwick has not definitely de- 
cided as to his plans for the future and 
for the time being will remain in Atlanta, 
being located at the Georgian Terrace 
Hotel. 

Mr. Chadwick was formerly vice-presi- 
dent and manager of the Idaho State 
Life and has been active in the Ameri- 
can Life Convention. He began his ca- 
reer in the passenger department of the 
Union Pacific and then became a news- 
paper man and a banker. He was with 
the Idaho State for fourteen years. 





APPOINTED GENERAL AGENT 


The National Life of Vermont has an- 
nounced the appointment of Will O. 
Comstock as general agent for the home 
office general agency located at 45 State 
street, Montpelier, Vt. Mr. Comstock 
has been associated with the company 
for a numberof years. 
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New York Sales Congress 





Distress Of Poor As 
Seen By Judge O’Brien 


INSURANCE REDUCES IT MUCH 





Banquet of Life Underwriters’ Associa- 
tion of New York; Long List 
of Guests 

Justice John P. O’Brien, of New York, 
was the principal speaker at the annual 
banquet of the Life Underwriters’ Asso- 
ciation of New York Thursday night at 
the Astor. Insurance Commissioner 
James A. Beha, though not a part of 
the speaking program, made a few re- 
marks at the suggestion of President 
Collins. He referred to his reappoint- 
ment as commissioner by Governor 
Smith and said he would again endeavor 
to serve the department in as efficient 
a manner as he could. 

Judge O’Brien praised insurance men 
for the splendid work they are doing in 
helping to educate the youth of the coun- 
try and in stabilizing the family life. He 
deplored the lack of religious training in 
America and the tendency now observ- 
able among the young people in the di- 
rection of atheism. He referred to the 
thirteen youths who have committed sui- 
cide recently in our colleges and said 
it was a sad commentary on our educa- 
tional systems that such conditions ex- 
ist; he thought there must be something 
radically wrong with our civilization. He 
urged insurance men to think more about 
this problem. 





Court Experiences 


He told some of his experiences in 
the courts with regard to the distressing 
conditions in which widows and their 
children find themselves because of lack 
of sufficient insurance to cover their 
needs. He said such conditions might 
have been averted if the fathers of such 
families had fulfilled their responsibility 
toward them. : 

He also mentioned the matter of in- 
surance trusts and said days of embar- 
rassment and despair often follow where 
the assets of estates have shrunk and 
there has been no insurance provided to 
cover this. ; 

Speaking of insurance men as builders 
of business, as a constructive force, 
Judge O’Brien said they have had a 
splendid record of achievement. He said 
in the old days insurance was thought 
to be of benefit only to poor men and 
women; but that that is not so any 
longer. 

elix Rennick, M.A., president of the 
National Institute, talked briefly on the 
subject of the memory, what it is and 
what it does. He was followed by J. J. 
Hamlin, a memory expert, who is also 
connected with the National Institute. 
Mr. Hamlin gave a remarkable demon- 
stration of memory power by easily 
calling off the names of possibly a hun- 
dred persons in the audience whose 
names he had heard mentioned once dur- 
ing the evening. He was generously ap- 
plauded at the end. Sir David Muir, a 
familiar figure at insurance banquets, 
talked of America as seen by a Scotch- 


n. 
The following persons were the guests 
of the association: 


William R. Bayes, president Brooklyn National 
Life; Vincent B. Coffin, director Life Insurance 
Training Course, New York University; Arthur 
M. Collens, vice-president Phoenix Mutual Life; 
Robert H. Davenport, secretary, Berkshire Life; 
D. S. Dickerson, president Security Mutual Life; 
Robert T. Eaton, vice-president John Hancock 
Mutual; James A. Fulton, superintendent of 
agents, Home Life; Albert Goldman, Commis- 
sioner of Plant and Structures, New York City; 
Edward Gray, vice-president Prudential Insur- 
ance Co.; Jacob H. Greene, secretary Connecti- 
cut Mutual; T. Louis Hansen, vice-president 
Guardian Life Insurance Co.; James J. Hoey, 

eneral agent Equitable Life of Iowa; Stephen 

reland, superintendent of agencies State Mutual 
Life; L. Seton Lindsay, 2nd vice-president New 


Fulton Warns Against 
Sales Over Elaboration 


SIMPLICITY IN PLANS WANTED 





Agents Should Talk Essence of What 
They Are Selling; Lovelace Dis- 
cusses Power of Imagination 





The speakers at the morning session 
of the New York Sales Congress last 
week were James A. Fulton, superin- 
tendent of agents of the Home Life; 
George A. Goodridge, Penn Mutual; 
Ralph Sanborn, State Mutual; and Grif- 
fin M. Lovelace, third vice-president, 
New York Life. William R. Collins, 
president of the New York Life Under- 
writers’ Association, was the presiding 
officer. : 

Dr. Lovelace spoke on the use of im- 
agination in selling, describing what 
moves the imagination and how the in- 
surance agent must first present a pic- 
ture which the prospect can grasp so that 
he can imagine he wants some insurance. 


Pendulum Swings Too Far 

Mr. Fulton said that formerly life in- 
surance was sold on the hit-or-miss plan, 
and, then as the business got more sci- 
e1tific agents presented programs, many 
of which were ingenious. He argued, 
however, against a tendency toward 
over-elaboration, which he said _ he 
thought was now rather common, the 
pendulum having swung too far the other 
way. He said the simpler the presenta- 
tion, the better and that over-elabora- 
tion not only frightened most people but 
many could not understand it and would 
not take the time to study it. He cited 
as the best example he knew of the ef- 
fect of simplicity, Lincoln’s Speech at 
Gettysburg. 

Mr. Fulton argued for life insurance 
salesmen to have definite objectives. He 
said that was the best way also for an 
agent to improve his production. 

Most agents know the average size of 
the policies they write, he said. If they 
make up their minds that they want to 
sell a larger average policy they can do 
so. They will be surprised to find when 
they increase their production in this 
way that they are not really increasing 
their work as they sell about the same 
number of policies and are interviewing 
about the same number of people. 

In discussing the types of talks used 
by salesmen, Mr. Fulton warned them 
against what he called “sob stuff.” 

“Talk the essence of what you are sell- 
ing,” was his advice. 








York Life; M. Albert Linton, vice-president 
Provident Mutual Life; Griffin M. Lovelace, 3rd 
vice-president New York Life; Ethelbert Low, 
president Home Life; Harry J. Miller, 2nd vice- 
president Metropolitan Life; Henry Moir, presi- 
dent United States Life; Felix Renick, M. A., 
president National Institute; John D. Sage, 
president Union Central Life; John A. Steven- 
son, 2nd vice-president Equitable Life Insur- 
ance Co.; Frank H. Sykes, vice-president and 
manager of agencies Fidelity Mutual; Chas. G. 
Taylor, assistant manager and actuary Associa- 
tion of Life Insurance Presidents; Walter Teb- 
betts, agency vice-president New England Mu- 
tual; George T. Wight, secretary and manager 
Association of Life Insurance Presidents. 
The entertainment features were in 
charge of Oscar F. Girard, of the Trav- 
elers. Howard W. Kimsey was song 
leader and the soloists were Anna Booke 


and Benjamin Berry; the violinist was 
Louis Rose. 

Another interesting feature of the 
evening was the excellent jazz music 
rendered by some colored entertainers. 
During the dinner there was dancing and 
singing in chorus by the members and 
their friends. 

William R. Collins, president of the 
New York Life Underwriters’ Associa- 
tion, presided at the banquet. 


Genius Without Hard 
Work Counts Little 


GOODRIDGE AT SALES CONGRESS 





Penn Mutual Man, Who Has Done Well 
In Short Time, Gives His Opinion 
About Value of Industry 





Genius is not a substitute for indus- 
try in the opinion of George A. Good- 
ridge, a member of the J. Elliott Hall 
Agency of the Penn Mutual Life, who 
delivered an address upon that subject 
at the New York Sales Congress last 
Thursday. 

Mr. Goodridge has been a member of 
the Hall agency ever since he entered 
the life insurance profession, about two 
years ago. In his first twenty-seven 
months he delivered $1,300,000. He has 
been a consistent producer, writing at 
least one application per week for 120 
weeks. Mr. Goodridge entered life in- 
surance after several years of business 
experience, followed by a country-wide 
service with the Y. M. C. A., on the staff 
of the National Council of that organi- 
zation. He is a Bostonian and a grad- 
uate of Harvard. 

Genius Must Be Applied 


Mr. Goodridge’s talk in part follows: 

“Genius, however brilliant, can never 
take the place of persistent effort. Edi- 
son, Marconi, Bell and all others like 
them have succeeded, not because of 
their inborn genius, but because of an 
irresistible will to succeed,—because of 
continuous effort to better achievement. 
Teking an idea received by inspiration, 
through persistent experiment and unin- 
terrupted study, they have developed 
that idea until finally it has produced 
practical results, serving the useful ends 
of society. 

“Nothing worth while is ever accom- 
plished without toil. We receive only in 
proportion as we give. Success is meas- 
ured by effort. 

A Text From Proverbs 

“Tf I am to take a text, I don’t know 
where to find a better one than from 
the Book of Proverbs. In one of the 
earlier chapters, the discerning author 
has written: ‘Go to the ant, consider her 
ways, and be wise. Having no guide, she 
piovideth meat in summer and gathereth 
food in the harvest.’” 

Factors Which Have Influenced Him 

Mr. Goodridge feels that his success 
is due to a combination of factors, in 
which he includes his educational and 
business background; his initial training 
in the Elliott Hall Agency, and the con- 
tinuing co-operation of Elliott Hall and 
Dave Adler; the always friendly and 
generous backing of his company, the 
Penn Mutual; and the ever-present stim- 
ulus of the example of successful men, 
in insurance and elsewhere; the magnet 
of growing personal realization, through 
his own experience, of what the insti- 
tution of insurance now is doing, and 
can and will accomplish for human bet- 
terment; and, finally, the spur of com- 
pulsion, inspiring to better one’s present 
standing, through constant study, re- 
adaptation to changing conditions, and 
ingenuity of meth. 

Contacts 


In discussing his methods of contact 
Mr. Goodridge said in part: 

“One of my great satisfactions has 
been my acquaintance with the younger 
generation, aged from one day to twenty- 
one years, and with their charming 
young mothers, aged 20 to 60, in the 
families whose dads are my clients. In 
my brithday list, the children far out- 
number their fathers. Christmas or New 
Year’s, Easter, High School graduations, 
and College Commencements, are just 
as suitable occasions as birthdays, to let 


rs 


folks know you are thinking .of them 
The birth of a baby, the loss of tonsik 
or removal of an appendix, the retum 
from two months in California or the 
start of a European honeymoon tour ar 
perfectly good reasons for a card of con. 
gratulation or of sympathy, while th 
death of any member or relative of , 
family may offer opportunity to prov 
your friendship in practical ways. 

“T find plenty of .excuses, if not re. 
sons, for keeping closely in touch with 
clients and prospective clients. I am per. 
haps too optimistic, but I can’t help feel. 
ing that every man with whom | estab. 
lish a good contact (if he has reason; 
for insurance), is going, sooner, or later, 
to join my ‘insurance family,’—and I ac 
on that assumption,—‘eventually, if not 
now. Many would say that thereby | 
spend, or waste, too much time. Per. 
haps I do; at least I keep fairly busy. 

“In my second year, I rewrote about 
40% of my first-year clients. Present 
indications for 1927 are that a somewhat 
similar record may be expected. Close 
and uninterrupted contacts must havea 
favorable influence upon lapses, and upon 
continuing business. I like to avail my- 
self of any and every means of cult 
vation; to send clippings of news items, 
jokes, poems, etc., to those to whom they 
will have a special significance. (Als 
diminutive h.w.b., useful in doll-families) 
I try to make my messages,—birthday 
‘and other greeting cards, original. | 
stress the good fortune of the man ‘stit- 
ably insured’; I use the four-leaf clover 
for my symbol; I print it in green onal 
kinds of stationery. Note my green pet, 
filled with green ink, for consistency.’ 





DRAWING THE LINE 


Superintendent Beha Thinks That i 
Short Time Companies Will Not Be 
Doing Both Participating and Non- 

Par Business in This State 

In discussing participating and nom 
participating business of companies oper 
ating in this state Superintendent Beh 
said in his annual report to the legisla 
ture: 

“This department has held that it 
inconsistent with the laws of this Stat 

for foreign companies doing business 4 

this State to do both participating a 

non-participating business. I believe thal 

the legislature of this State was right # 
forbidding a domestic company doiti 
both participating and non-participatili 
business. The participating busints 
should not be subject to any risk excé)) 
that of the business itself. A stock com 
pany doing both participating and 10 
participating business subjects the pé 
ticipating business to the risk of | 
which may occur in the non-participally 
business. However, if there are ™ 
profits in non-participating business te 
profits go to the stockholders. The 
fore, the participating policyholder ! 
ceives no compensation for the ™ 
which he takes of having to contribute! 
carry out the non-participating contrat 
“With this view, I have refused in ™ 

admission of foreign companies to P! 
mit them to transact both participa’ ® 
and non-participating business ™ ©) 
state and it is the expectation of ©) 
department that within a limited sp 
of time foreign companies operating 
the State of New York will operate 
the same basis as is required of dom 
tic companies.” 








SPECIAL EDITION 


“The Insurance Advocate” got ol 
32-page paper covering the one day 
Insurance Sales Congress of they 
Underwriters’ Association of New 1°) 
giving a stenotype report of the proc 
ings. : 
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71-Year Old Dad Happy 
As S. B. Rote Is Feted 


1) YEARS WITH CONN. MUTUAL 









































































Testimonial Dinner Given to Honor His 
Success As Newark General 
Agent; 40 Present 





With an eight-piece orchestra usher- 
ing in the occasion, Stuart B. Rote, gen- 
eral agent, Connecticut Mutual in New- 
atk, was dined Saturday night by his en- 
tire agency staff and many friends in 
honor of his tenth anniversary as general 
agent of the company. | 

A pleasing touch was given to the af- 
fair by the presence of Mr. Rote’s fath- 
et, John R. Rote, of Harrisburg, Pa., who 
is now in his 77th year and who started 
selling life insurance when he was fifty- 
eight. The senior Mr. Rote, who is 
young in manner and spirit, has built up 
a large clientele. He is connected with 
the Harrisburgh office of the Edward A. 
Woods Agency of the Equitable Society, 
and averages between $250,000 and $300,- 
000 annually. 


Holderness and Johnson Come Down 
From Hartford 


Although unable to be present, Presi- 
dent Loomis of the Connecticut Mutual 
sent a telegram of congratulations. H. 
M, Holdérness, superintendent of agen- 
cies, and Holgar J. Johnson, agency as- 
sistant, represented the home office. 
Charles Niebling, well-known in Newark 
as president of the American National 
Bank, and Robert J. Rendall, president, 
Hudson City Savings Bank of Jersey 
City, also spoke. Among others who 
attended were: : ‘ 

R. J. Metzler, past president, Newark Ki- 
wanis Club; Edwin R. White, general agent, 
Connecticut Mutual in Philadelphia; Willard Re- 
gan, general agent in Forty-second street, New 
York; Leslie G. McDougall, assistant trust of- 
ficer, Fidelity Union Trust; Edward Schick- 
haus, Jr., of the same bank; F. C. Devore, 
treasurer, Sussex County Trust, Franklin, N. 2 
Winfield L. Hartman, South Side High School 
of Newark; Dr. F. Hagney, chief medical 
examiner of the company in Newark; T. D. 
Edsall, Sr., cashier, Hardyston National Bank; 
Hamburg, N. J., and Charles H. Baker, presi- 
dent, Baker Piano Co. of Newark. - 
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17 Years in the Business 


Mr. Rote’s life insurance career start- 
ed in August, 1911, when he joined the 
Woods Agency. It was there that he 
gained the knowledge and experience 
that warranted the Connecticut Mutual 


. Stal six years later making him general agent 
iness il of its Wilkes-Barre office. He proved to 
ing and be such a hustler that the company called 
eve thal him to Newark in 1922 to take over a 
right if territory that needed development. Since 
r doing then he has made much progress. He 


has taken a prominent part in the or- 
ganization of the Newark Life Under- 
Writers’ Association and is now secretary. 


cipating 
busines 








c excel 
ck com Holderness on Company’s Strength 

1! 
7 a That the company represented by Mr. 
f a lo ote is in a most substantial position 
‘cipating Was indicated. by Mr. Holderness who 
are aff wy the first speaker. It now has assets 
agg thes ‘1 $141,000,000 which is an increase of 
“Thertim: ,000 over last year; its insurance 
Ider 1 m force is now $678,000,000, an increase 


of more than $65,000,000. Its surplus is 
$15,00,000, including earned surplus of 
$7,300,000 and surplus to policyholders of 
Close to $5,000,000. Mr. Holderness also 
called attention to nearly $3,000,000 in the 
Surplus which has been laid aside as an 
Mvestment fluctuation fund. 
m eferring to installment buying he said 
at it will continue for some time. But 
urged the agents to stress particular- 


n : 

- »t Y o their clients how unwise it would 
¢ dom oi or them to borrow on their policies 
tr ase they would be borrowing on 
ust funds and would find it difficult. to 

Pay back the money owed. 
oy Holderness said encouragingly 
ot Ott Tore od American people were today 
day iain eavily insured than any other peo- 
the voy the earth. “Life insurance is our 
ew Yous Popular form of thrift,” he added, 
procetl it is only in its infancy.” This was 


i aot refreshing to those present who 
-“8ed themselves to Mr. Holderness 


to help make 1927 the biggest year in 
the company’s history. 


Says Age Is No Handicap 


The father of Mr. Rote, next speaker, 
said emphatically that age was no handi- 
cap to selling life insurance. “No one is 
going to tell me that I am too old to 
keep in the running. There just isn’t 
any deadline as far as age is concerned. 
The older we get the more we broaden 
in experience and ability to serve our 
clients. I’ve built up quite a clientele 
since I started selling life insurance, 
nearly twenty years ago, and I now give 
fully half my time just to looking after 
their interests.” 

In speaking about his son, Mr. Rote 
said: “Stuart wouldn’t be running true 
to form if he didn’t make a success of 
his agency. It has been very pleasant 
for me to hear him praised so highly.” 


Johnson Gives Stirring Talk 


Agency Assistant Johnson’s talk was 
so effective that one of the bank presi- 
dents present said that he wouldn’t be 
able to resist him if he should try to sell 
him life insurance. Mr. Johnson praised 
Mr. Rote’s quality of persistence and his 
ability to follow through in anything that 
he undertook. 

Then Mr..Johnson launched into his 
theme which was the development in the 
method of selling life insurance during 
the past ten years. He said that the 
older generation was responsible for the 
ease with which agents now sell life in- 
surance. “Most of us are no longer just 
selling policies; we are selling reasons 
why to buy so as to cover specific needs. 
The high pressure salesman still exists 
but he is slowly being put out of the pic- 
ture.” Mr. Johnson concluded his talk 
by saying, “Life insurance means growth. 
Growth means development. Develop- 
ment as a company means development 
as individuals.” 

Banker’s Viewpoint of Life Insurance 


It was interesting to *hear from Presi- 
dents Rendall and Niebling, since they 
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both reflected the banker’s viewpoint of 
life insurance. The suggestion came from 
President Rendall not to think only of 
commissions. “Get it in your minds that 
you are public benefactors and your own 
financial return will take care of itself. 
Build up that enthusiasm for doing a real 
service,’ he urged. He also had some 
nice things to say about Mr. Rote, among 
them being that he was the greatest 
seeker after information that he had 
ever met; that he was a most flattering 
listener; and that he knew how to pay 
pleasing compliments which made peo- 
ple feel happy. 

President Niebling made an impression 
when he said that bankers were glad to 
co-operate with life insurance interests 
because it saves them money. He added: 
“In a case where money is lent,to a man 
and the bank’s collateral rests on his 
moral responsibility, there is nothing we 
take greater confidence in than for the 
borrower to have a good-sized life insur- 
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at the record:— 


August 





Give just that number of Deaths due to Carbon 
Monoxide Gas Poisoning for the six months 
ending December 31, 1926. 


From Maine to California and Minnesota to Texas, 
these reports were received b 
cock Mutual Life Insurance 
nection with its warning to the Public. 


Death from this cause is no respector of localities, 
and cold weather increases the danger. 


We think there is need of our Warning and ask the 
insurance fraternity to spread the information. 


Booklet describing the danger mailed to any under- 
writer interested. Write Inquiry Bureau. 
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ance policy. He emphatically urged the 
agents present to sell more life insur- 
ance to cover business risks. 

Winners in Rote’s February Contest 

The evening came to a pleasant con- 
clusion when Mr. Rote gave a gracious 
response to all the compliments he had 
been paid, accepted a wrist watch from 
his agency staff, and then turned his at- 
tention to the awarding of prizes in the 
February drive for business. P. C. 
Pomier, who is well on his way to a 
million a year production, was first in 
the total amount of business; David S. 
Henderson, associate general agent, led 
in the largest number of lives insured; 
H. R. Pott had the greatest number of 
paid-in premiums ; L. H. Mellert was the 
reader in consecutive weekly production 
and George F. Rothweiler for the most 
development in the organization. 

Prizes were also awarded to Austin 
H. Updike, who produced the most busi- 
ness in 1926; R. A. Roberts, who has 
been with the Connecticut Mutual for 18 
years; and the newcomers in the agency 
to encourage them to increase their pro- 
duction. 

Kenneth C. Sutphen, one of Mr. Rote’s 
young producers, was toastmaster and he 
made a good job of it. 





14 LECTURES ON TRUSTS 


N. J. Aetna Life Agency Getting Co- 

Operation of Fidelity Union Trust; 

T. M. Searles in Charge 

Fourteen weeks of instruction in trust 
company co-operation has been launched 
by the New Jersey agency of the Aetna 
Life, of which Thomas M. Searles is gen- 
eral agent. These lectures are being 
given in co-operation with the Fidelity 
Union Trust of Newark. 

Two talks have already been made by 
Daniel M. Campbell, legal counsel, Fi- 
delity Union, on the legal aspects of 
trust business. At the next meeting, 
March 25, M. M. Chanalis, lecturer on 
wills in New Jersey Law School, will 
give the Aetna Life agents and those 
from other general agencies in Newark 
who are interested a talk on this sub- 
ject. 

Mr. Searles, who has been building up 
a fine volume for the Aetna Life in New 
Jersey, is the prime factor in this series 
of lectures. 





BANKERS LIFE FEBRUARY 


The aggregate paid for production of 
all Bankers Life agencies in February 
was $16,393,960 and represented 134.4% 
of the monthly quota. Leading the twen- 
ty agencies that exceeded their quota 
by over two hundred per cent. was the 
C. A. Reed agency of Los Angeles, writ- 
ing $1,091,000 in their first million dol- 
lar month, a gain of 377.5% over their 
quota. The DeForest Bowman Chicago 
agency had the largest paid for, $1,415,- 
655, the largest monthly writing ever 
made by a Bankers Life agency. 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Inconie and General Efficiency 





Robert B. Rodgers, 


A Slant Connecticut Mutual, 
Upon St. Louis, tells read- 
Annuities ers of Conmutopics 


that a new light to 
him was thrown on the matter of an- 
nuity yields and the question of unre- 
turned principals by a man to whom he 
suggested an annuity “without return of 
principal” in the company. 

“At his age of 73, $10,000 would pur- 
chase an income from us of $1,445.10 
annually. 

“This gentleman had already in- 
vested $40,000 in annuities of the above 
kind, and based his satisfaction in mak- 
ing this type of investment on the fol- 
lowing facts. It occurred to me that 
other agents, even though they also had 
perhaps done a limited amount of work, 
in this field, might find this a new 
thought. 

“$10,000 invested in a bond of suffi- 
cient security to be compared to annuity 
from a standpoint of safety, would yield 
not over $500. His annuity yield of $1,- 
445.10, looked upon in the same light, 
represented a profit annually of $945.10. 
This profit if accumulated, year aiter 
year, would in the course of approxi- 
mately ten years be equivalent to the 
principal sum of $10,000. 





John Scott Ander- 


Estate son of the Union 
Tax Central in San Fran- 

Approach cisco has used, the 
following approach 


in arousing immediate interest in Estate 
Tax life insurance: 

I have used the following approach 
and found that it aroused immediate in- 
terest, and started the prospect’s mental 
process in the right direction: 

“Have you ever asked yourself to des- 
ignate just which of your well-selected 
securities you would instruct your ex- 
ecutors to sell, regardless of the price 
at that time, to enable them to pay 
promptly the inevitable Federal Estate 
‘Tax and the State Inheritance Tax?” 

“No.” 

“Then perhaps you would prefer to 
provide a fund, conveniently, out of cur- 
rent income, paid for in annual instal- 
ments, with a guarantee that, should you 
die at any time, all unpaid instalments 
would be canceled and the full amount 
of the fund turned over to your ex- 


ecutors.” 
* * * 


The Union Central 
is featuring a Ne- 
braska court house 
story of the summary 
of probate proceed- 
ings in settlement of an estate which 
has been effective in selling a lot of in- 
surance. Here is the case as outlined 
by George C. Hill of the Union Central 
in the current issue of the agency pub- 
lication of that company: : 

An impelling force in the sale of life 
insurance to meet estate taxes and con- 
serve estates is to be found in local ex- 
amples—illustrations of estates with 
which the prospect is familiar, 


A Court House 
Case In West 
Sells Insurance 


An illustration was compiled by 
George C. Hill from records in the court 
house of Hitchcock County, Neb. Mr. 
Hill has been able to sell a number of 
policies through this illustration and sev- 
eral others like it which he always car- 
ries in his “kit bag.” 

The practice of citing local examples 
to your prospects is particularly valuable 
in the case of men of moderate means, 
most of whom have little or no idea of 
what will happen to their estates when 
they die. 

If you can show your acquaintance, 
John Smith, that his friend George Jones 
died and left an estate of $25,000, but 
that taxes, administration expenses and 
forced sales reduced that estate to $9,- 
712, on which his widow is now trying 
to support herself and two children, you 
have a life insurance argument with 
scme real meat in it. 

You will find the “leads” in your news- 
paper every day. You will find the rec- 
ords at the Court House. A few hours 
of work may mean many hundreds of 
dollars in future commissions, and what 
is more, the satisfaction of work well 
done. 


Summary of Probate Proceedings in 


Settlement of the Estate of 
G. W. S. of Nebraska 
Appraised Value— 
Real Estate ...... $10,350.00 
Personality ..... 8,118.69 
et eee eae $18,468.69 
Administration, 
on re $1,438.77 
ee ee 844.85 
| eee ee eae $2,283.62 
a ee eee 5,019.75 
Shrinkage— 
Real Estate .... $3,750.00 
Stock Merchandise 3,128.52 
PO cntsekes $6,878.52 


Total Reduction of Estate, nearly 77% $14,181.89 


Balance distributed among five heirs $4,286.80 

This estate suffered severely by rea- 
son of the character of the assets and 
financial depression which followed the 
decedent’s death. There was $2,000 of 
life insurance, paid-up, on which the 
maximum loan had been taken, leaving 
less than $900 of proceeds to go into the 
estate. The heirs, not being able to 
agree, forced a sale of the real estate 
at a‘heavy sacrifice and the stock of 
merchandise was closed out at less than 
half its value. 

Had there been a few thousand dol- 
lars in cash at the time of death, the 
assets could have been conserved and 
the immediate demands of the heirs sat- 
isfied. I may add that when this estate 
was finally closed, only two of the five 
heirs were of legal age, and that within 
three years, every dollar of the net es- 
tate had been expended for the support 
of minor heirs or dissipated by those who 
handled their own money. 





COMMENTS ON PENSIONS 


Beha Says Life Companies As Well As 
Other Large Employers Can Make 
Provisions for Their Employes 

in his annual report to the legislature 
Superintendent’ Beha discussed pensions 
and said in part: 

“In my report to you a year ago I 
pointed out that Section 98 of the Insur- 





ance Law did not permit domestic lire 
insurance companies to grant pensions to 
officers or directors or to contract to pay 
pensions to employes. There has been a 
growing feeling for a number of years 
that industry should devise a method of 
providing for employes after they have 
passed their period of usefulness. It is 
also felt that the best interest of indus- 
try is served by making it possible to 
retire those who have ceased to be valu- 
able as employes. With the development 
of these ideas it has seemed particularly 
incongruous that life insurance compa- 
nies, the companies which by their na- 
ture should be in the best position to un- 
dertake the business of old age annuities, 
should be prevented by law from caring 
for their employes in old age. I there- 
fore favored an amendment to the above 
mentioned law which was enacted into 
law on April 15, 1926, and which reads 
as follows: 

““*Except that it may provide a pension in pur- 
suance of the terms of a retirement plan adopt- 
ed by the board of directors and approved by 
the superintendent of insurance, for any person 
who is or has been a salaried officer or employe 
of such corporation and who may retire by rea- 
son of age or disability.’ 

“Before the end of the year 1926, two 
of the largest life insurance companies 
had taken advantage of this amendment 
to establish retirement systems for their 
officers and employes. The preamble of 
one of these retirement plans states the 
purpose of the undertaking in the follow- 
ing words: 


What's Ahead? 


If the answer does not satisfy, learn the advantages of a 
More than 36,000 direct leads a 
year from Head Office lead service. 


contract with Fidelity. 


Fidelity is a low net-cost Company, operating in forty 


states. 


Write for our booklet ‘‘ What’s Ahead ?’’ 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President 


~m Mar 
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“In the expectation that the efficient and eq 
nomical administration of the business of th 
company will thereby be promoted, and for ty 
purpose of inducing permanency of employment, 
and for the further promotion of loyalty an 
efficiency among the employes, the Board of }j 
rectors of the New York Life Insurance (og. 
pany has adopted the retirement plan for saj. 
ried employes hereinafter set forth in detail’ 





























“In my opinion the establishment oi Cour 
these plans is a step in the right direc. 
tion, and it seems probable that in th 
course of a few years many life insu.{M John 
ance companies as well as other larg Centra 
employers will make provision for thef™ compat 
old age of their employes.” insurar 
ance 
POLICY LOAN WARNING of “Th 
Notice has been served on the agen je 4 
forces of the Western States Life by the — 
company that the solicitation of policy. x 
holders to borrow on old policies in order 
to pay premiums on new insurance pol-{™ Jack 
cies will not be tolerated by the com-§§ many - 
pany. In the opinion of the company, Kentuc 
this method of doing business is equiva- brain < 
lent to “twisting” and is harmful to both {J with th 
agent and company. began 
really 
ever 
before. 
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HAlcuT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 





Full level net premium reserve basis. 
$325,000,060 insurance in force—growing rapidly. 














You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


satisfaction in so doing. 


This company writes all standard forms of insur- 
ance and annuities on both men and women. 


limits 10 to 70. 


Those who contemplate life insurance 
field work are invited to apply to 


| 
The Mutual Life Insurance Company | 
of New York | 


34 Nassau Street 
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John L. Shuff 30 Years 
With Union Central 


MAN OF GREAT POPULARITY 





He Came Originally From Bourbon 
County, Kentucky; Has Had Many 
Honors Shown Him 





John L. Shuff, manager of the Union 
Central, Cincinnati, has been with that 
company thirty years. No man in the 
insurance business has a wider acquaint- 
ance or popularity. In the current issue 
of “The Agency Bulletin” of the Union 
Central, a writer sizes Jack Shuff up 
and gives his career. 

The sketch in part follows: 


A Real Salesman 


Jack Shuff came to Cincinnati many, 
many years ago from Bourbon County, 
Kentucky, with little more than a keen 
brain and boundless ambition. He went 
with the Union Central early in 1897 and 
began to sell insurance, and Jack Shuff 


really sold insurance. Nothing had 
eer been seen like it in Cincinnati 
before. Where other agents were writ- 


ing “ones,” Shuff was writing “fives.” 
Where others wrote “tens” Jack was 
writing “twenty-fives” and “fifties.” Way 
back in 1906, when a million dollar pro- 
ducer was a rarity, if ever heard of, 
Jack Shuff wrote $909,400 in this com- 
pany alone. He has been doing that 
tight along for many years, and as a 
result, he was able to stand before a 
com meeting of managers and tell 
them ; 

“Gentlemen, I have the right to talk 
on this subject because I’ve got more 
personal business on the books of this 
company than any of you.’ 

That may sound a little truculent, but 
if you know Jack Shuff, you realize that 
tis not meant that way. You should 
see him passing the hat for the Crippled 
Children’s Fund to get a true perspective 
of the size of Jask Shuff’s heart. He is 
always doing little things like that. 
Sums Up 
“We could ramble on for a good many 
paragraphs in this vein. But let’s be 
brief and sum up a few items about Jack 
Shuff which should be said on this occa- 
sion, : 
“First, he is a great insurance writer, 
one of the very best of all time. 
Second, he is a capable manager— 
meder his leadership the Cincinnati 
‘gency has recently gone over the se- 
Nenty million mark of business in force, 
| and it is always among the three leaders 
| 
| 


















pf the company at the end of the year. 
; Third, through his own personal popu- 
arity, he has made the Central Union 


idely and favorably known, not only in. 


. but throughout the Middle 
st. 

lm Fourth, he has served Cincinnati loy- 
lm. and well as postmaster under Presi- 
dent Wilson, 

lm. Fifth, he was president of the Na- 
| eeonal Association of Life Underwriters 
lmend he is still cheered at every conven- 
lon of that great body. 

i “Sixth, he has just built himself a new 
nd beautiful home across from Cincin- 
ation the Kentucky hills, of which any 
‘an might be proud. 


« 


Seventl i i 
ellow,” 1, Jack Shuff is a.mighty good 

















ACACIA WRITINGS 


‘isin agents produced 650 applica- 
* i or $2,300,000 during the first week 
bailde” which is being celebrated as 
ider’s Month in honor of William 
Neepomery, its president, who has com- 
ed 33 1/3 years, one-third of a cen- 
¥3 as its managing officer. The aim 
xi i each agent to produce 33 1/3 thou- 
during the month of March and at 


¢ end of th 
M schedule e first week they are ahead 


































Ai F. Syman, a prominent Denver 
om rete man, has been appointed as- 

ate Seneral agent of the Massachu- 
.“utual Life to be associated with 
A. Spencer. 





















Exclude Gas Poison In 
Most Canada Claims 


DOUBLE INDEMNITY ATTITUDE 





Nearly All Companies Exclude Carbon- 
- Monoxide Deaths; Situation In 
United States Is Different 





American life companies are continu- 
ally having brought to their attention 
claims of double indemnity arising out 
of carbon-monoxide poisoning. The num- 
ber of these deaths in this country is 
growing as well as the number of sui- 
cides in which the insured locks himself 
in his garage and then sets the engine 
of the car in motion. 

It is rather interesting to note the 
situation in Canada. Most of the com- 
panies there have a line or so in their 
double indemnity accident benefit clause 
saying that the policy does not apply to 
deaths from carbon-monoxide poisoning. 

An officer of one of the Canadian com- 
panies said in a recent letter to an 
American company: “The increasing fre- 
quency of deaths from this cause, many 
of which are doubtless suicidal, but not 
always susceptible of proof that such was 
the intention, would appear to justify the 
exclusion of such cases from coverage 
under the double indemnity accident 
benefit.” 

John Hancock’s Publicity Campaign 

One of the American companies has 
done splendid work in letting the public 
know about carbon-monoxide poisoning, 
not only through circulars but in ad- 
vertising. This is the John Hancock. 

The Confederation Life of Toronto in 
its double indemnity accident clause, 
which is similar to what some of the 
other Canadian companies are using, 
reads as follows under that section called 
Exceptions: 

“The Benefit will not apply if the In- 
sured’s death, either directly or indirect- 
ly, results from: (1) Suicide or self-in- 
flicted injuries while sane or insane; or 
(2) Any violation of the law by the In- 
sured; or (3) Police duty in any mili- 
tary, naval or police organization; or (4) 
Riot, insurrection or war or any act in- 
cident thereto; or (5) Participation, 
either temporarily or otherwise, in any 
capacity, in any aeronautic or submarine 
expedition or operation; or (6) Bodily or 
mental infirmity or illness or disease of 
any kind; or (7) The taking of poison, or 
inhaling of gas, whether voluntary or 
otherwise; or (8) Any infection, other 
than infectious occurring simultaneously 
with and solely in consequence of an ac- 
cidental and external bodily cut or 
wound; or (9) Injuries of which there 
is no visible contusion or wound on the 
exterior of the body, drowning and in- 
ternal injuries revealed by autopsy ex- 
cepted. The Association shall, before 
payment, have the right and opportunity 
to examine the body and to make an au- 
topsy, unless forbidden by law.” 





ADAMS MAKES GOOD TALK 





Successful Producer Explains To Large 
Audience at McNamara Agency His 
Direct Mail Method 


John B. Adams, a New York broker, 
was the speaker at the February 28 meet- 
ing of the J. C. McNamara life insur- 
ance sales course, New York. Mr. Adams 
is in the class of the million dollar pro- 
ducers, he having written and paid for 
a million dollars of business in his third 
year in the business. It was earned pro- 
duction, moreover, in that he worked up 
live prospects by using the mail. He is 
a strong believer in direct mail methods. 

Mr. Adams explained to his audience 
how he secures prospects through corre- 
spondence. He told of the success he 
has had in getting replies to his letters 
and the manner in which he follows a 
prospect up. He said his direct mail 
method has also led to endless refer- 
ences. : 

A good crowd was on hand to hear Mr. 
Adams and the agents present showed 
their interest by asking the speaker some 


questions. - 5 
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| CONSIDER THIS CONTRACT 


You can read in it satisfaction for your policyholders, and for 
yourself the:assurance of a contented clientele. Look over and 
| compare these terms: 


Gimp ee GOON, . Ss... oo ci eee ae. $5,000 
Any accidental death..................... 10,000 
Certain accidental deaths................. 15,000 


Accident Benefits, $50 per WEEK (Non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


| ALL IN ONE POLICY 


Because your prospect quickly sees its advantages, we have 
named this broad United Life contract “A Policy You Can Sell.” 
In assuring your clientele’s future, it also assures yours. 


There may be an opportunity in your community. If so, our 
Vice-President, Eugene E. Reed, will tell you all about it. Write 
him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire INQUIRE: 
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THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1371 


Admitted Assets, Over $51,000,000 
Insurance in Force, Over $300,000,000 
Payments to Policyholders in 1926, Over $3,500,000 
Total Payments to Policyholders Since Organization, 
Over $43,000,000 
JOHN G. WALKER, Chairman of the Board 


BRADFORD H WALKER, President 














Write it in the Atna 


Call 


GRAHAM and LUTHER 
Triangle 7560 176 Montague Street 


General Agents Brooklyn and Long Island 
AETNA LIFE INSURANCE COMPANY 





“A POLICY FOR EVERY NEED” 
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— 1926— 
ANOTHER ONWARD MARCH YEAR 


Total of new Life Insurance issued, increased and restored 
(paid for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in which this 
Company has shown a gain in new paid-for business over 
the preceding year. 


The total of life insurance in force on December 31, 1926, 


was: 
$909,479,363 


Bankers Life Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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A Mutual Organization—Founded in 1845 





NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY 


- - President 
Incorporated under the Laws of New York 


346 BROADWAY, NEW YORK, N. Y. 





Eighty-second Annual Statement 


To the Policy-holders: 


You, the members of the New York Life Insurance Company, owned 2,220,784 policies at the close of business on 


December 31, 1926. 


You are a vast community of people representing every honest walk in life—farmers, bankers, tradesmen, mer- 
chants, laborers, manufacturers, employers and employees, and professional men and women—young and old—all 
banded together in a common enterprise for the common good. 

If you and your families could be brought together, you would populate one of the largest cities in the world. 
What a city it would be, with every family striving to safeguard its own future through a single co-operative institu- 


tion for insurance and savings! 





A Prosperous Year 





In 1926, this Company, which you 
own, wrote another chapter of progress: 


New insurance over 
900 Million Dollars. 
Total insurance in force over 
53( Billion Dollars. 
Paid to members and beneficiaries over 
133 Million Dollars. 
including over 
53 Millions in Dividends. 
You, the policy-holders, have accumu- 
lated assets of more than 1% Billion 


Dollars. This money, plus your future 
deposits and compound interest, will 











Cash Value of Life 


Fire insurance and life insurance pro- 
tect values. The value of a worker’s 
life is the cash worth of his future net 
earnings, usually far greater than the 
value of his property. The following 
points may help you to estimate the 
monetary value of your life. 


The United States Government fixed 
$10,000 as the insurable life-value of 
American soldiers and sailors in the 
Great War, mostly young, unmarried 
men, who had been earning small in- 
comes or none at all. 


Recently, according to the New York 
Times, the American Statistical Asso- 
ciation declared that the money value 























eventually provide for payment of the 
Company’s obligations to you and your 
beneficiaries. 

We believe we are one of the com- 
panies Hon. Charles Evans Hughes had 
in mind when he recently said: 

“T like to think of the spirit of 
life insurance, for it is the spirit of 
achievement.” 


Twenty-Sixth 





HOME OFFICE BUILDING 
New York Life Insurance Company 


Now under construction on the site of 
the old Madison Square Garden, 
Madison Avenue to Fourth Avenue, 

to Twenty-Seventh 

Streets, New York City. 


of the average American life (including 
children and adults who earn no income) 
is $17,500! As an income-earner, the 
value of your life is much greater. 


Consider the capital required to pro- 
duce income from interest. At 5%, it 
takes $24,000 to yield $1,200 a year— 
$100 a month. 








Nylic Is Your Investing Agent 





The fund of more than 11/4 Billion Dollars is invested 
in accordance with the strict requirements of the laws 
of the State of New York; and it plays a substantial 
part in the development of the nation’s farms, homes, 
railroads and public works. 


As policy-holders, you practice thrift. You invest 
soundly and safely. Your money will be available to you 
and your dependents, impressed with emergency-power, 
at a time when it will be needed most. 


That is what Mr. Hughes meant when he said, in the 
address to which I have just referred, that a life insur- 
ance policy was the best guardian of the purse that had 
ever been discovered. 


Small Average Policy 





Your total insurance is impressive; but if you divide 
it by 2,220,784, the number of policies, you will find that 
the size of the average policy is only $2,590. 


Of course, some members have more than one policy; 
and many of you are also insured in other companies. 
But the great majority are UNDERINSURED, as you 
will see. 


How Much Insurance Is Needed? 


The answer to the following questions will enable you 
to measure your insurance needs: What is the minimum 
income you will require in your old age, or if you become 
totally and permanently disabled; and what is the small- 
est annual income your family could manage on if you 
were taken away? 

Is it $500 a year, or $1,000, $2,000, $5,000, $10,000, 
or more? 

How much will it require to settle your estate—to pay 
your debts, mortgages, and taxes, including the federal 
and state inheritance taxes? 

How much cash will be needed at your death, or the 
death of your partner or an official of your: company, to 
stabilize credit or to enable surviving partners or stock- 
holders to acquire the deceased associate’s interest in the 
business and carry on? 


Your Program 


You probably have a program, because you are insured; 
but how does your program stand to-day? How far 
short is it of the safety mark or the mark you are aiming 
at? May I suggest that you figure it out for yourself, 
or call in one of our Agents to help you work out a plan 
suited to your needs, so that you may feel secure as to 
your own and your family’s future. 

DARWIN P. KINGSLEY, President. 











Financial Summary, January 1, 1927 











ASSETS LIABILITIES 
Real Estate; First Mortgage Loans on Farms, Insurance and Annuity Reserves............... $1,003,297,782.00 
Homes and Business Properties .............. $440,388,584.62 Dividends payable to Policy-holders in 1927.... 54,535,527.00 
Bonds, U. S., other Gov’ts, States, Cities, Coun- Adal other: Tames | 55 os Sa eel bs oN ois aa's He 102,448,175.76 
ties, Public Utilities, R. R.’s, etc............. 583,984,590.22 General Contingency Funds ................06: 106,784,381.28 
Policy Loans, Cash and other Assets........... 242,692,691.20 
IN 0 e's w'n 0's 0 Kinin e vi Oh sb eee $1,267,065,866.04 WORM oe ccc Kisses cess nope ca tieeer ee $1,267,065,866.04 





Total Income in 1926. 


$295,341,937.98 
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BRITISH ACTUARIES 





Demand For Their Services In Its Great 
Industries; Subject Discussed At 
Recent Meeting 

A statement was made at a recent 
meeting of the Institute of Actuaries in 
London which should effectively dispose 
of uneasiness, of which there have been 
dgns in some quarters, that, in a laud- 
able endeavor to enlarge the scope of 
their own profession, actuaries might be 
tempted to trespass on the field at pres- 
ent served by the important profession 
of accountants. Some directions, outside 
of life assurance, in which actuaries 
might render increased and useful serv- 
ices to the community were suggested by 
various speakers at a dinner of the In- 
stitute of Actuaries last October. 
Speaking at the same meeting, E. 
Wiliam Phillips, general manager of the 
Manufacturers’ Life Insurance Co. of 
Canada, declared that the actuarial pro- 
fession, with its comparatively small 
membership, had no desire to usurp the 
finctions of other professions; but it 
was noteworthy that there were an enor- 
mous number of problems in every 
branch of commerce and industry wait- 
ing to be solved, and which could be dealt 
with by members of a profession which 
had learned to mould highly theoretical 
mathematics to extremely practical uses. 
Records showed also that in the world 
of finance the actuary’s happy combina- 
tion of skilful calculation and practical 
understanding had repeatedly been found 
equally valuable to the lender of capital 
ad to the borrower. - 





PROCEEDS BILL 


AChance That It May Go Through New 
York Legislature; Goes Through 
Senate i 
The New York legislative bill endorsed 
by the Life Presidents’ Association, the 
Lie Underwriters’ and Superintendent of 
Insurance, which would amend the insur- 
ance law in relation to the rights of 
creditors and beneficiaries, has been fa- 
vorably reported out by the Senate com- 
mittee. The Assembly committee re- 
fused to report it out but if it is passed 
by the Senate it will go to the rules 
committee of the Assembly which may 
report it favorably. pes 
the bill provides that beneficiaries and 
assignees of life insurance policies shall 
receive the proceeds of such policies free 
from all claims of the creditors of the 
person insured and the person effecting 
the insurance, except where any pre- 
miums on such insurance have been paid 
i fraud of creditors, and then such pre- 
niums, with interest, shall inure to such 
creditors. In other words, the purpose 
Ol this bill is to give to the funds pro- 
vided by an insured person, for his de- 
pendents or creditors, the same protec- 
ton that the law now gives to other 
methods of providing for dependents and 
creditors by means of investments in se- 
turities, deposits in savings banks or the 
irchase of real estate. At the same 
ime the bill clearly defines the rights of 
tteditors to a portion of such life insur- 
ance proceeds equal to any amounts paid 
4 premiums in fraud of such creditors, 
according these creditors the same rights 
are now given to creditors as regards 
other property disposed of in fraud of 
Creditors, 








SWALLOWED POISON 


Mrs. Jean MacGregor, formerly a resi- 
nt of St. Louis, but now claiming New 
ok City as her home, on March 12 
iled suit in the United States District 
‘urt in St. Louis against the Aetna 
‘Ne on an accident policy for $30,006 
\t the life of her husband, J. James 
Gregor, who died on July 4, 1926, at 
\ Wark, N. J., after swallowing poison. 
- Gregor, who was 42 years old, was 
nthe automobile business in Newark. 
band’s MacGregor claims that her hus- 
8 death was an accident. 


de 
' 








$200,000 Life 
$100,000 ‘Term 


Phone 
Cortlandt 2030 








New England Mutual Life 


Limits 


| Regular Examiners 


“For nineteen years the brokers’ office” 


BALDWIN 


By ONE of Our 


5 Maiden Lane 
5th Floor 
5 Seconds from Broadway 














A HOLE IN ONE 





Dr. E. McP. Armstrong of Mutual Life 

Joins the Magic Circle of Lucky 

Golfers ° 

Dr. Edward McPherson Armstrong of 
the medical division of the Mutual Life 
has written his name on the golf scroll 
of fame along with that of Bobby Jones 
and other iucky golfers who have been 
able to negotiate a hole in one on the 
links. 

A number of golfers over at the Mu- 
tual Life were discussing the apparent 
impossibility of performing such a feat 
and it was agreed that half a dozen neck- 
ties would be given the first member 
of the party who succeeded in going 
from the tee to the hole in one stroke. 

Within a week Dr. Armstrong was on 
the links of the Garden City Country 


Club. It was the 13th of the month and 
the 13th hole. All superstitious traditions 
seemed to conspire against his making 
such a lucky drive, but he triumphed 
nevertheless. 








McDOUGALL’S SPEAKING DATES 





Fidelity Union Trust Officer Appeared 
in Detroit Tuesday; To Be in 
Atlanta April 12 
The Union Trust Co. of Detroit, which 
is giving a series of trust company lec- 
tures similar to those now being given 
by the Guaranty Trust of New York for 
Hart & Eubank agents, had Leslie G. 
McDougall, assistant trust officer, Fidel- 
ity Union Trust of Newark, Tuesday 
night as its speaker. A terge gathering 
of life insurance men were present to 
hear Mr. McDougall discuss, “What 
Life Underwriters and Banks Can Do 

Working Together.” 

Mr. McDougall has also been invited to 
Atlanta, where he will speak on April 12 
at a meeting given under the auspices 
of the Citizens & Southern Bank to the 
Atlanta Life Underwriters Association. 
This bank is one of the largest in the 
south. On the same day he expects to 
talk to the Atlanta Rotary Club on the 
subject of “Helping Americans to Die at 
Par.” This talk will be illustrated by 
blackboard charts. 








character and ability 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH_INSURANCE 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional Opportumsty is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Frankiim Street, Boston 

















Massachusetts Mutual 
Springfield, Massachusetts 





A FIRM FOUNDATION 


With more than three-quarters of a century of success and 
achievement back of it, the Massachusetts Mutual is in a posi- 
tion to progress along lines that have been thoroughly tested. 

This position is made more desirable because of the main- 
tenance of principles and practices of high character which have 
molded the three great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organization whose 
reputation for stability and fair dealing is universal. 


Joseph C. Behan, Superintendent of Agencies. 


Life Insurance Company 


Organized 1851 








HOMER GUCK RESIGNS 





Assistant to Detroit Life President Made 
Director of Public Relations, Union 
Trust, Detroit 

Homer Guck, assistant to the president 
of the Detroit Life, has been appointed 
director of public relations of the Union 
Trust Co., Detroit. Mr. Guck succeeds 
Wayne W. Putnam. 


In his early days Mr. Guck was a 
newspaper man, his first assignment 
being that of war correspondent in Cuba 
for the Detroit “Journal” during the 
Spanish-American War. After return- 
ing; from Cuba he studied at the Univer- 
sity of Chicago and later became man- 
aging editor of the “Daily Mining Ga- 
zette” of Houghton, Mich. Shortly after 
he was made vice-president of the com- 
pany. While engaged in newspaper 
work he served as associate professor of 
English in the Michigan College of 
Mines. 

In 1920 Mr. Guck became assistant to 
the president of the Detroit Life. He is 
secretary and treasurer of the Life Man- 
agers’ Association of Life Company Offi- 
cers and will continue to serve as a di- 
rector of the Detroit Life. 





PRUDENTIAL TEAM WINS 





Women Win Championship for Second 
Consecutive Time at Metropolitan 
A. A. U., Newark Track Meet 

In the Metropolitan A. A. U., senior 
track and field championships for wom- 
en, and the N. J. state title games for 
men, sponsored by The Prudential, two 
women’s records were bettered and the 
championship was carried off by The 
Prudential for. the second consecutive 
time. 

Three championships were captured by 
The Prudential women, the hurdles by 
Mrs. Hazel Kirk Kees, who was married 
last June and has been out of competi- 
tion ever since; the basketball throw by 
Miss Esther Behring and the relay race 
which was run in 55 4/5 seconds, believed 
to be a new championship record. Miss 
Bernice Hurley of Paterson established 
a new standing broad jump record by 
leaping 7 feet 11 7/8 inches. 

In every event for women The Pruden- 
tial girls scored. In the 50 yard dash, 
Miss Estelle Hill ran fourth, while Miss 
Gladys Booth was placed third in the 
eight-pound shotput. Miss Anna Bon- 
zoe ran third in the 220 yard dash and 
Miss Josephine Higgins was placed sec- 
ond in the running high jump. Miss 
Mary McCormick: was fourth in the 
standing broad jump. 





DINNER TO S. S. WOLFSON 





Brownsville & East N. Y. Insurance 
Men’s Ass’n Present Him With 
Traveling Bag 

A dinner was tendered to S. S. Wolf- 
son, agency supervisor of the Charles B. 
Knight agency of the Union Central Life, 
by the Brownsville and East New York 
Insurance Men’s Association, at the Lit- 
tle Roumania Restaurant, Brooklyn, N. 
Y., on Tuesday evening, March 8. Mr. 
Wolfson is president of this organization. 
About 160 men attended. 

The speakers were William A. Kelleher, 
president of the Metropolitan Brokers’ 
Association; Arthur Arnow, of Hookes 
& Arnow, secretary of the same organi- 
zation; Herbert T. Rosenfeld, Julius Ap- 
plebaum, former counsel of Mayor Wal- 
ker’s committee on rent profiteering; Ja- 
cob Lask, a former president of the 
Brownsville and East New York Asso- 
ciation, and Harry M. Fuerstein. Harry 
A. Singer was the toastmaster. 

Mr. Wolfson’s friends gave him a fine 
traveling bag as a token of their admira- 
tion for him. Mrs. Wolfson was pre- 
sented with a dozen American Beauty 
roses. 

The evening’s entertainment consisted 
of six vaudeville acts and dancing com- 
pleted the evening’s festivities. 
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Time Values As Seen 
By Donald C. Keane 


HIS TALK AT McNAMARA AGENCY 








If One Could Peek Behind Curtain of 
Destiny Procrastination Might 
Be Excusable 





Donald C. Keane of the Keane-Patter- 
son agency of the Massachusetts Mutual 
in New York was the “Money-Making 
Sales Star” at the John C. McNamara 
agency selling course on Monday night, 
talking to standing room only. 

Mr. Keane based his remarks on the 
importance of time, bringing out this 
thought in a number of interesting ways. 
He recited the financial position of a man 
of forty-five years old, making a good 
income, quite satisfied with his efforts 
and sure that the future will treat him 
even better than the past has done. He 
said that if all went well for a period of 
scme years and a man kept his health, 
his position in the business world, his 
energy, his imagination and resource, he 
need not worry about the passing of 
time, but, unfortunately, there is no way 
in which that apparently lucky individual 
can peek behind the curtain of destiny so 
all his high hopes and ambitions may 
be toppled in an instant by fate. 

Checkmating Fate 


He said there is one way in which fate 
cannot upset a financial arrangement and 
that is through life insurance, which 
guarantees the carrying out of a business 
ambition. The time to put this guaran- 
tee into effect is when the agent is pre- 
senting his case. Procrastination may 
kill all of one’s life plans. : 

Mr. Keane said that time is not only 
essential in buying insurance but is nec- 
essary in learning about it. He there- 
fcre believes that agents should be pre- 
pared with sales talks so that they will 
not be thrown too much on their own 
resources when they enter a prospect’s 
office. 

“It takes time,” he said, “to develop 
selling technique that paints life insur- 
ance pictures. In order to sell one must 
tell. An agent should be constructive and 
creative.” 

Where Procrantination Is Advisable 

There is one bit of procrastination in 
which Mr. Keane thinks the agent should 
indulge, however, and that is in the mat- 
ter of presenting to the prospect an 
analysis of his insurance with a recom- 
mended revision. 

“Take time to map this thing out,” he 
said, “because if you are in too much 
of a hurry, if you dash back to his of- 
fice by the next subway, he will not 
think the work you are doing on.the case 
is important. A week is enough before 
making the return trip. The prospect 
will then think that you have at least 
given his affairs a suitable considera- 
tion.” 

And along that line Mr. Keane hada 
few remarks to make relative to the 
“one interview man.” If an agent can 
sell everybody in one interview he is 
lucky and away out of the ordinary. Mr. 
Keane is willing to take more than one 
interview unless he sees that his pros- 
pect is so set that nine out of ten times 
further talk is futile. A couple of para- 
graphs from Mr. Keane’s talk follow: 

“Good wine, undiluted, makes an ex- 
cellent drink, as does pure water, but 
mix the best wine with a bit of water, 
or the water with wine, and the mixture 
is very unsatisfactory. If a man tries 
to mix his work and his play thus, he 
finds that he gets but little from either. 

“In order to hold the attention of a 
man, you must tell him facts that he does 
not know. If you merely repeat what 
every one knows about the subject, you 
are wasting his time and yours. Always 
remember that it is not what you actu- 
ally know but what the prospect thinks 
you know that impresses him. Figure 


out cvery move, every argument before 
hand.” 


PENN MUTUAL LIMITS 





Company Will Write as Much as $250,- 
000 at Some Ages; What 
Scale Is 


The following data about Penn Mutual 
Life limits was announced to agents of 
that company on March 10, 1926, and 
these limits are still effective. In The 
Eastern Underwriter last week limits of 
another company were printed and de- 
scribed by mistake as Penn Mutual lim- 
its: 

For male applicants, including reinsur- 
ance: 


Ages: Total Ins. Term Ins. 
ASIA AA Scosche $5,000 None 
PSte Ace oe eS 50,000 None 
TRA2O) oe ecewee 125,000 $7,500 
ys, et. rene 200,000 50,000 
ic, EA 250,000 75,000 
| ES 1 Renee ere 250,000 75,000 
| ae eer 240,000 65,000 
SZ Cee eee 230;000 55,000 
RO ke 220,000 50,000 
94 Go atenas 210,000 45,000 
BRT ner ie mec aces 200,000 40,000 
8) eect eee 185,000 35,000 
3) lle oe IRE, 170,000 30,000 
~ S a aN S 155,000 25,000 
SO: «Sashes 140,000 20,000 
GO), craknacaicaene 125,000 15,000 
OL. woiecene ss 115,000 
2) ean esnos 100,000 
BS) Fer cern es ,000 
pt! (Set 75,000 
"CS er Pn Re ceo 65,000 





W. H. KOLB DIES SUDDENLY 





Manager of Life Branch of Travelers, in 
Chicago, Stricken on Train Near 
Rochester 


William Howard Kolb, who was for 
more than ten years manager of the life 
department of the Travelers branch of- 
fice in Chicago and also a former special 
agent of that organization in Connecti- 
cut, died suddenly on Sunday, March 13, 
as the train upon which he was return- 
ing to Chicago from Hartford ap- 
proached Rochester, N. Y. 

Mr. Kolb, after a week’s visit to the 
home office of the Travelers, was return- 
ing to Chicago in company with John E. 
Ahern, secretary of the accident depart- 
ment of the Travelers. According to ad- 
vices received at the home office of the 
Travelers, Mr. Kolb died of angina pec- 
toris. 

On April 7, 1925, Mr. Kolb completed 
twenty-five years of service with the 
Travelers and the Travelers club of Chi- 
cago celebrated that event with a lunch- 
eon at the Hotel La Salle at which more 
than 150 members were preseni. 

Mr. Kolb was born on July 29, 1878, 
in Alabama. His father had been for 
years an.agent of the Travelers. Mr. 
Kolb became affiliated with that organi- 
zation when a young man. After serv- 
ing as a special agent in Connecticut he 
was promoted to the position of manager 
of the Reading, Pa., branch. Later he 
was made manager of the St. Louis 
branch of the Travelers and in 1915 was 
appointed manager of the life depart- 
ment of the Chicago branch office. He 
had many friends in Hartford and Con- 
necticut. 





APPOINTS J. TOM DANNEL 


The Missouri State Life announces the 
appointment of J. Tom Dannel as gen- 
eral agent at Albuquerque, N. M., to suc- 
ceed the late M. S. Tierney. Dannel had 
represented the Nashville, Tenn., branch 
of the company at Rockwood, Tenn. He 
joined the Missouri State on November 
25, 1910, and with the exception of some 
two years in the Federal Prohibition 
service he has been continuously con- 
nected with the company’s field work 
since that date. Recently he had been 
general agent at Rockwood, reporting 
through the Nashville branch. In 1921 
he was president of the Southern Divi- 
sion of the Company’s One Hundred 
Thousand Club. 


Nine Main Selling 
Themes in Insurance 


BUT ONLY TWO ARE USED MUCH 





Talking in Detroit H. D. Hart Points 
Out How Agents Can Broaden 
Their Sales Material 





In an ‘address delivered in Detroit 
Hugh D. Hart of Hart & Eubank, New 
York, said that there are nine main sell- 
ing themes which life insurance agents 
should always bear in mind. He de- 
scribed them as follows: 


Family Protection (including educatoin of 
children) ; 
Business Insurance (including credit pro- 
tection) ; 
Old Age Insurance; 
Insurance for Investment and Savings; 
Bequest Insurance; 
Program Idea; 
Life Value Indemnity ; 
Insurance for Taxation; 
Insurance with Trust Service. 
Some Lines Neglected 

In discussing these selling points Mr. 

Hart said in part: 


‘Only two of the nine have really been 
used to any extent by the life insurance 
men of the United States. These two 
are, of course, the family protection 
theme and the business insurance theme. 
No life insurance man ever operated who 
did not use the family protection theme 
in his selling process. There are thou- 
sands of life insurance men who have 
never even used the theme of business 
insurance. There are tens of thousands 
who have never sold insurance on the 
old age idea, or on the investment or 
savings idea, or on the bequest idea, or 
the program idea, or the life indemnity 
idea, or the taxation idea, or the trust 
service idea—and yet, each of these sell- 
ing themes can be made the basis of a 
system of sales arguments almost as com- 
prehensive as that which has grown up 
around the themes of family protection 
and business insurance. If we have sold 
our eighty billions on only two of the 
nine possible selling themes, what can 
we accomplish when we arm ourselves 
with the complete selling equipment 
which these other seven selling themes 
can give? 

“I hope I have not left the impression 
that these selling themes are merely sales 
equipment for the agent, and are of no 
value to the prospect. Each of these 
selling themes is of possible utility only 
because they describe a service to the 
policyholder. No bona fide sales argu- 
ment was ever devised that was not the 
outgrowth of a service that could be 
rendered. We do not devise sales ar- 
guments first, and then afterwards fit 
them to a service; we first find a serv- 
ice we can render, and then tie our sales 
arguments to that service. If these seven 
rarely used selling themes, therefore, 
represent seven rarely used services that 
would be useful to policyholders, is it not 
our duty, as well as opportunity, to em- 
ploy them for the good of our clients? 


Modern Business Not Stagnant 


“T have no patience with the idea that 
scme men seem to have, that modern 
business is a stagnant thing; that its 
demain is all explored, its outposts are 
long since fixed, its pioneerine already 
dcne. There is no greater fallacy, nor 
one more fatal to the progress of busi- 
ness. I like the spirit of the prune grow- 
ers and the raisin growers of California. 
They sought to find new ways to use 


OANANPW 


prunes and raisins, and then they told - 


the American people these new ways of 
using prunes and raisins, and increased 
their consumption enormously. I like the 
spirit of the manufacturers of listerine, 
who make it their business to discover 
that their product is not merely a throat 
gargle—that it is a breath purifier and a 
mouth wash, and a hair tonic and a face 
lotion. I’m not sure whether they have 


found it useful as an automobile polish, 
and for making salad dressing, as yet— 
but with each new service it can render 
they add to the consumption and in- 
crease their sales.” 


———_ 
—= 


E. A. SAUNDERS PRESIDENT 





Succeeds Edmund Strudwick, Who Be. 
comes Board Chairman; Experience 
of Mr. Saunders 


Edmund A. Saunders was elected pres. 
ident of the Atlantic Life this week, suc. 
ceeding Edmund Strudwick, who retires 
from that office to become chairman of 
the board, a newly created position, after 
being continuously in office and actively 
in charge of the management of the com. 
pany for more than twenty-two years, 
As chairman of the board, Mr. Strud- 
wick will also be chairman of the execy- 
tive committee and will continue to keep 
in close touch with the affairs of the 
company. 

Mr. Saunders became identified with 
the company in 1914. . He was made as- 
sistant treasurer in 1916. In 1918 he was 
elected treasurer and in 1920 he was 
elected vice-president and treasurer. 





NEW YORK MERGER BILL 


Under the provisions of a bill intro- 
duced in the N. Y. Senate this week 
by Henry D. Williams, Republican of 
Troy, section 7l-a Insurance Law is 
amended by providing for merger of in- 
surance corporations doing business un- 
der this section or article 5-a and 10-b, 
Mutual Life, Health and Casualty Com- 
panies, Mutual employers’ liability and 
workmen’s compensation and_ mutual 
automobile casualty insurance corpora- 
tions. 





NEW HONOR ORGANIZATION 


The Presidents’ Premier Club of the 
Bankers Life of Iowa, a new honor or- 
ganization, has two hundred and thirty- 
one salesmen fully qualified as prospec- 
tive members. To be eligible, the sales- 
man must have a monthly production of 
$15,000; a yearly production of $250,000, 
and a lapse rate not greater than that 
of the company. 





INCREASE OF 2.8% 
Writings of new life insurance by 
United States companies were 28% 
greater during February of this year 
than for the same month last year. 





Policy Changing 
(Continued from Page 1) 
adopt-this plan, subject, of course, to its 
being permitted by the different states, 
it would result in correcting a matter 
which undoubtedly has at times been 

subject to abuse.” 

The Equitable Society’s circular on 
“The Best Plan of Insurance,” written 
by Albert G. Borden, agency instructor, 
part of which was published by The 
Eastern Underwriter, is attracting much 
favorable attention. It suggested in 
changing from high premium to low pre- 
mium that the correct way was to have 
policy rewritten, as of the original date, 
for such increase in amount of insur- 
ance as the amount of the old premium 
will purchase. 








— 


TEN MEN 


We have ten new 
territories for ten 
good men under 
real general agents’ 
contracts. 





Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 
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G. S. Nollen Statement 
On Assessment Suit 


BROUGHT BY TWELVE MEMBERS 





President of Bankers Life Says That 
Old Certificate Holders Got Low Net 
Cost of Protection 





Twelve assessment members of the 
Bankers Life of Iowa have filed a peti- 
tion in the district court of Polk County, 
lowa, with reference to the increase in 
quarterly calls to assessment members 
April 1. Concerning the petition and its 
proposed action, President Nollen has 
made the following statement: 

“A suit has just been filed against the 
Bankers Life by twelve members of the 
company carrying the assessment form 
of insurance, which the company discon- 
tinued issuing in October, 1911. The 
claimants, in their petition, allege in ef- 
fect that the company has on hand funds 
which should be used to help pay death 
Icesses on the assessment certificates, and, 
therefore, the company does not have 
the right at this time to increase the 
quarterly calls assessed against the cer- 
tificateholders for death loss purposes. 


Changed Plan of Operation Legal 


“The change in the company’s plan of 
operation to the legal reserve basis in 
October, 1911, was made in strict ac- 
cordance with the laws of Iowa 
providing specifically for such change. 
Similar laws of Minnesota and New 
York have been upheld by the Su- 
preme Court of the United States. 
The company has consistently carried 
out the provisions contained in the orig- 
inal assessment contracts and has given 
the certificateholders full credit for all 
the funds to which they were entitled 
under the terms of those contracts. The 
original change in the company’s plan 
of operation in 1911 was given the off- 
cial approval at that time of the attorney 
general of Iowa and the Iowa auditor of 
state, who was then the supervising in- 
surance official. Since that time the 
company has been examined biennially 
in accordance with the provisions of the 
lowa laws by the Insurance Department 
of Iowa, and all of the company’s trans- 
actions in connection with the handling 
of the assessment business have been 
given official approval from time to time 
in those examinations. The officers and 
directors of the company have at no 
time and in no way derived any profit 
or advantage whatsoever from any of 
the earnings of the company but, on the 
contrary, have acted solely in the ca- 
Pacity of supervising trustees in hand- 
ling the company’s affairs. They have 
therefore held the position of experi- 
enced and impartial judges in all the 
company’s transactions. 


he suit filed at this time arises from the 
ey which has arisen under the terms of 
a original assessment certificate contracts to 
Crease the charges for insurance to the cer- 


jiicateholders. In past years the certificate- 
pve have been receiving the benefits of a 
cusiderable fund which belonged to them ex- 
cre That fund now being practically ex- 
Poa there is no other alternative but to 
Porc the assessment calls to a_ sufficient 
the unt to cover the cost of the benefits which 
tifcateh est eholders are receiving. The cer- 
uae eholders have had the benefit of phe- 
wad y yl cheap protection from year to year, 
hold € quarterly calls paid by the certificate- 
the ers have included nothing whatsoever for 
tine elation of a reserve fund. In fact, 
lave as last ten years the certificateholders 
an their insurance at less than actual 

ecause of the application of the funds 
date $05 ned to. From the year 1916 to this 
fu 000,000 has been applied from those 


nds belonging to : 
their death lene - the certificateholders toward 


The Guarantee Deposits 


fact® cettificateholders now complaining and, in 
have holders of certificates still in force 
amount ne euted only a comparatively small 
eamed on. that fund in the form of interest 
tifcatehold their guarantee deposits. Each cer- 
or rs - paid upon becoming a_ member 
tificate a year of his age for each $2,000 cer- 
to ie ten Suarantee deposit being returnable 
Certificatehn hia y jit case of the death of the 
Drovisior older while _a member. Under the 
posits _ of the certificates, the guarantee de- 
4 €re forfeited upon lapse and thereupon 
which he Part of the Emrgency Reserve Fund 
€ interec? be used to help pay death losses. 
its and est earnings on the guarantee depos- 
mu: on the Emergency Reserve Fund itself 


ls also be credited from year to year to 
Fess 


Those funds 
have all been carefully accounted for and all 
credits properly made from year to year on 
the company’s books. 
Actual Net Cost Low 

It is evident from the above that practically 
all of the $23,000,000 from which the present 
certificateholders have received a material bene- 
fit since the year 1916 was put into that fund 
by certificateholders other than the ones now 
remaining. Therefore, the present certificate- 
holders during past years have received their 
insurance at less than actual net cost, by rea- 
son of the application of that fund to which 
their contributions have been only slight. 

There has never been a life insurance com- 
pany or association which has given its mem- 
bers more for their money in the way of net 
cost protection than the Bankers Life has given 
to its old certificateholders, and there is no 
basis in fact for the present litigation. 


E. L. CHALIFOUX’S NEW POST 

E. L. Chalifoux is the new superintend- 
ent of accounts of the Aetna Life and 
Affiliated Companies’ casualty depart- 
ment in Newark. Mr. Chalifoux suc- 
ceeded R. B. Boyette, who is now with 
the company’s up-town New York office 
at 42nd Street. Mr. Chalifoux was form- 
erly in the agency department at the 
home office. 


the Emergency Reserve Fund. 








WITH DAY & CORNISH 
Fred Lieberich, Jr. has resigned as 
Newark manager of the Acacia Mutual 
Life and is now with Day & Cornish, 
general agents of the Mutual Benefit in 
Newark. He is giving his entire time to 
selling life insurance. 


The Colonial | Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 

Ordinary Life Policies— 
All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at- Low Cost. 


Give Agents Unusual Money- Making Opportunities 

















Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Secretary 








Home Office—Jersey City, N. J. 



































New Increased Dividend Scale 
Effective January 1, 1927 


New England Mutual Life Insurance Company 


Boston, Mass. 
This Company is now in the very 
Forefront on Low Net Cost 























The year 1926 was in many 


surance Company. 


the Home Office and 
friendship and co-operation 


Office and field force. 


MISSOURI STATE LIFE 


Presents Its Annual Statement 


year in the history of the Missouri State Life In- 
The year 
marked by the announcement of new rates and 


policies; by improved methods of underwriting in 
by a wonderful spirit of 


The Company's admitted assets increased from 


$61,889,485.52 to $70,554,896.66, an increase of 
$8,665,411.14. 

Free surplus increased from $2,007,979.36 to 
$2,768,875.05, an increase of $760,895.69. 
Insurance in force, including Group, increased 
from $587,586,508.00 to $670,919,561.00, an in- 
crease of $83,333,053.00. 

New business paid for in 1926 amounted to 
$179,542,912.00, as compared with $136,978,- 
659.00 in 1925, an increase of $42,564,253.00. 


respects the greatest 


was especially 


between the Home 





First Mortgage Loans on 

en oe ee re eee 
Real Estate, Home Office. 
Real Estate, Other...... 


Collateral Loans ....... 
Loans to Policyholders.. . 


Premium Notes ....... 3 
Cash in Banks on Interest 


not on Interest....... 


Outstanding and Deferred 
mium 


eee een ene - ee 


Policies Reinsured .... 





Admitted Assets 


Real Estate Sales Contracts... 
U. S. Gov't and Municipal Bonds 


Cash in Banks and Home Office 


Accrued interest on Investments 


8 ‘ 
Due from Other Companies on 


All Other Assets.......... 


Balance Sheet, December 31, 1926 
Liabilities 
Real Policy Reserves ...... DL atata.aa $61,277,817.23 
...+ $38,888,375.75 Policy Claims in Process of Ad- 
eae 1,244,937.86 justment not Due...... are 473,675.79 
tate 3,468,694.59 Premiums and Interest Paid in 
940,559.62 Advance ........ nut alat ate 564,880.85 
Pm 1,190,000.00 Dividends Left on Deposit with 
wee. 14,109,628.75 COMBORE © «0.54: ccs weaeas 1,051,265.48 
3,802,567.98 Reserved for Taxes.......... 399,268.70 
a 404,917.94 Contingency Reserve for In- 
ee 2,127,787.26 VOMMIORED G05. 5's 66 08s ovis fa 100,000.00 
‘ All Other Liabilities. .... Sees 445,414.90 
aii 63,753.44 Apportioned for 
1,836,702.29 olicy Divi- 
Pre- dends ..- $1,473,698.66 
Seas 2,352,534.51 Capital Stock.. 2,000,000.00 3 
See nc 56 5: 2,768,875.05 
awa 28,258.00 Surplus for Protection of Poli- 
ai 96,178.67 ONO ai de 5s: Bas age wide eiaes < 6,242,573.71 
$70,554,896.66 $70,554,896.66 
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A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident - 


Home Office, Saint Louis 


Health - Group. 
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Cleveland Chamber’s 
Boost of Insurance 

BOOKLET ON TRUST COMPANIES 

Committee Says $9,000,000 Annually Is 


Lost by Unwise Expenditure of 
Insurance Benefits 





The long awaited pamphlet of the 
Cleveland Chamber of Commerce, bear- 
ing the title, “Your Money and Your 
Life,” and announced as “pointing the 
way to greater happiness for you and 
your family and greater prosperity for 
Greater Cleveland,” has been issued by 
the committee on life insurance trusts 
of the Cleveland chamber. 

The booklet is one of the best argu- 
ments for insurance that could be gotten 


| up, talks sanely about trust company in- 


surance relationships, and bearing the 
imprint of the chamber will do a lot of 
good. 

The Foreword 


It starts with the following copyright- 
ed foreword: 

“Cleveland has been called the experi- 
mental station of the nation. Its char- 
itable and philanthropic efforts have de- 
veloped plans that are used for models 
by the cities of the country. Its Com- 
munity Fund, its Group Plan, its Public 
Library system, its Auditorium and its 
many other public spirited enterprises 
have set new standards for the nation. 

“Now is launched a campaign in which 
every thoughtful citizen should be inter- 
ested—a campaign designed to create and 
conserve wealth; to increase estates 
through sound principles; to safeguard 
Cleveland dollars against unproved in- 
vestment schemes; to protect the reci- 
pients of life insurance money in a man- 
ner that will result in their greater com- 
fort and contentment. 

“For many years the life insurance 
companies and trust companies of Cleve- 
land have, individually, endeavored to 
conserve life insurance for the benefi- 
ciaries of estates. Throughout this pe- 
riod there existed a fine spirit of co- 
operation between the insurance compa- 
mies and trust companies, but it was not 
until 1925 that plans were initiated for 
combining and extending efforts. 

“It has been estimated that nine mil- 
lion dollars of insurance money each 
year is lost to Cleveland beneficiaries 
through unwise expenditures. And so it 
was that the Cleveland Chamber of Com- 
merce appointed a committee of repre- 
sentatives of both life insurance com- 
panies and trust companies with the idea 
of conducting an educational campaign 
that would save millions of dollars an- 
nually to Cleveland people and thus ad- 
vance the interests of the city at large 
as well as the beneficiaries to whom life 
Msurance funds were paid. This com- 
mittee decided that the initial step should 
be the publication of a booklet that 
would set forth clearly and concisely the 
Merits of the Life Insurance Trust Plan, 
and hence this little volume you are 
reading,” 


Asks Pertinent Questions 
The booklet concludes by asking some 
Pertinent questions as follows: 
What would be the monthly income to my 
family from my present insurance? 
. Would this income maintain my fam- 
ipecsording to its present standard of 
ving? Every person should know, not 
oe. the amount of life insurance he 
Poni have in order to provide for his 
Pome in the event of his death. He 
Fea also consider the fact that life in- 
Tance means a safe and systematic 
for providing for old age. 
fter I am gone will my life insurance 
carry out the purposes for which it 
was intended ? 
uhcmember that most life insurance 
bg Paid in lump sums, quickly takes 
= and be sure that your life insur- 
die money is safeguarded under a trust 
angement. 
we I wisely planned the most practical 


hae of my life insurance 


MISSOURI INSURANCE BILLS 





Two Measures Before State House 
Likely To Pass; Will Regulate In- 
vestments Of Life Companies 
Two bills designed to remove the re- 
strictions placed upon the investments of 
domestic life insurance companies in 
Missouri, have been passed by the Mis- 
scuri State Senate and will probably be 
passed by the House before the general 
assembly adjourns. The measures were 
supported by the Missouri State Life, 
International Life and the Kansas City 

Life. 

One of the bills provides that life in- 
surance companies who have acquired 
real estate or personal property by fore- 
closure may exchange such real estate 
for other real estate. 

The other bill will regulate the invest- 
ments of the capital, reserves and sur- 
plus funds of the life companies. It 
provides that such funds may be in- 
vested in government, state, municipal or 
other political sub-division, or in loans 
on real estate in any state secured by 
first mortgage or deed of trust or other 
first lien on such real estate, which loan 
shall not exceed 50% of the value of 
sch real estate, or in bonds of any 
private, public or organized corporation 
in- any state which bonds shall not have 
been in default in the payment of in- 
terest within the five preceding years 
and such securities may be deposited 
with the superintendent of insurance 
under the provisions of Article II, Chap- 
ter 50, Revised Statutes of 1919 and for 
any other purpose required by law. 

The bill also provides that the super- 
intendent of insurance shall, in estimat- 
ing and determining the assets of any 
company for any purpose, include and 
admit such securities be admitted assets. 





W. A. DEABBLE DIES 





Was Comptroller of Mutual Benefit Life 
Fifteen Years; With Company 
Nearly Half Century 

William A. Deabble, comptroller of 
the Mutual Benefit Life, died at his resi- 
dence, 145 Summit avenue, Summit, N. J., 
last Tuesday after a lingering illness, be- 
lieved to have been aggravated by the 
death of his two sons in the World War. 

Mr. Deabble, who was in his sixty- 
second year, entered the employ of the 
company on March 1, 1880, at the age 
of fourteen as an office boy. He held 
various positions with the company and 
early in January, 1912, he was made 
comptroller, which position he held at 
the time of his death. 

He was deeply interested in charitable 
work and was a leader in the affairs of 
the Kris Kringle Club of the company, 
an organization of the employes, which 
looked after the poor and needy chil- 
dien in Newark during the Christmas 
holidays. 
wre 





IVES & MYRICK LECTURES 


Arrangements have been made by 
Ives & Myrick, general agents of the 
Mutual Life of New York, for a series 
ot four lectures on life insurance topics 
to be given during a period of five weeks 
beginning April 7 by Dr. S. S. Huebner, 
of the Wharton School of Finance and 
Commerce. Invitations to attend have 
been sent to members of the Life Un- 
derwriters’ Association of New . York, 
general agents and-their full-time staffs, 
and all agents who have received state 
licenses in the past through Ives & 


Insurance Does for the Premium Payer”; 
April 28, “The Relation of Life Insur- 
ance to the Settlement of Estates,” and 
May 12, “The Professional Concept of 
Life Insurance Salesmanship and the 
Educational Requirements.” 








Have I arranged to have it take care 
of taxes and other expenses so that no 
part of my estate need be sacrificed to 
meet expenses ‘that would have to be 
paid shortly after my death? 








insurance company or agency. 


Box 


The Eastern 
86 Fulton Street, 








Seeks Legal Department Connection 


An experienced attorney who will furnish highest references as to char- 
acter and professional standing, seeks connection in legal department of 


1060 


Underwriter 


New York, N. Y. 














EQUITABLE GROUP DIVIDENDS 





They Averaged 18.83% In 1926; Society 
Paid Group Policyholders $6,500,000 
Last Year 
In a new pamphlet about group insur- 
ance the Equitable Society says that the 
group insurance rate roughly is 85 cents 
a month per $1,000 of insurance although 
the amount varies, of course, with the 
particular group and is subject to divi- 
dend returns according to the mortality 

experience within that group. 

The average group dividend paid last 
year by the Equitable was 18.83%. 

The Society is greatly pleased with 
the low net cost on its group for last 
year. Incidentally, the Equitable paid 
its group policyholders in 1926 more than 
$6,500,000 in claims. 





REALTY MAN’S INSURANCE 





Joseph P. Day of New York Now Carry- 
ing $3,050,000; Has Just Taken Large 
Line With George H. Beach Co. 

Joseph P. Day, famous New York real 
estate man and also a director in the 
New York Life and other corporations, 
has just taken out $1,401,000 additional 
insurance through the George H. Beach 
Company, New York. 

Mr. Day took out his first policy in 
1911; within three months he had insur- 
ance of $150,000. In 1913 he took out 
$150,000 in addition. His total insurance 
now is $3,050,000. 





N. J. INSURANCE BILLS PASSED 
Three insurance bills were passed and 
signed by Gov. Harry Moore, of New 
Jersey, this week. One measure will 
permit domestic life insurance companies 
with reserves in excess of $500,000,000 
to set aside a reserve to meet abnormal 
mortality losses and to cover deprecia- 
tion of securities. Another bill will al-, 
low domestic insurance companies to in- 
vest in foreign country securities to the 
amount of policies issued by them in the 
foreign country. Salaried officials of do- 
mestic insurance companies will now be 
permitted to participate in retirement al- 
lowances now granted to clerks. 


LINTON AT BUFFALO 





Provident Mutual’s Vice-President Dis- 
cusses Trust Company Relationships; 
avors Income Plans 

M. Albert Linton, vice-president of the 
Provident Mutual, speaking before the 
Buffalo Life Underwriters, Inc., stated 
that his own life insurance was made 
payable to a trust company. 

“The motive that leads me to speak on 
this important ‘subject of life insurance 
trusts,” Mr. Linton said, “is my interest 
as a life insurance official in seeing the 
greatest possible service rendered to the 
women and children for whose protec- 
tion life insurance policies have been 
written. I think it is safe to say the 
day is past when the greatest protection 
is likely to be rendered if the settlement 
is a lump sum settlement.” 

He drew a number of comparisons be- 
tween the methods of the insurance com- 
panies and the trust companies in han- 
dling the proceeds of policies in the in- 
terest of designated beneficiaries and dis- 
cussed the various options offered by 
most insurance companies in connection 
with their policies. 





TRUST OFFICERS SPEAK 

The interest of modern trust compa- 
nies in life insurance estates was brought 
out at a meeting of the Life Underwrit- 
ers’ Association of St. Louis, Mo., at a 
luncheon meeting held in the St. Louis 
Chamber of Commerce at noon Tuesday, 
March 15. The speakers were Former 
Judge Davis Biggs, now trust officer for 
the National Bank of Commerce in St. 
Louis; Edward G. Grubb, Jr., assistant 
. trust officer of the St. Louis Union Trust 
Company, and Joseph W. White, trust 
officer for the Mercantile Trust Com- 
pany. 





DENVER WANTS CONVENTION 
The Colorado Association of Life Un- 
derwriters has mailed out 182 letters ask- 
ing members of the National Associa- 
tion to hold their 1927 convention in 
Colorado. 














_ Seen At New York Sales Congress 








One of the most interesting characters 
seen at the Sales Congress of the Life 
Underwriters’ Association at the Hotel 
Astor last week was Julius Jonas, the 
sightless agent of the New York Life. 
Mr. Jonas has been a familiar figure at 
insurance conventions in the past. 

Mr. Jonas has been a steady and con- 
sistent producer for his company for 
several years, and is interested in the 
education and training of sightless men 
and women for an insurance career. 
Speaking to a representative of The 
Eastern Underwriter he said that at the 
present time there are seven sightless 
agents with the New York Life whose 
earning capacity is anywhere from $6,500 
to $18,000 a year. Since July 1 last Mr. 
Jonas has brought thirty sightless men 
into his company. 

Speaking of the Braille system which 
is being worked out for blind insurance 
men, Mr. Jonas said this is helping im- 
measurably to bring more sightless men 
into the insurance field. As an indica- 
tion of the interest which the local un- 
derwriters associations are showing in 
the work of educating sightless agents, 


Mr. Jonas said in November last when 
he was a guest of the Philadelphia Life 
Underwriters, the president of the or- 
ganization made a suggestion to the 
membership that they each give 25 cents 
of their dues each month to make up 
a fund with which to purchase literature 
to assist the blind agents or those who 
are studying to be insurance agents. 

Mr. Jonas, who has been five years in 
the employ of the New York Life, has 
a charming personality and seems always 
cheerful. He is a philosopher. He 
talked of Helen Keller for a few mo- 
ments and said her life was an inspira- 
tion to every blind person. 

Career of Young Jonas 

Mr. Jonas has a son who acts as his 
secretary, Nathan Jonas. Before join- 
ing the New .York Life, he was con- 
nected with the Bank of the Republic 
at Chicago as an efficiency man in 
charge of bookkeepers and tellers. He 
is a high school graduate and has also 
studied law at New York University. 
During the World War he served as a 
first lieutenant at Camp Grant, Ill. He, 
too, sells insurance for a living, though 
most of his time is given to his father. 








Page 16 


March 18, 1927 








Winslow Russell’s Two 
Talks on the Coast 


GREAT GROWTH OF INSURANCE 





More Than Ten Billions Being Accumu- 
lated to Be Paid in Endowments, 
He Says 





“Fast as our national wealth has grown 
since 1880, life insurance has grown ful- 
ly three and a half times as fast,” said 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, in an address here 
before the managers and general agents 
of all life insurance companies repre- 
sented in Los Angeles at a meeting there 
this week. Mr. Russell also talked to 
the San Francisco Sales Congress. 

“This astounding growth has undoubt- 
edly come about because the American 
people have at last ceased to think of 
life insurance as death insurance and are 
now making full and legitimate use of it 
as the basis of plans for future pleas- 
ules and comforts when endowment poli- 
cies mature.” 

More than ten billion dollars of money 
is being accumulated to be paid in en- 
dcwments, the insurance authority de- 
clared, stating further that such policies 
are increasing at the rate of a billion 
dollars a year. Ten years ago there was 
less than four billions of endowment in- 
surance in force; now almost one-fifth 
of all life insurance is in that form. 

In 1925, one hundred and fourteen mil- 
lion dollars of matured endowments was 
paid to policyholders and, in that same 
year, annuitants got the fun of living 
from annuity payments to the sum of 
thirty-eight and a half million dollars. 


BOSTON SPEAKERS 

The speakers at the seventh annual 
New England Sales Congress to be held 
at Ford Hall, Ashburton Place, Boston, 
will be the following: J. Elliott Hall, 
general agent, Penn Mutual; Harry Kay, 
Boston manager, Metropolitan Life; 
Lieutenant Governor Allen of Massachu- 
setts; Rev. Frederic Olsen, Charles Gil- 
man and Earl Manning; Winthrop Jud- 
kins, State Mutual, and George Adsit, 
assistant educational director of the John 
Hancock. 


AFTER NEGRO FRATERNAL 

Commissioner Button of Virginia in a 
circular letter to policyholders of the 
Modern Workmen Society of the World, 
a negro fraternal operating in many 
southern states, notifies them that “indi- 
cations are that the time is near at hand 
when this whole matter is going to be 
wound up and the fund on hand distrib- 
uted to the policyholders to whom it 
really belongs.” 











DR. STEVENSON BACK 
Dr. John A. Stevenson, vice-president 
of the Equitable Life Assurance Society, 
returned this week from a trip during 
which he visited the Southeast and the 
Pacific Coast. 








Pennsylvania 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 
opment of new agents. 




















figures. 


~ December 31st 


touch with him. 





OUR PROGRESS— 
YOUR OPPORTUNITY 


N recent years The Guardian has experienced a_ rapid 
growth, the extent of which is suggested in the following 


New Business Paid For $35,431,368 
Business in Force on 


Progress such as this is evidence of the efficiency and pro- 
ductivity of the methods provided for our field force. 

We have openings at present for managers in several estab- 
lished territories where we are making plans for development 
consistent with our general increases. 

This may be your opportunity, especially if your training, past 
record and personal finances equip you for managership of an | 
established agency. Write in confidence, stating your age, his- 
tory and territory preferred. All details must be given in your 
letter. If not interested yourself, perhaps you know someone 
who might be. We'd appreciate it if you would put us in 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Founded 1860 under the Laws of the State of New York 


50 UNION SQUARE, NEW YORK 


1922 1926 


$ 71,812,005 


$206,310,800 $333,042,886 




















MRS. C. A. CHAMBERS DIES 


Mrs. C. A. Chambers, wife of the Har- 
risburg manager of the Bankers Life of 
Iowa, died in that city recently. Her 
death followed an operation necessitated 
by a collapse following a long illness of 
her youngest daughter. L. N. Panquin, 
instructor of agencies. for the Bankers 
Life, attended the funeral as a represen- 
tative of the home office and field force. 





DOLLAR SAVINGS BANK GROWS 
The Dollar Savings Bank of New York 


has insured all of its employes under a 
group policy with the Aetna Life. The 
plan adopted covers after one year of 
service $1,000 to a maximum of $3,000 
after five years service. Disability be- 
fore age sixty (60) also c6vered. John 
S. Ogilvie of 285 Madison avenue was 
the broker. 





Provident Mutual 


Life Insurance Company of Philadelphia 





Founded 1865 












CONTINENTAL LIFE STATEMENT 


The twentieth annual statement of 
the Continental Life of St. Louis shows 
gains in every financial department of 
the company, particularly in the total 
income which has been increased 25.7% 
over that of 1925, and 210% over that 
of 1921. Other gains made during 1926 
includes assets which amounts to $1,- 
487,363 while that of reserves is $1,404,- 
144. The insurance in force, exclusive 
of accident department shows a total of 
$92,220,000. The total income for the 
year just closed amounted to $4,752,070 
while close on to nine millions have been 
paid to policyholders and _ beneficiaries 
since the organization of the company. 
The premium ‘income in the accident de- 
partment of the company during 1926 
amounted to $958,741.76, a gain of more 
than 124%, which is a new record for 
that department. Additional accidental 
death benefits on life policies for 1926 
is over $27,500,000. 











will call. 


other reason why it pays to 


WHY USE 
“eenie—meenie—minee—mo? ” 
Some salesmen still “count out” each morning to decide where they 


A business-like system is substituted for this sporting chance procedure 
when the Lincoln National Life circularizing program is used. 

Through its plan of sending illustrated sales messages to definite pros- 
pects, the Lincoln National Life circularizing method helps the agent to 
determine WHEN, WHERE and WHY he will make his calls. 
attractive personal letters also give a favorable introduction for the 
agent as well as aiding his approach and sales talk. : 

Lincoln National Life agents point to their circularizing plan as :0- 





—_. 
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HINKLEY TALKS AT NEWARK 

Buffalo General Agent of the New Eng. 
land Mutual Life Discusses 
4 “Giving vs. Getting” 

Charles A. Hinkley, Buffalo general 
agent for the New England Mutual Life, 
was the guest and speaker at the March 
meeting of the Life Underwriters’ Asso. 
ciation of Newark, which took place 
Monday at the Robert Treat Hote, 
Newark, N. J. His subject was “Get- 
ting Versus Giving.” There were about 
one hundred members in attendance, 

Just before the speaker was introduced 
a resolution was presented by William 
A. White, state agent in New Jersey for 
the John Hancock, on behalf of the as- 
sociation, protesting against the tendency 
on the part of some companies to ig- 
nore the trained underwriter in connec. 
tion with the development of new group 
business. The resolution was unati- 
mously adopted. 

Mr. Hinkley, in his remarks, declared 
that agents place too much emphasis 
upon mere sales volume and do not con- 
cern themselves enough with what they 
can give to their prospects. He said he 
believed the average salesman does not 
know how to present the message of life 
insurance intelligently ; that he has failed 
to master the facts of his business and 
therefore sometimes fails miserably. Al- 
most any person, he said, could learn to 
use a rate book or write out a policy 
contract; but that success comes only as 
a result of sound knowledge of the 
business. ; : 

The speaker had some pertinent things 
to say about what he called charity ir- 
surance. He said he had often won- 
dered why it was that men of wealth 
who contributed large amounts annually 
to charitable institutions failed to pro- 
vide for such institutions in their wills 
He said he discovered in his experiences 
with trusts and wills that it was because 
their incomes had been reduced by rea 
son of the estate taxes which life insur- 
ance would have covered. ; 


WANT TO RAISE $15,000,000 


The attention of life insurance agents 
is called by the “Insurance Salesman” in 
its latest issue to the country-wide cam 
paign made in behalf of the fifteen mil- 
lion doliar Presbyterian ministers’ pet- 
sion fund. Enthusiastic meetings have 
been held and “Insurance Pension” set 
mons preached in every city. The mem- 
bers of the congregation have sold them- 
selves insurance for their minister, and 
need only a life insurance man to sell tt 
for themselves. 


FARMERS LIFE MEETING 


Stockholders from Colorado, Nebraska, 
Kansas, New Mexico, Wyoming and Ar 
zona attended the annual meeting of the 
Farmers Life at Denver, Col., March 3 
Twenty-one directors were elected. 
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GINK UP(jwim me huncoI) : 
The Lincoln National Life Insurance (o. 


“Its Name Indicates Its Cliaracter” 
Lincoln Life Building 


More Than $460,000,000 in Force 





Fort Wayne, Indiana 
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GUARDIAN LIFE 


Yes. 


. No. 


GIFTS 


Are gift endowments and annuities 


taved under the income tax law? 


The difference, if any, between 
the premium or premium paid by the 
donor (which is the gift) and the 
sum realized therefrom is taxable to 
the donee. 

Are premiums on insurance for the 
benefit of religious, charitable, scien- 
tific and educational corporations de- 
ductible from gross income of an in- 
dividual ? 


. Yes, provided: 


1. The corporations are such as de- 
scribed by the law. 

2. The beneficiary cannot be changed 
at the option of the insured. 

3. The premiums, together with other 
charitable gifts, do not exceed 15% 
of taxpayer’s net income. Where, 
however, policy was assigned to a 
charity as security for a promis- 
sory note, payable at death, the pre- 
miums were not deductible. The 
reason is evident that insured 
might take up the note at any time 
before maturity, after having ob- 
tained the benefit 01 the premium 
deductions. 


Are life insurance proceeds paid to 
religious, charitable, scientific and 
educational corporations subject to 
Estate Tax in any amount? 


This answer is based upon an 
opinion and is not covered directly by 
the law or regulations. It is reason- 
able to assume that as the law levies 
a transfer tax upon the net estate 
of every decedent, computes in such 
net estate the proceeds of life insur- 
ance paid to named beneficiaries, and 
allows a deduction for transfers to 
domestic, religious, charitable, sci- 
entific, literary or educational cor- 
porations, that where insurance is 
made payable to such corporations, 
the proceeds are exempt. 
PARTNERSHIPS 


Are partnerships subject to Income 
Tax and Surtax with respect to life 
insurance? 

No. 


How are common-law partnerships af- 
fected by the Estate Tax? 
A common-law partnership is subject 
to the Estate Tax for a proportionate 
share thereof, provided the whole es- 
tate is taxable and the total insurance 
on the life of the decedent exceeds 
$40,000 payable to an individual bene- 
ficiary or beneficiaries. If there is 
less than $40,000 so payable there 
is no tax liability. 


_ If partners individually insure each 


other, would there be any Estate Tax 
upon the proceeds? 

No. The Estate Tax has reference 
only to insurance taken out by a de- 
cedent upon his own life. This does 
not include insurance paid for by the 
heneficiary, 


TRUSTS 


If life insurance is made payable to 
a trust company as trustee for the 
purpose of paying the estate taxes, 
would the insurance proceeds be taxed 
as part of the estate? 


Yes. This being for the benefit of the 


Q. 


Q. 


Q. 


YS 


. Yes: 


. Yes. 


. No. 


estate, it would be considered a part 
thereof. 


Is there any difference in income taxa- 
tion between life insurance trusts ad- 
ministered by life insurance compa- 
nies and life insurance trusts admin- 
istered by trust companies? 

No. 

How are life insurance trusts admin- 
istered by trust companies taxed? 
For the Estate Tax, the proceeds re- 
ceived by the trust company are not 
commuted, but are taxed at par value. 
If received by the trustee as benefi- 
clary or assignee the exemption of 
$40,000 would apply. In addition, the 
net income from the trust fund is sub- 
ject to Income Tax and Surtax. For 
taxation of trusts left with life insur- 
ance companies, see Question 36. 

If life insurance is payable to a trust 
company or bank as beneficiary or as- 
signee, in trust for individual bene- 
ficiartes, is such insurance entitled to 
$40,000 exemption? 

The only insurance not entitled 
to exemption is that payable to the 
executor or administrator, in official 
capacity as such. The word “benefi- 
ciaries’ as used in reference to the 
$40,000 exemption ,means persons en- 
titled to the actual enjoyment of the 
insurance money. 


. In what way would a trust adminis- 


tered by a life insurance company be 
subject to taxation? 

Interest income is subject to Income 
Tax. Under the Estate Tax the in- 
terest income, for life or for a term 
of years, is commuted by Tables ‘A” 
or “B,” and this sum is added to the 
commuted value of the principal to 
be paid at a future date. The result 
of this addition gives the taxable 
amount to be diminished by the ex- 
emption. 

ESTATE TAX 
DEBTOR—CREDITOR 


. Are the proceeds of life pepe wes 


taken out for the protection of cred- 
itors subject to the Estate Tax? 
When such transactions contem- 
plate payment of premiums directly 
or indirectly by the debtor insured, 
the proceeds are subject to the Estate 
Tax, less the exemption. 

When the debtor dies is the full 
amount of insurance subject to tax as 
part of his estate? 

The face value of the policy 
should be reported in the gross estate, 
but the loan with accrued interest, 
will be deductible as a debt. See 
Question 10, relative to income tax 
on profit to creditor. 


. Suppose the debtor insured does not 


pay the premiums, would the proceeds 
be subject to the Estate Tax? 

No. Where the decedent debtor re- 
tains no interest in the policy and 
pays no premiums thereon the insur- 
ance is not considered as part of the 
decedent’s estate. 


. Suppose the debtor and creditor each 


pays some of the premiums? 


. If the debtor pays part of the pre- 


miums and the creditor part, the in- 
surance is taxable as the premiums 
paid by the debtor bear to the total 
premiums paid and exempt as the pre- 
miums paid by the creditor bear to 
the total premiums paid. 


Q. If the creditor. were a. corporation, 
would the corporation by subject to 
the Income. Tax on the proceeds of 
insurance on the life of the debtor? 

A. Not if there was no profit. See 
Question 10 relative to income tax on 
any profit to creditor. 

Q. Is indebtedness existing against a 
policy payable to the insured’s wife 
deductible from the gross estate in 
ascertaining the tax due? 

A. No. Loans on life insurance policies 
in which the widow was beneficiary 
and which were deducted from the 
face of the policies in making settle- 
ment, do not constitute claims against 
the estate. 








CANADA LIFE 


ANNUITIES 
It will pay you to get 
our rates before closing 
that annuity prospect. 





WITH COMPANY 45 YEARS 


Forty-five years with the Connecticut 
General is the record of J. C. Gorton 
of the Gorton Agency, Hartford. In 
1919, after Mr. Gorton had been with 
the company for thirty-seven years, he 
established the Gorton agency, which had 
$32,000,000 insurance in force in Hart- 
ford and vicinity in December, 1926. 


HERBERT W. JONES | 


Manager, New York City 
110 WILLIAM ST. 


Beekman 5058 



































PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 


ve 


AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


* Joy comes from: 























1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 

2. Home Office Co-operation. You’ll get it. Every help to help you sell. 

8. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 

















THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 
increase in new business over 1925. All prevfous records have been shattered. This 
great expansion is due in marked degree to the splendid spirit of co-operation between 
the Home Office and the Field Force. 

Men contemplating entering the life insurance business would do well to communicate 
with this fine old Massachusetts company before deciding. 


~ BERKSHIRE LIFE INSURANCE COMPANY 

















Pittsfield, Mass. 
FIRM as the 
RUGGED COAST of MAINE 
Enduring—Substantial—Dependable, with New 


England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 





























Established 1860 Under the Laws of the State of New York 


(ren: 





Tel. RECtor 7501 





MANAGERS 





OF 
AMERICA 


f. 


INSURANCE CO. 


HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 


25 Church St., New York 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and ts pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager ; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 


Subscription Price $3.00 a year. Single 
copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 


countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








ALTRUISTIC ADVERTISING 

For three years the Hartford has been 
running page advertisements in such 
magazines of national circulation as “The 
Saturday Evening Post,” which have as 
their aim reduction of the fire waste and 
which at no time ‘have asked people to 
buy fire insurance. The advertising has 
given widespread satisfaction in fire in- 
surance, but some executives have won- 
dered whether the Hartford found it 
profitable to indulge in such publicity. 
It will be interesting to the fraternity 
to know that not only is the advertis- 
ing campaign to continue during 1927 but 
the company has made a statement to 
its representatives giving the objectives 
of this advertising. Four of these objec- 
tives follow: 


First—To make the public more con- 
scious of fire and its consequences to the 
individual and to the country. 

Second—To influence people to be 
more careful with fire, to know more 
about its causes and guard against them. 

Third—To fix the name, Hartford Fire 
Insurance Company, in the public’s minal 
and create towards it a feeling of con- 
fidence on the part of all property own- 
ers. 

Fourth—To create in the minds of all 
property owners respect for the ability 
of the local insurance agents to advise 
them on insurance matters. 








NOT WISHING COL. McCORMICK 
ANY HARD LUCK 

A manufacturer of stockings engaged 
a talented artist to do a painting of a 
young woman, who wearing stockings 
and not much else, is depicted sitting on 
the edge of the moon, and quite satis- 
fied with herself and her legs. Beauti- 
fully done in green and blue pastel 
shades it is being run as a page adver- 
tisement in a number of magazines of 
national circulation, including “Liberty.” 
Thousands of reproductions of the paint- 
ing in the form of stickers were then 
struck off and we notice at the bottom 
of an ad in “Liberty” that the readers 
are asked to send for stickers to paste 
on their automobile windows. 

We only hope that some moron with 
this sticker on his windshield will not be 
so interested in gazing at it that his car 
will smash into the automobile carrying 
Cclonel Robert R. McCormick, publisher 
of “Liberty,” to the injury of that gen- 
tleman and to the injury of-his car. 


Fortington of Royal 
A Genius in Finance 


WON DISTINCTION 





IN RUSSIA 


Now President of 150 William Street 
Corporation; Royal Indemnity 
First to Move In 





Although H. A. Fortington of the 
Royal fleet has been in this country sev- 
eral years, has one of the best financial 
heads to be found in the insurance com- 
munity and has had a career which for 
half a decade at least teemed with hu- 
man interest, because he was an impor- 
tant figure in international events, he is 
not well known to insurance executives 
on this side of the ocean. 

But with the opening this week of the 
big, nineteen story Royal building at 150 
William street, Mr. Fortington suddenly 
came into insurance prominence when it 
became known that he is the president 
of the 150 William Street Corporation. 

Mr. Fortington joined the forces of 
the Royal in 1912 and until war broke 
out spent part of his time in the finan- 
cial division and part in the actuarial end 
of the company. During the war he 
was at Various times with the British 
Ministry of Munitions and with the 
British Admiralty, working in connection 
with finance. After the war, in 1919, at 
the instigation of the British Board of 
Trade he was sent on a special mission 
to the non-Bolshevik provinces of Rus- 
sia. These provinces were on the Baltic 
and apparently were hermetically sealed 
as far as products entering from Siberia 
and other places was concerned. At the 
time the Bolsheviks were very strong in 


a military sense, had a front extending. 


from Petrograd to South Poland, and 
there were several anti-Czar campaigns 
also going on at various times under 
Generals Wrangel, Dunekin and Yuden- 
itch. 

Getting Flax for the British 

The entire British industry is depend- 
ent upon flax and Russia had been fur- 
nishing the great bulk of flax supplies 
to the world. Suddenly it became bot- 
tled up. It was up to Mr. Fortington 
and his associates to do what they could 
to get the raw material in, reorganize 
available supplies and bring about as 
much coordination between finance and 
commerce as possible. He made quite 
a reputation as a fiscal agent, organizer, 
etc., in this period of economic collapse. 

While in Russia he was with the Yu- 
denitch army for a while just before that 
general retreated and at Narva, the tex- 
tile center, Mr. Fortington was an eye- 
witness of the terrible typhus epidemic. 
That epidemic was so severe that the 
huge textile warehouses of Narva were 
turned into hospitals and corpses were 
seen piled five and six deep. 

The Ground Floor 

The first company to move in is the 
Royal Indemnity which has a number of 
floors. It started to move on Saturday 
and took several days, the legal and sta- 
tistical departments being among the 
early arrivals. 

The ground floor offices which will be 
occupied by the Metropolitan depart- 
ments of the Royal, Royal Indemnity, 
Queen, North British & Mercantile, 
London Assurance, Phoenix Assurance 
and Phoenix Indemnity will be the last 
word in convenience and construction. 

It was learned that the Royal Insur- 
ance Co. has either bought or leaséd the 
very long block running from William 
street to Gold street on Ann in order to 
insure light for tenants of its big building 
and also to provide for future growth of 
the Royal companies. The Royal In- 
demnity has also opened up a large clinic 
and workmen’s compensation claim divi- 
sion in the old building on William street 
at the corner of Ann. 

The Royal Building contains a number 
of unusually interesting features, modern 


NEW BROKERAGE FIRM IN N. Y. 





Eben, Baxter, Harstedt, Inc., General 
Insurance Brokers, Started in Busi- 
ness March 4 

The newly organized firm of Eben, 
Baxter-Hartstedt, Inc., general insurance 
brokers and average adjusters, is now do- 
ing business at its offices, 80 John street, 
New York. The corporation started its 
operations on March 4. The officers are 
as follows: 

S. N. Eben, president; John J. Phelan, 
vice-president; Charles H. Baxter, vice- 
president, and George W. Harstedt, sec- 
retary and treasurer. William J. Miller, 
formerly of F. C. Carr & Co., and B. T. 
Nolan Co., is office manager. 

Mr. Eben has been in the insurance 


. business in New York since 1898. He 


was formerly associated with F. C. Carr 
& Co., and B. T. Nolan, Inc., general 
insurance brokers. Mr. Harstedt has 
been twenty-three years in the insurance 
business and has been associated with 
Charles H. Baxter in the firm of Baxter 
& Harstedt. The new corporation in no 
way affects this partnership. Mr. Bax- 
ter, who is also well known to the in- 
surance fraternity, has been in the busi- 
ness for many years. John J. Phelan, 
who is a newcomer in the field, is com- 
mander of the 93rd Infantry Brigade and 
has the rank of a brigadier-general. 





RESOLUTION OF PROTEST 





Passed by Elmira Division of N. Y. State 
Association of Local Agents Oppos- 
ing Central Bureau 


That the Elmira division of the New 
York State Association of Local Agents 
has gone flat-footedly on record against 


the Central Bureau for casualty “not 
taken” policies is indicated by the fol- 
lowing resolution passed recently at the 
regional meeting held in that city: 

Whereas the various casualty companies have 
caused to be created with the sanction of the 
superintendent of insurance what is known as 
the Central Bureau for clearing earned premiums 
under “not taken” and cancelled casualty poli- 
cies, and 

Whereas this plan has been extended to ‘in- 
clude not only brokers but general, regional and 
local agents, and 

Whereas the National Bureau of Casualty & 
Surety Underwriters promulgated and adopted 
this plan without conference with or considera- 
-_ being given the agency forces, therefore 
e it 

Resolved, That members of this division of 
the New York State Association of Agents are 
opposed to this Central Bureau and request that 
same be abandoned or its effective date post- 
poned until a better plan may be promulgated 
by the companies in conference with agency 
representatives; and be it further 

Resolved, That this meeting recognizes the 
existence of a “not taken policy” problem and 
pledges its co-operation in forming a workable 
and desirable solution by means of a confer- 
ence between the companies and the represen- 
tatives of the New York State Association of 
Agents. 





SNOWDEN MADE PRESIDENT 





To Head Accident and Health Associa- 
tion in New York; Other 
Officers Elected 
The Accident & Health Underwriters’ 
Association of New York, which now has 
a membership of about forty-five, elected 
William B. Snowden, Pacific Mutual 
manager for New York and Newark, as 
its president on Tuesday at a Drug & 

Chemical Club meeting. 

Harry J. Muller, Metropolitan Cas- 
ualty, was elected vice-president; Harry 
F. Schroeder, Standard Accident, secre- 
tary; Harry Helm, United States F. & 
G., treasurer. At the April meeting it is 
expected that membership and entertain- 
ment committees will be appointed. 


C. B. KNIGHT IN FLORIDA 


Charles B. Knight, manager of the 
Union Central in New York, is at Palm 
Beach. 








ideas in elevator operation and hidden 
closets and many other details. 

William H. Hotchkiss, insurance law- 
yer, will be a tenant at 150 William 
street, as will S. Friedenberg & Co., in- 
surance brokers and some others. 




















J. B. REYNOLDS 








Joseph B. Reynolds, president of the 
Kansas City Life, who started life ina 
saw mill, then went with the Missouri 
Insurance Department and later built up 
the Kansas City Life to be one of the 
strong life insurance organizations of the 
west, is being honored by the agents of 
that company in a special campaign for 
business in March. Agents are entering 
into the real spirit of this sentimental 
event as Mr. Reynolds is one of the most 
popular men in the business. Upon more 
than one occasion he has been president 

of the American Life Convention. 

_ The Kansas City Life’s new business 
in 1926 was 26% ahead of the previous 
year. It began 1927 with nearly $350,- 
000,000 in force. 

a 


A. G. Dugan, veteran general agent of 
the Hartford Fire in Chicago, will sail 
for Naples on March 19. He will spend 
two months in traveling through Italy, 
France and England, accompanied by his 
wife and daughter. The Chicago office 
of the Haftford twenty years ago had 
10,600 square feet and employed 65 clerks 
and 33 men in the field. Today the space 
is 47,000 square feet; the number of 
clerks 359; the number of field men 113. 

a me 


James H. Price, Richmond attorney, 
adjuster for casualty companies, am 
known asthe father of the Virginia 
workmen’s compensation act, has come 
out for the state senate and will run im 
the democratic primary next summer. He 
is now rounding out twelve years 0 
service in the Virginia house o! dele- 
gates. At the last session, he was an un 
successful candidate for speaker of the 
house. He is a past grand master 0 
Virginia Masons and is prominent i 
civic and church circles in his homie city. 


* * * 


Charles W. Burpee, former newspapet 
man and for years in charge of the lit 
erary end of the Phoenix Mutual Life, 
is almost ready to believe that black 's 
white and that negatives are really pos 
tives. The reason: the asbestos coverins 
of Mr. Burpee’s furnace burned the other 
day. “First I thought that the asbestos 
wasn’t really asbestos,” said Mr. Bur: 
pee to The Eastern Underwriter. “Bu! 
it was asbestos. Finally I figured out 
that intense heat created for a brief pe 
riod by my oil burner did the trick. You 
can communicate this information to th 
fire insurance engineers if you want ! 
for what it'is worth.” 
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Dunn, Dun’s and Bradstreet’s 

The two principal rivals in the com- 
mercial reporting world are Bradstreet’s 
and Dun’s. And who do you think is’ 
president of Bradstreet’s? None other 
than Henry E. Dunn. 

eS. Pte 

The Resignation of E. J. Hollister 
All of which brings to my mind that 
there is widespread regret among fire 
insurance men because of the resignation 
of Edward J. Hollister, superintendent 
of fire insurance service of Bradstreet’s. 
Working out of Rockford, Ill, Mr. Hol- 
lister has been meeting fire insurance 
people of all kinds for fourteen years 
and did a lot to link the credit rating 
organizations with fire insurance. A per- 
son going to fire insurance meetings, 
were they in New York, San Francisco, 
New Orleans, Boston or Chicago, might 
meet Mr. Hollister at any of them. How 
he got around ‘to all the places was al- 
Ways a surprise to the insurance fra- 
ternity and he always seemed to fit in 
so well that he was often regarded as one 
of the local insurance celebrities. In 
other words, he is as much at home in 
Chicago as in New York. 

His friends made in his work include 
officers of some of the leading insurance 
companies of America. 

Mr. Hollister has frequently been 
given credit for originating the fire in- 
surance rating service of the big com- 
mercial rating organizations. He has al- 
ways refused to take credit for this. Be- 
fore going with Bradstreet’s he was with 
Dun’s for three years. 

Henry Dunn, who is the president of 
Bradstreet’s, came up to the top from 
office boy. He is now practically retired 
and the chief figure in the Bradstreet 
business now is John S. Taber, who al- 
though acting president has the title of 
assistant secretary. 

eS 


Still Another Prize Contest 


It is always easy for an important in- 
surance executive to use a newspaper as 
4 goat by asking it to print something 
Which he does not care to sign himself. 

Owever, a letter I have received from 
such an executive (fire insurance) I am 
Printing herewith, not because it is im- 
Pertinent but because it is readable. I 
have taken the liberty of editing the let- 
ter somewhat as some of it was a little 
too personal. 

Dear Big Bill: In view of the intelli- 
8ence test proposed by “The Standard” 
of Boston, an officer of a fire insurance 
Company, who for obvious reasons de- 
Sires to be nameless, suggests the fol- 
wing questions to readers of Big Bill 
i the hope that The Eastern Under- 
Writer will print the questions and then 
oer as a prize an explosion policy cov- 
‘ting the personal property of whomever 
aiswers the questions correctly. 

. (1) Have the agents of Rochester, 

» who for years have fattened on 

\e-cream commissions, reconciled them- 


y 
% 
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\ 
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selves to a ham-and-eggs commission 
scale? 


(2) Why should a company continue 
to support the —— County Adjustment 
Bureau after an experience demonstrat- 
ing that its losses are adjusted neither 
as promptly, efficiently or economically 
as by its former independent adjusters? 
(Editor’s Note: The —— County Adjust- 
ment Bureau is located less than 300 
miles from Chicago.) 

(3) Why does the Superintendent of 
Insurance of New York State continue 
to require certified checks for trifling 
sums in payment of brokers’ licenses 
when his state accepts uncertified checks 
for unlimited amounts in payment of in- 
come taxes? 

(4) Why do the companies in the mid- 
dle west provide thirty-eight different 
forms of dwelling house policies merely 
to save agents the trouble-of pasting a 
form on the ordinary policy? 


(5) What prominent company wrote 
the contents of the three Cafe John Doe 
establishments in New York City under 
a marine floater policy? (Editor’s Note: 
The Cafe John Doe is one of the lead- 
ing restaurants in New York City.) 

(6) Was it the same company which 
wrote in part the schedule of theatres 
at four annuals for five years with per- 
mission for the premium to be paid in 
four equal annual installments? 


(7) How much regret other than hy- 
pocritical was expressed by fire insurance 
executives when it was learned that the 
Superintendent of Insurance of one of 
the western states had suffered a stroke 
of apoplexy? 

(8) What company has in Philadel- 
phia more than one thousand agents (or 
connections compensated on an agency 
basis) while under board rules they are 
entitled to only three A 


110 William Street Corporation 

In discussing the holdings of the In- 
ternational Insurance Co. last week I 
made an error in discussing the amount 
of holdings of the International in the 
110 William Street Corporation. The 
statement that $450,000 of 7% cumula- 
tive preferred stock was held was cor- 
rect but the amount of holding of the 
common stock of the corporation should 
have been listed at $75,000. ; 


New Novel by H. G. Wells 


Lots of people believe that H. G. 
Wells, the British novelist, is the great- 
est writer living, but many of his ad- 
mirers do not go along with him all the 
distance as he is too radical for them. 
In his latest novel, a two volume affair 
called “The World of Sir William Clis- 
sold,” he presents as prophetically and 
graphically as he can a picture of a fu- 
ture world republic. Nationalism irks 
him as do flag waving and patriotism. 
In his opinion a world republic will mean 
the extinction of war. F 

Sir William Clissold is a scientific man 
who as the book progresses becomes a 


man of big affairs; and paradoxical as 
it may seem for Wells, he gives a very 
good picture of rich men in industry, 


what they think about; what impresses’ 


them most; and how they regard the 
balance of the world. In some of these 
observations the philosophy echoed is 
surprisingly faithful to type. 

ae wee 


Booth Tarkington’s “Babbitt” 


It was quite an anti-climax to step 
from H. G. Wells to Booth Tarkington. 
I turned the pages of the latter’s new 
novel, “The Plutocrat.” The Indiana 
novelist suffered pathetically in compari- 
son of style, literary quality, dialogue 
and distinction.. With further patient 
reading of the work, however, one is 
caught by Tarkington’s plot and the book 
is finished. It is particularly interesting 
im presenting to the reader a pretty good 
sketch of one of our irritating American 
type, the extremely wealthy mid-West 
American who not being content with 
being hored by what he sees in Europe 
insists upon making comparisons with 
what his own town has to offer of a su- 
perior nature. Upon visiting ancient or 


‘world-famous cities his first aim is to 


cart the guide to the local waterworks. 
He is not interested in history because 
it is not “up-to-date” and spiritual and 
other leaders whose names have lived 
through the centuries strike him as im- 
material and inconsequential, 





life insurance, more vigorous at the pres- 
ent time than at any period since the 
old days which led to the insurance in- 
vestigation of 1905, the best of feeling 
seems to exist whenever life men get to- 
gether, and in no other branch of insur- 
ance is there more mixing. Whenever 
a prominent life insurance man from out 
of town comes to New York he is apt to 
be given a luncheon or be shown some 
other attention. Recently, James A. Ful- 
ton, made agency head of the Home Life, 
and arriving here on March 1, had three 
invitations to luncheon in one day. 
Asked if he. thought New York a cold 
city, the people selfish and busy only 
upon their own immediate concerns, he 
answered : 

“That is the bunk. People here do 
not seem able to do enough for a 
stranger.” i 

Recently, that able and_ scholarly 
writer, Dr. W. H. Hazard, who gets out 
the New England “Pilot” for the New 
England Mutual Life, was a New York 
visitor. It was arranged by friends that 
he should meet many of the leading edi- 
tors of life insurance company publica- 
tions. He was invited to a luncheon and 
upon arriving found a roomful of these 
editors. It was a pleasant and most fe- 
licitous surprise. Among those in the 
room were: Arthur H. Reddall of the 
Equitable Society; Griffin M. Lovelace 
and,,Grenville Howard of the New York 
Life; H. W. McClintock of the Metro- 
politan Life; W. F. Story of the Mutual 
Life; and Florence P. Clarendon of the 
United States Life. Russell King of the 
Manhattan Life and Mervin L. Lane of 
the Equitable Society, also were present. 

Dr. Hazard is one of -the best literary 
men in the insurance business, and for- 
merly was with the Appleton publishing 


house. 
+o 


A $50 Book 


One of the most unique books ever 
printed in the insurance business, a tre- 
mendous big, heavy volume beautifully 
bound and containing 800 pages, went on 
sale this week at a cost of $50 a copy. 
It is the Spectator Co.’s “Complete Sur- 
render Value Ready Reckoner,” the 
work of Fackler & Breiby, New York, 
who are nationally known as consulting 
actuaries. 2 

The book gives term extension net pre- 
miums for all periods of years and days 
cemplete from age 15 to 95, and also for 
all yearly intervals for ages 0 to 15, to- 
gether with reciprocals of single pre- 
miums for life insurance endowments 
and pure endowments on fhe American 


Experience 344% basis. 

“The Complete Surrender Value Ready 
Reckoner” eliminates calculation in con- 
nection with term extensions and thus 
not only saves time and labor and in- 
sures accuracy, but provides a life in- 
surance company with the necessary tab- 
ulations for quickly determining sur- 
render values for all policies. 

Typographically the book is a marvel 
of modern publishing ingenuity. An 
idea of the extent of the task may be 
gained from the fact that if usual meth- 
ods of typesetting had been resorted to, 
it would have taken one man, using a 
typesetting machine eight hours of each 
business day, three years to have set the 
type. In addition, it would have re- 
quired one year to complete the three 
proofreadings required when publishing 
statistical works, by the Research Bu- 
reau of Insurance of the Spectator Co. 
The job was done by a process combin- 
ing photography and lithography. 

* 


Efficient State Official 


I had lunch the other day with one 
of the most modest and efficient of all 
the supervisory state officials, my com- 
panion at the table being Christopher A. 
Gough, the deputy who runs the insur- 
ance end of the New Jersey Department 
of Banking and Insurance. The New 
Jersey Insurance Department now has 
an entire floor of a Trenton skyscraper 
with room for everybody to turn around, 
which is in considerable contrast to the 
old quarters at the capitol that reminded 
me of the old Cedar street head office 
of the Home Insurance Co. before it 
moved to William and Maiden Lane. 
The Home is so big, the executives and 
employes so numerous, that the desks 
were jammed up against each other. Mr. 
Gough is a Trenton man by birth and 
has spent many faithful, loyal years in 
the department. One of the most mod- 
est and conservative of the departmental 
chiefs, he goes to very few conventions, 
writes letters only when essential to do 
so (at which time they are very brief), 
and has no ideas of any kind about 
revolutionizing the insurance business. 
He takes only a mild academic interest 
in acquisition cost supervision, and other 
innovations which have been inaugurated 
by New York State. 

At the same time Mr. Gough has 
plenty of force and strength of charac- 
ter which is aroused if he thinks anyone 
is trying to put anything over on the 
department. Recently, one of the states 
refused to license a New Jersey man as 
an agent. In Mr. Gough’s opinion there 
was no reason why this man should not 
be licensed and he went right to the 
mat; even threatened to invoke the re- 
taliatory laws of New Jersey. The man 
got the license. 

Mr. Gough very rarely goes to the 
legislature. He did once this session, 
however, in an attempt to make it neces- 
sary for a newly formed mutual to have 
$50,000 of applications before starting 
operations. In the legislature he ran 
counter to some rural solons who did not 
seem able to comprehend that the pur- 
pose of the deputy had in mind was the 


protection of the people of New Jersey 


rather than to put over some legisla- 
tion which originated in a personal whim. 
The reason Mr. Gough appeared before 
the legislature with this measure was be- 
cause a New Jersey promotor who was 
about to start a mutual had floated two 
others which had failed. 


Hard Luck 


The story of the good luck of John 
Dumbreck of Tunbridge Wells, near 
London, has been widely circulated. He 
married a Miss Luck, took out a £5,000 
sterling insurance policy covering the 
birth of twins and collected. But it was 
a little different with Charles Atkens of 
North London,’ who had a run of bad 
luck. Mr. Atkens married a girl named 
Mary and four years ago took out twins 
insurance. His wife presented him with 
a daughter. He felt that it was useless 
to waste any more money and dropped 
the insurance. About a month ago his 
wife had triplets. 
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Beha Sends Report 
On Fire Insurance 
To The Legislature 


FIGURES 





ASKS STUDY OF LOSS 





Companies Gain Only Through Invest- 
ments, He Says; Approves Public 
Purchase of Securities 





Fire insurance men this week found 
much to encourage them in the annual 
report of Insurance Superintendent 
James A. Beha to the New York State 
Legislature, which was presented on 
Monday at Albany. Omitting any direct 
references to fire insurance rates outside 
New York, he stated that at present, de- 
spite the best efforts of the companies to 
cut down losses, the business was show- 
ing an underwriting loss that was offset 
only by the fortunate appreciation, for 
the third successive year, of security 
values. 

Mr. Beha commented favorably upon 
the efforts of the fire companies to re- 
duce excess commissions and to eliminate 
other economic wastes and he also placed 
his stamp of approval upon the increased 
purchase by the public of fire insurance 
securities. Mr. Beha said there were 
suggestions that inland marine risks be 
brought under the rating laws. 

“Financial statements of fire insurance 
companies for 1926 will show. premium 
vcelume not appreciably greater than in 
1925,” said Mr. Beha, “losses of such pro- 
portions as to produce profits for very 
few companies in underwriting, increases 
in security values more than sufficient 
to offset the underwriting losses, and, 
consequently, moderate increases in both 
assets and surplus. 

“There were two outstanding catas- 
trophes—the oil tank losses in California 
early in the year costing the companies 
approximately $7,000,000, and the Florida 
hurricane in September resulting in loss- 
es to the companies estimated at $15,000,- 
000, but it was the steady stream of losses 
of small or ordinary amounts from pure 
fire waste for which this country has be- 
come noted, that raised the total to al- 
most record proportions. I urge upon 
the legislature a study of these figures. 
In 1925 insurance companies transacting 
business in New York paid out for losses 
by fire throughout the United States the 
stupendous sum of $400,000,000. For 
1926 this figure will probably be exceed- 
ed. This, despite the tremendous efforts 
being expended toward fire prevention. 


Security Values Appreciated 


“For the third successive year security 
values have shown a marked apprecia- 


tion, and while not as great as in 1925,- 


it has, nevertheless, been sufficient to 
more than offset the underwriting losses 
sustained generally by the fire insurance 
companies. 

“Without such investment profits, the 
underwriting losses would have been re- 
flected in decreased assets and surplus. 
Instead, we find substantial increase in 
both, along with determined efforts by 
the companies, not only to expand their 
fire prevention programs but also to co- 
operate with each other in the elimina- 
tion of other waste, including the evil of 
excess cgmmission payments. 

“The tendency to form into groups or 
‘fleets’ through the purchase, merger or 
absorption of the smaller by the larger 
companies shows no abatement, although 
the field has naturally become more lim- 
ited. The year just ended has brought 
forth for the first time a ‘fleet’ with as- 
sets in excess of one hundred millions of 
dollars, while several other groups ap- 
proximate this figure. 

“The accumulation of such large funds 


has undoubtedly been a factor in the in- 
creased interest manifested by the in- 
vesting public in fire insurance compa- 
nies, and this is an interest which I be- 
lieve should, with proper safeguards, be 
encouraged. I can visualize no greater 
single force for the reduction of the 
country’s scandalous fire waste than an 
enlarged public interest in fire insur- 
ance companies, and the consequent bet- 
ter understanding on the part of the pub- 
lic of the companies’ problems.” 


Fire Insurance Rates 


On the subject of fire insurance rates 
Superintendent Beha said the re-rating 
process in New York would, on the 
whole, not produce any change in the 
average level of rates. He said in part 
in his report: 

“The Rating Laws (Sections 141, 14la 
and 141b) are functioning well and no 
amendments are recommended althovgh 
there has been some suggestion to bring 
jewelers’ block and other inland marine 
policies, issued by marine companies, 
within the provisions of the above sec- 
tions, and thus place the marine com- 
panies under the same regulation as is 
imposed upon the other companies in re- 
spect to these classes of business. 

“Experience statistics are being annual- 
ly gathered in accordance with the pro- 
visions of Sections 141, 14la and 141b and 
in certain lines of insurance, as for ex- 
ample, workmen’s compensation and 
automobile insurance, the experience is 
utilized to make promptly each year such 
changes in rates as may be indicated by 
that experience. In many of the other 
lines, notably fire insurance, such expe- 
rience is not so widely utilized perhaps 
for the reason that the fire insurance 
experience is not gathered in the same 
detail as, for example, workmen’s com- 
pensation experience and perhaps for the 
further reason that greater complications 
and difficulties enter into the make-up of 
the fire insurance rates than in other 
lines of insurance. 

“The fire insurance rating situation in 
this state is more or less in a state of 
unrest due to the fact that the Rating 
Organization is engagd in rerating the 
state in order to harmonize the incon- 
sistencies and unfair discriminations 
which exist in the rating of risks in va- 
rious sections. The rerating process has 
been going on for quite a number of 
years and will probably not be completed 
for a number of years to come. In the 
rerating process, some of the rates are 
advanced and others reduced but the net 
result is expected to produce no change 
in the average level of the rates.” 





FIRE PREVENTION TALK 





Chief of Orange, N. J., Fire Department 
Makes Appeal to Members of 
Lions’ Club 


Chief Towey of the Orange (N. J.) 
fire department made. an appeal in an 
address before the members of the Lions’ 











(H. J. Heinz Company), 


Quite a selection: 


And when it comes to a wide range of insurance 
coverages, the agent of The Home of New York, while 
he may not have exactly 57, is able to insure against 


practically every form of property damage. 


what he has to sell! 


Look 


Fire and Lightning, Automobile, Earthquake, Ex- 
plosion, Hail, Marine (Inland and Ocean), Parcel Post, 
Profits and Commissions, Rain, Registered Mail, Rents, 
Rental Values, Riot and Civil Commotion, Sprinkler 
Leakage, Tourist’s Baggage, Use and Occupancy, 


Windstorm. 


THE HOME 


Club last week in Orange, and asked 
them to co-operate in their efforts to 
prevent and combat fire. 

“When we are informed,” Chief Towey 
said, “that 15,000 people in this country 
lose their lives by fire each year and 
17,000 more are severely injured and that 
the property loss is $500,000,000 annually, 
the tremendous importance of combating 
fire is forcibly brought home to us.” 

He also urged that men should be care- 
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Statement December 31, 


1926 

- $1,000,000.00 
: 845,608.17 
. 136,565.00 
- 1,453,736.59 
-  8,435,909.76 
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company. NEW YORK 


ful where they throw their cigar and 
cigarette butts, and advised against the 
use of gasoline for cleaning purposes 1 
apartment house and dwellings. 





JAPAN SILK LOSS SLIGHT 


Silk losses following the recent Jap- 
anese earthquake will not be serious, ac 
cording to the Department of Commerce, 
where the Textile Division has appraised 
the situation on the basis of the news 
available. 

The full text of the announcement fol- 
lows: “Informal advices received from 
Japan seem to indicate that only .muinof 
damages to silk filatures resulted from 
the recent earthquake in that country 
and that\ the damages in question 0 
curred in only one province where ship- 
ping facilities may be somewhat dis 
turbed.” 





THOMAS McILVAINE RESIGNS 


Thomas Mcllvaine, Jr. has resigned 
from the National Board of Fire Under 
writers. Mr. Mcllvaine is a clever lit 
erary man and has been doing 20 
work in connection with Safeguarding 


America and some other public relation 


details of the National Board. 
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E U. A, Gets Report On greater part of the life of the policies 


é are not subject to transportation risks 
Inland Marine Covers but only to straight fire hazards. The 


inland marine covers should stop, it is 


contended, within the customary time 
PRESENTED BY BENJAMIN RUSH after shipments have arrived at their 


or es destinations and not be extended indefi- 




















Cut Down Competition with — ro the sake of the rate reductions 
ont : r obtainable. 
Legitimate Fire Lines From the assured’s viewpoint the’ in- 

° ‘. ; ae land marine policy is excellent. But 
age get ce ypen or etiigper apart. many fire underwriters are puzzled as to 
sealer Ruch president of the Insur- the logic of struggling with the right hand 
% 4 Company at’ Maeth America, is *° correct evils of fire insurance, while 
5 om is exerting .its strength ‘and the left hand is fostering FOmpetition that 
prestige toward solving a comparatively leads, —s pala tet 08 ad 
new but difficult problem of fire insur- pwn “8 Ri tf er eyes © 
ance. That problem is to bring back into neva xt ia i ue. it permitte be COmteree, 
the proper categories of fire insurance ‘¢ Mland marine a ae supplant FIRST Ghiviay , 
nany risks now written for competitive ™@?Y an existing fire policy, for the ido ome ‘ 
purposes under inland marine policies, °?” that, with the exception of buildings, AN 
which permit of broader forms, more = = oe insurable a WHAT ARE TH OSE AGENTS 
iberal conditions and considerable reduc- gage petite a a ae OY ae 
ticns in rates. wre pa i hi eM Rush’ oF.NG | NG FO R 9 ” 
This whole question was treated in an sa a iy kit kage wit ro nplansres / 
ehaustive report submitted by Mr. Rush vieia wok ngrrene Seathiee ered wee snr tne gnn i 
dike exerhittee cnemaittes of-the Hast hese risks now insured under inland ma- S E CO N 2) C ITIZE | 
em Underwriters’ Association at its Te policies, back into the strictly fire - 
meeting in New York last week. The insurance field. It, is a delicate point to 
report has since been sent to the mem- fix exactly the points at which inland 
bers of the Association for them to study time gem gg rere hss “e va U. 
and comment upon. Nothing definite will reo i: pie oman t of sei 
be done to stop the present practice un- 4. hagcee cee as hati ertaken wn pee 
tilthe report, with probably some amend- ‘2t€ ‘ules and regulations on this subject 
ments, is accepted by the majority of and it is generally conceded that this 
members of the E.:U, A. And its ac ‘Yo? will witness a marked reduction in 
ceptance is confidently expected within a the number of outstanding inland ma. ine 
comparatively short. time. pe 8 that properly should be elimi- 

Seriousness of Problem Admitted oer’ 

Fire insurance executives view the RESIGNS FROM THE “FIELD” 
problem under consideration with some 
genuine alarm. The E. U. A. itself was ¢ Sullivan, Advertising Manager and 
formed and is supported by the vast ma- Silk ta Cyen Seevies 
jority of‘ fire companies for the purpose Organization bn, Se Saal 
of eradicating a whole flock of major and ; ‘ ; 
minor evils which crept into fire under- Edwin L. Sullivan, for the last two 
writing in this section of the country. years vice-president and advertising man- 
Conditions admittedly had arrived at the ager of “The Insurance Field” of Lou- 
point where the business was unstable  isville, Ky., resigned on Tuesday of this 
and where competition for risks had gon: week to start his own advertising service 
to extravagant limits. Now that the E Organization in New York City. He plans 
U. A. is a going organization it is real to specialize in advertising service for 
ied that a malignant type of competi- insurance companies to embrace every 
tion exists that would remove from the phase of advertising activity employed by 
control of the E. U. A. and other fire such companies, and will open offices 
insurance organizations a lot of desirable here about April 1 


business which properly ‘belongs un- One of the most popular men in in- 
der the classification of fire insurance. surance advertising circles, Mr. Sullivan 
Broad Cover of Inland Marine Form is well known in New York. Before go- 


The subterfuge, for that is what fire ing with “The Insurance Field” he was 
underwriters call the practice, is accom-* for five years advertising manager of tke 
jlished by writing on inland marine forms Home of New York. In addition he was 
scores of fire risks that should be pro- one of the leading members of the In- 
tected by fire policies at regular rates surance Advertising Conference, having 
and under standard forms. Inland ma- been one of the organizers, and vice- 
tine insurance covers a broad field. Any « president of the Conference at the time 
policy which insures goods in transit, he left the Home. Before entering in- 
other than ocean shipments, is a trans- surance Mr. Sullivan had a wide experi- 
portation cover and written in the inland ence in general advertising, including 
e. marine departments of fire companies. four years as assistant advertising man- 
This insurance has a very legitimate ager of the Atlas Portland Cement Com- 
place in the general fabric of the busi- pany. 





and Hi tess, but, on the other hand, ought not | . 
t ° to be abused to the detriment of strictly “UNPAID” INSURANCE CAPITAL 
es 


te business. The news in London that the Com- 
bjections began to arise infrequently mercial Union is taking steps to remove 
several years ago when some assureds, the £1 liability now attaching to its shares 
through clever brokers, obtained trans- has created much interest. Possibly in- 
bortation policies throughout the year vestors in general are paying more at- 
Jap- ‘overing large quantities of goods in tention to this than to the issue of shares 
Re" ttansit but likewise extending this pro- on bonus terms—one new share for 
reree, tection to insure the goods against ordi- every five held at £16 ($80) per share— 
‘ised (“ty fire risks both before and after the which the company is to make. 
news actual shipments. In other words, the Insurance shares have always ‘been a 
Dolicies were written to cover merchan- popular means of investment with a large 
7° lise in factories and warehouses, while circle of the British public, but the fact 
from n the care of railroads, truckmen, coast- that the majority of the shares have lia- 
Bre Wise or river steamers, or ‘other carriers bilities attached has kept many more 
from and afterwards while the same merchan- away from the market. The step to be 
antry a in retail stores until sold ‘to the «taken by the Commercial Union may be 
a Oo public, followed by other important organiza- 
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If you have a difficult insurance problem, consult 








ship Today it is alleged that several-of the ~ tions in the insurance world and has at- the Insurance Information Bureau, main- | 
dis: gest chain stores in the country have tracted renewed investment attention to tained for the benefit of agents everywhere by the | 
taken advantage of this opportunity to this section. ETNA INSURANCE COMPANY, THE WORLD FIRE AND I: 
lMsure their goods at low rates and un- MaRINE INSURANCE CoMPANY and THE CENTURY 
. excellent conditions on inland marine AGENTS’ MEETING DATES fi INDEMNITY COMPANY. Write for information to the 
ities, It is likewise stated that gen- The National Association of Insurance | 
ANS ‘tal cover contracts and blanket Testers Agents will hold its annual convention INSURANCE INFORMATION BUREAU 


signed Me being used unethically to avoid fire on October 19, 20 and 21 at New Or- 


Inder- HM "te schedules and to get liberal policy Jeans. The get-together dinner will be 
er lit: terms, held Tuesday evening, October 18, with 
goo Tn the opinion of members of the E. U.. committee meetings and preliminary ses- 
arding ‘tis not proper to insure under inland sions scheduled for the first two days of 
ations © policies covers that during the that week. 
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FINANCIAL STATEMENT 

















January 1, 1927 the 1 











CASH CAPITAL - - . $ 500,000.00 the 
CASH ASSETS - - - 1,843,358.16 
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TOTAL LIABILITIES at 
(Except Capital)  - i) 745,927.84 men 


NET SURPLUS 2°. + «- . 597,430.32 7 
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Analyse the state- Surplus as regards policyholders 1,097,430.32 rese 
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WHAT DOES AN INSURANCE : 
AGENT WANT IN HIS COMPANIES? : 





First, last and always, you will find How can an agent be sure that an in- o 
that he seeks absolute financial security. surance company’s financial standing is a 
Then he looks for fairness in loss adjust- sound? By making a careful analysis of = 
ments, a judicious guidance of the com- the financial separ ; ne 

* a ; ; The financial integrity of The Carolina tr 
pany’s underwriting policy and friendly —rgurance Company, which was. organized br 
relations with his agency. in 1887, is established by the statement | 

He must be assured of financial sound- above. A\s to fairness in loss adjustments, P 
ness in the companies he represents be- the Company’s underwriting policy, and to 
cause his clients rely on him to place their = agency relations,—they can better be Z 
insurance with dependable concerns. In known through personal contact. And o 
fact, the local agent cannot prosper very we invite that contact. : 
long if he represents unreliable compa- Agents who are well-qualified and pro- t 
nies—his clients will soon place their gressive will do well to consider The 


patronage elsewhere. Carolina for representation in their agency. 


The CAROLINA INSURANCE 
COMPANY 


New York Office: 
59 MAIDEN LANE 
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Estimates Chrysler 
Loss Ratio at 160% 


BEHA’S REPORT TO ALBANY 





Insurance Superintendent Discusses 
Wholesale Auto Contract Declared 
Illegal by Courts 





On the subject of automobile insurance 
Superintendent Beha of New York con- 
fined his remarks in his report to the 
legislature this week almost entirely to 
the Chrysler-Palmetto contract contro- 
versy, which ended last year when the 
United States Supreme Court declared 
the wholesale automobile insurance con- 
tract illegal for several reasons. From 
figures at hand Mr. Beha concludes that 
the automobile underwriting experience 
under the Chrysler contract was disas- 
trous, costing the Palmetto and its re- 
insurers about $1.60 for every dollar of 
premium received. 

“In my last year’s report to the legis- 
lature, | referred to the great number of 
automobiles sold annually on the install- 
ment plan,” said Mr. Beha, “the pur- 
chases being financed by financing con- 
cerns which dictated to the purchasers 
the insurance which they are compelled 
to take. Special reference was made to 
the arrangement entered into between a 
large automobile sales organization rep- 
resenting a well known make of car and 
a certain fire insurance company, both 
parties being non-residents, whereby all 
purchasers of cars were compelled to 
accept the insurance policies of the par- 
ticular company referred to, whether the 
cars had been purchased on the install- 
ment plan, or fully paid for. 

“This arrangement was made in disre- 
gard of the Insurance Laws of this and 
other states and efforts on the part of 


the supervising officials to stop violations . 


of the laws in their respective states 
resulted in injunction proceedings being 
brought in the Federal Courts having 
jurisdiction. So far as New York State 
is concerned, the Federal Court granted 
an injunction against the Superintendent 
of Insurance but in other jurisdictions, 
namely, Ohio, Wisconsin and Maine, the 
Federal Courts upheld the action of the 
Insurance Commissioners of those states 
and refused to issue injunctions. These 
three cases were appealed to the United 
States Supreme Court where the opinions 
of the lower courts were affirmed. 

“The decision of the United States Su- 
preme Court in these cases is of far- 
teaching importance in establishing the 
right of the state to regulate the business 
ot insurance within its own borders, 
making it impossible for two or more 
foreign corporations to enter into con- 
tracts outside of the state to do busi- 
hess within the state in violation or con- 
travention of the laws of that state, even 
though the contracts be legal in the 
States in which they were executed. 

“It may be of interest to note that re- 
cent reports show that this particular 
contract of insurance was very disastrous 
to the insurance company carrying it. 
The reports indicate that on this busi- 
hess the companies sustained a loss ratio 
of approximately 129%, and if to this is 
added the administration and acquisition 
cost of at least 30% or 31%, it shows 
that it cost the insurance carrier approx- 


imately $1.60 for every dollar of premium 
received.” 





AGENT’S CLEVER AD STUNT 
An agent of Denison, Tex., who repre- 
sents several fire and casualty compa- 
Mes, has a unique plan for getting his 
Name before the insuring public. This 
agent, whose name is L. S. Lacey, has 
small card printed on one side of which 
8 printed his picture and “L. S. Lacey, 
andidate for Your Insurance, subject to 
your next Expiration.” On the opposite 
side he has listed “My Platform” which 
as planks covering fire, cyclone, hail, 
automobile, accident and life insurance. 
Pi: Lacey began using this advertising 
“ring a local election in Denison when 
lth public’s attention was centered on po- 
tical forms of advertising. 


ANALYZE ELECTRICAL FIRES 





Chicago Department of Gas and Elec- 
tricity Gives Out Interesting Facts 
Regarding Causes and Losses 

In a report of the Chicago department 
of Gas and Electricity for the year 1925, 
based on inspections made of all fires 
occurring in buildings containing elec- 
trical wires or apparatus, some interest- 
ing facts are given relative to the num- 
ber of fires due to the various electrical 


causes and the losses resulting. The 
number of ares, irrespective of dam- 
age involved, causes, etc., are shown in 
the table below: 


GETS HUDSON FOR N. Y. C. 

The New York City agency of the 
Hudson has been transferred from the 
office of T. Y. Brown & Co. to that of 
Hooper & McDaniel. T. Y, Brown & 
Co. continue to represent the Hudson 
for the suburban field. That agency has 
represented the Svea locally for many 
years and the Hudson since 1918. It is 
customary, however, to have various 
companies in a fleet represented in differ- 
ent city offices, as it provides a wider 
spread of business, each agency having 
its own clientele of brokers. Hooper & 
McDaniel have a large agency and rep- 
resent the Insurance Company of North 
America and the Franklin, in addition to 





Cause of Fire: 
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Short-circuited or grounded motor windings 
Defective fixtures 


Wiring of Christmas trees 

Poles and transformers. . 
Cutout cabinet wiring .. 
Service conduit wiring 


eee wenn 


eee ee 


Defective contacts on other than cutout cabinets and pan- 
elboards 


Defective cords on appliances 
Sparks from commutators, slip rings or brushes 
Open wiring 
PGND? | «ciclo Gant Chapmnuns cates oaitamare . 
For the number of fires, arranged a 

fali as follows: 


Cause of Fire: 






ee 





Fallen overhead lines ......cscccccsceces Sates teceucaies $30,025 


Wiring of Christmas trees ....0.0..s0ccececes 
Flat irons 
Conduit wiring in buildings .............c000- 


Overloaded and overfused Circuits ..........ceeceeeeceeees 
Grounds, short circuits and defective connections on open wires. 5,090 


Short-circuited or grounded motor windings 
Armored cable 


Total 


ee ee 
i oe 


ed 


ee ee es 


the Hudson. a 
Per Cent 
Of All 
Number of Electrical Loss 
ires Fires Caused 
Seveeete 115 28.2 $ 8,516 
setwenke 39 9.6 3,030 
setekans 28 6.9 1,245 
wean 24 5.9 2,556 
15 3.7 15,546 
14 3.4 395 
14 3.4 1,800 
occvece'e 14 3.4 
Coccecce 13 3.2 782 
asvecese 13 3.2 2,425 
wie cae ee 13 3.2 425 
eeeeséen 1l 2.7 5,090 
Coccccece 313 . $42,010 
s to loss from fires developed, the causes 
Per Cent 
of Total 
Loss from Number of 
Loss Electric Fires Fires 
ke 
Preey Tri rere 15,546 16.4 15 
Pretec erry 8,516 9.0 115 
avéeesedcere 6,010 6.3 7 
5,840 6.2 5 
5.4 11 
pcaseudauees 3,030 3.2 39 
Mateedevies 2,625 2.8 14 
Nevineweee ee 2,556 2.2 24 
eeuleavnceee 2,425 2.6 13 
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According to the report the total num- 
ber of fires reported as having electrical 
origin was 408, with a total loss of $94,- 
690. No figures are given on the total 
number of fires resulting from all causes 
nor the total loss from such fires, to in- 
dicate the proportion of electrical fires 
to all fires. 





COMPLETES ITS MISSION 


The conference committee of fire in- 
surance companies appointed to confer 
with rating bureaus and state insurance 
commissioners of Mississippi and Lou- 
isiana on the subject of increasing rates 
on unprofitable classes has completed its 
work in the South. Several members of 
the conference returned home this week. 


The committee consisted of W. Ross Mc-. 


Cain, Aetna, chairman; H. P. Whitman, 
Phoenix of Hartford; F. E. Burke, 
Home; J. H. Doyle and Harold M. Hess, 
National Board; Milton Dargan, Royal; 
W. R. Prescott, Hartford Fire; J. H. 
Hines, Crum & Forster, and Dowell 
Brown, Commercial Union. 


_ Hotel Statler in Detroit. 


ACCOUNTANTS TO MEET 

The Insurance Accountants’ Associa- 
tion will hold its next meeting on Tues- 
day, March 22, in the assembly room of 
the New York Board of Fire Under- 
writers at 85 John street, New York. 
After the regular order of business the 
meeting will be devoted to a discussion 
by members of problems arising in the 
preparation of annual statements and 
other topics. 





FOREIGN TRADE MEETING 

The fourteenth convention of the Na- 
tional Foreign Trade Council will be held 
this year on May 25, 26 and 27 at the 
Marine insur- 
ance men have attended several of these 
conventions in the past. Hendon Chubb, 
head of the marine insurance agency of 
Chubb & Son, is a member of the Coun- 
cil. 





J. W. COCHRAN HERE 
J. W. Cochran, president of the Fire 
Association of Philadelphia, was a vis- 
itor to New York last week. 
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THE FIRE REASSURANCE COMPANY 
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AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 
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Beha Refers To Inland 
Marine-Fire Problem 


ILLEGAL PRACTICE MUST STOP 





Says Fire Risks Should Be Written 
Under Proper Classification; Com- 
ments on Ocean Marine 





In his annual report to the legislature 
at Albany, submitted this week, Insur- 
ance Superintendent James A. Beha of 
New York gave fair warning to fire in- 
surance companies that the practice of 
writing legitimate fire risks under inland 
marine covers to escape rate regulations 
must stop or inland marine insurance 
may be brought under the regulations of 
the rating sections of the New York In- 
surance Law. He said that the practice 
was illegal and that the Insurance De- 
partment is now investigating the matter 
with the hope of correcting the trouble. 

“A development of recent note is the 
extent to which fire insurance is being 
aggravated by encroachments from the 
marine section,” said Mr. Beha. “The 
issuance of inland marine policies, which 
are free from rate regulation, has been 
found to be an effective means of cover- 
ing fire risks at discriminatory rates to 
larger and favored assureds. The De- 
partment is now engaged in an investiga- 
tion which it is hoped will result in the 
elimination of this illegal practce. It 
may also become necessary to brng in- 
land marine insurance under the regula- 
ticns of the rating sections of the In- 
surance Law. 

“Marine insurance in this country for 
some years past has been subject to rate- 
cutting competition of the keenest kind. 
Foreign, as well as domestic competition, 
must be overcome. During the past year 
the removal of certain unsettling ele- 
ments improved the domestic situation, 
but the competition of the London mar- 
ket prevented any substantial stiffening 
in rates or coverage. 

“Premium volume will probably show 
a decrease from previous years. A larger 
than usual proportion of hull business 
has been foregone by domestic under- 
writers because of inadequate rates, and 
in addition, the sensational drop in cotton 
price has reduced premiums considerab- 
ly. Losses have been unusually heavy 
in the ocean, lake and river classes, but 
comparatively light in transportation and 
similar lines.” 





MONTHLY LUNCHEON MEETING 





Members New Jersey Special Agents’ 
Association Discuss Among Them- 
selves Topics Relative to Sub- 
urban Districts 


The announcement that there would 
be no speaker at the monthly luncheon 
meeting of the New Jersey Special 
Agents’ Association which was held on 
Monday at the Elks’ Clubhouse, Newark, 
did not have any effect on the attend- 
ance or the enthusiasm of the meeting. 

After the luncheon, at which F. W. 
Lau, president of the organization, pre- 
sided a general business meeting was 
held. This was followed by a general 
discussion of the fire situation in the 
suburban districts by the members of the 
organization, many points of interest be- 
ing brought up. 


Before the meeting was adjourned it 


was announced that the next meeting of 
the organization would be held on Mon- 
day evening, April 11, at 6:30 p. m., when 
it is expected that a prominent insur- 
ance man will address the members. 





AGENCIES CONSOLIDATE 


Frederick E. Nichols, who represents 
several fire insurance companies for 
business throughout the United States, 
has consolidated his agency with Mark, 
Creede & Mirick, Inc., general agents 
of New York City. The latter office rep- 
resents several fire, casualty and life 
companies. The combined agency will 
bind country-wide business for the com- 
panies Mr. Nichols has represented. 


——— 
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do it. 


Unplanned effort is just as wasteful, but the waste 
is not so easily seen. That is the insidious part of time 
wasting—you can’t see it go. The insurance agent is 
carrying his time in a leaky pail who doesn’t keep an 
up-to-the-minute prospect list, use sales letters and 
advertising literature and plan each day’s work. 


Each agent must do his own planning and must 
guard against wasting time and energy. However, Lon- 
don Guarantee agents have behind them a Company 
that, realizing the problems of the men on the selling 
line, operates to save their time. This Company has a 
reputation for giving “Super Service” to agents and 
assureds. Plan your sales work so none of your precious 
time and energy is wasted and if you would like to know 

- more about friendly, helpful London Guarantee service, 
a letter addressed to the Agency Department will bring 
, you full information. 


Head Office: 55 Fifth Avenue, NEW YORK 


New York Office: 90 Maiden Lane : 


C. M. BERGER, United States Manager 















































































You Carry Wate 


ACK and forth to the pump with a leaky pail, half of the water leaking out on every trip. 
This means a loss of energy, and the water leaking out of the bucket, wetting the ground 
and probably your trousers and shoes, makes the waste so obvious that you simply wouldn’t 
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I.N. SURE’S 


OBSERVATIONS 





USING WHAT WE HAVE 


Scientists tell us there is no relation be- 
tween the size of a brain and mental ca- 
pacity. In fact, the largest brain ever 
known was that of an imbecile, while the 
brains of some well known men of science, 
letters, statesmanship and business have 
been by weight, small. 

Nature has endowed almost all of us with 
a vast amount of rough material to build 
with. We have brain matter enough to de- 
velop, in almost every case, ten times the 
amount of learning we now have. Hardly 
a man lives who has really used to greatest 
advantage the power he has. Business 
giants are men who have simply utilized 
what they have. They have poured into 
their brains a fund of knowledge about their 


>. business that makes them superior. Mental 


superiority and success are not a matter 
of endowment, but of development. 


TOO REAL TO BE TRUE 


How often have you gazed at a magnifi- 
cent sunset or some other awe-inspiring 
sight and remarked that an exact picture 
of it would not be given credence? Sights 
and happenings different from the general 
experience of an individual often seem un- 
real—the Northern Lights are a fairy tale 
to a dweller in the tropics, a tropical moon 
is fiction to an Eskimo. ; 

This general human trait of not feeling 
that which has not been a personal experi- 
ence is responsible for people going along 
uninsured. The newspapers are a part of 
our lives, yet detached therefrom. We read 
accounts of accidents, robberies, injuries, 
etc., and always somehow feel that we 
couldn’t be the principal actor in such a 
happening. 

The insurance salesman will do well to 
dramatically bring the prospect into the 
role of the damaged party. Anyone who 
fully comprehends the realness of the haz- 
ards that insurance can indemnify against, 
will buy protection. It is hard for anyone 
to visualize coming home and finding his 
house ransacked, yet thousands of homes 
are burglarized each year. The reality of 
loss will some day teach the uninsured that 
it is not the same few people over and over 
again who are having all the things happen 
to them that we read about in the papers. 
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SUMNER BALLARD, President 








NEW YORK 
January 1, 1927 
ASSETS 
Adirondack Power & Light Corp. 7% Cum. Pref............. 54,000.00 National Board of Fire Underwriters Bldg. Corp.......... 10,000.00 
Allied Chemical & Dye Corp. Pref...............cseccecees 12,300.00 Newfoundland, Govt. of, War Loan, 612%, 1928............ 25,750.00 
Atuminum Co. of America 12 yr. S. F. Deb., 7%, 1933...... 26,500.00 New York City Notes; 3.99%, 198 cist. fas ak 66h ha asienees 250,000.00 
 measteset-niminmt ceria a ing ae PRET TREEREEE EE 144,100.00 New York City Notes, 4%, 1927.......ccccccccccccesceces 150,000.00 
Ammoerstan Dele: Be Pelemeawhh C06. 5 oso o ios 8 6 bic bo ok oc orcs dees 212,800.00 New York City Revenue Bills, 3.97%, 1927..............0- 100,000.00 
Amer, Tele. & Telegraph Co. Coll. Trust, 4%, 1929.......... 198,000.00 N. Y. Central Lines Equip. Trust Gold Notes, 412%, 1928 25,000.00 
American Thread Co. Ist Mtge., 6%, 1928...............6- 76,500.00 New York Telephone Co. Ist & Gen’l Mtge., 442%, 1939.. 19,800.00 
American Tobaece 460, PROG o.oo. once «bis vn: Since wcaec ess 22,400.00 North American Company, 6% Cum. Pref................4. 25 590.00 
Anaconda Cop. Min. Co. 10 yr. Secur., Ser. “A,55 6%, 1929. 51,000.00 Old Ben Coal Corp. Deb. Bonds, 712%, 1934.............. 22,310.00 
Anglo Amer. Oil Co., Ltd., Serial Gold Notes, 4,6 %, 1927. 50,000.00 Ontario Treastry* Bills;-4%, 1928 6/006 cece ete bide ees 148,500.00 
Atiantic Mutual Ins. "Co. Scrip eR SS 2 Oo Scenic cate daw 47,700.00 Ontario Treasury Notes, 4%, 1927. .......ccccccccscvcsces 100,000.00 
Atlantic Mutual Ins. Co. Scrip of 1925...............0000 86,920.00 Pan-American Petrol. & Trans. Co. Marine Equip. Conv., 
Atlantic Mutual Ins. Co. Scrip of 1926.................00. 79,500.00 D0 aoa ieva: sithatelats tapers tod leidigle-oie bain b> oipielgteaiaigrelerasiels 20,475.00 
Argentine Govt. Treasury Disc. Bills, 544%, 1927........... 50,000.00 Pennsylvania R. R. Equip. Trust, 6%, 1928..............4. 25,250.00 
Borden Mills, Inc., lst Mtge. 10 yr. S. F., 6%, 1934......... 24,750.00 Pennsylvania R. R. 10 yr. Gold Notes, 7%, 1930........... 53,500.00 
Canadian Nat’l Ry. Co. 3 yr. Guar. Gold Notes, 4%, 1927.... 75,000.00 Peoples Gas Light & Coke Co. Gold, Series “A,” 6%, 1927. 50,000.00 
Canadian Nat’l Ry. Co. 5 yr. Gold Bonds, 412%, 1930....... 24,750.00 Peoples Tr. & Guar. Co. of Hackensack lst Mtge. Partic., ip 
Canadian Nat’l Ry. Co. Equip. Trust, 41%, 1929........... 49,500.00 Series “Ae” B59, TORE is hv eecelocie rs Bim aea dees owen ss 100,000.00 
Central of Georgia Ry. Co. Gold Notes, 6%, 1929........... 51,500.00 Phila. R. T. Co. Equip. Trust Certif., Ser. “G,” 542%, 1927.. 25,000.00 
Chase Nat’l Bank & Chase Secur. Corp.................000. 129,000.00 Ponce de Leon Co. 1st Mtge. Serial Gold, 7%, 1928........ 50,000.00 
Chicago & Alton Equip. Gold Notes, 6%, 1927.............. 75,000.00 Potomac Public Service Co. Ist & Rfdg. Mtge., 7%, 1944.... 27,000.00 
Chicago & Alton Equip. Trust, 6%, 1927...............005- 25,000.00 Pressed Steel Car Co. 10 yr. Conv., 5%, 1933............+. 19,200.00 
Chicago, Mil. & St. Paul Ry. Gold Notes, 6%, 1927......... 25,000.00 Prudence Bonds Corp. 1st Mtge. Coll., 5%, 1927............ 50,000.00 
Chi., Rock Island & Pac. Ry. Ist Rfdg. Mtge., 4%, 1934..... 23,250.00 Public Service Corp. of N. J. Secured Gold, 6%, 1944...... 26,000.00 
Chi., St. Paul, Minn, & Omaha Ry. Deb., 5%, 1930.......... 25,000.00 Public Service Corp. of N. J., 8% Pref........c.cecceeceece 37,500.00 
Columbia Gas & Electric Co., Gold Deb., 5%, 1927.......... 25,000.00 Public Service Corp. of N. J., 7% Pref...........seceeeeees 2,180.00 
Columbia Gas & Electric Co. lst Mtge., 5%, 1927.......... 41,000.00 Reserve Resources Corp., 6% Cum. Pref............+-+-00. 300,000.00 
Cumiinental Cam Co Ente. COMMON: «5 oo sj0's 5 055 abscess vos 36,500.00 Rowland-Power Consol. Collieries Co. 1st Mtge., 6%, 1927.. 22,000.00 
Continental Gas & Elec. Corp. 1st Lien Coll., 5%, 1927...... 43,000.00 Sinclair Crude Oil Purchas. Co. 3 yr., Series “A,” 6%, 1928.. 116,150.00 
Corn Products Refining Co. Common.................0000¢ 40,000.00 Sloss-Sheffield Steel & Iron Co. Lien Notes, 6%, 1929...... 76,500.00 
Corn Products Refining Co., Preks. o.oo \c5 60 dik ccc cccaeeceies 52,400.00 S. L. & Frances H. Jeffers Serial Bonds, Secured by Ist 
Cuban Amer. Sugar Co. Ist Mtge. Coll. S. F. Notes, 8%, 1931 10,800.00 Mtge. Lien on Hotel St. Frances and St. Frances Apart- 
Cunard S. S. Co., Ltd., 2 yr. Exter. Gold Notes, 5%, 1927.... 100,000.00 ments, San Antonio, Tex., 612%, 1927..........eeeeee. 30,000.00 
Edison Elec. Illuminating Co. of Boston Notes, 442%, 1928.. 25,000.00 Southern Pacific Co. Equip. Trust, 6%, 1927............... 25,000.00 
Edi. El. Illuminating Co. of Boston Disc. Notes, 412%, 1927 50,000.00 Southern Pacific R. R. Convertible, 4%, 1929.............. 49,500.00 
Erie R. R. Co. Equip. Gold Notes, 6%, 1928................ 50,500.00 South Porto Rico Sugar Co. 20 yr. Ist Coll. S. F., 7%, 1941.. 27,000.00 
Everglades Drainage Dist., Florida, Bonds, 6%, 1935...... 25,500.00 Southern: -Ratlway Co. Comino «0.6 .0.5:0'0 0:65 sia oe ladies ey ee cis 12,600.00 
ey AUN KGGe OE INL Mes soos ack pds coe wow one as sine od Se 122,000.00 Standard Oil Co. of N. J.,°7% Cum: Prefs... 5... cic scam oes 232,000.00 
Genee ORE OOM. 24 dics oc ae pmb tee hcbane tok < oss nl ootton 53,400.00 Standard Oil Co. of N. Y. Deb., 644%, 1933.............-.. 26,250.00 
Goodyear Tire & Rubber Co. S. F., 8%, 1941............... 115,900.00 Standard Milling Co. Ist Mtge., 5%, 1930................ 25,000.00 
Great Northern Ry. Co. Equip. Trust, Series “B,” 5%, 1927.. 25,000.00 Stewart-Franklin Corp. 5 yr. Notes, 6%, 1931............. 40,00 “© 
Hagerstown & Frederick Ry. Ist & Rfdg. Mtge., 6%, 1944.. 25,250.00 St. Louis, Iron Mountain & So. Ry. Unif. & Rfdg. Gold, 4%, 
Harvey & M. I. Cockell Real Estate Trust Deed Notes, 6%, MRO es ic oiccerncinu copicela Oat Menis es S5i6s SERIE) a oCleeehe 6 24,500.06, 
BME dindnic wissen sed oa basen st skeam en Rune ey oes cou stom 30,000.00 Symington 3 yr. Purch. Money Coll. Trust Notes, 6%, 1928.. 25,000.00 
Humble Oil & Refining Co. 10 yr. Deb., 542%, 1932........ 25,500.00 Texas & Pacific Co. Equip. Trust, 6%, 1927............... 25,000.00 
Industrial Bank of Japan External 3 yr. Deb., 6%, 1927.... 50,000.00 Tidewater Associated Oil Co., 6% Cum. Conv. Pref......... 47,000.00 
Inter. Paper Co. Rfdg. Mtge. S.'F., Series “A,” 6%, 1955.. 25,000.00 Travelers-Ins, Co. Of THAretord «iis sole 06.08 bos cabal dee ose vs 21,970.00 
Joint Stock Land Bank of Des Moines, 5%, 1939........... 25 500.00 Union Pacific R. R. Co. 20 yr. Convertible, 4%, 1927........ 50,000.00 
Lake Shore & Mich. Southern Ry., 4%, 1928............... 24,750.00 U. S. A. Second Liberty Loan, 414%, 1942................. 101,000.00 
Macy & Ca; Bis aes Common. o <5 soso cece casas vas 4,662.00 U. S. A. Treasury Certificates, 312%, 1927.............000. 100,000.00 
Macy & Co., R. H., Inc., Deb., Series “I,” 544%, 1927....... 25,000.00 U. S. Rubber Co. Serial Notes, Series “B,” 642%, 1927...... 25,000.00 
ee eg) Se er ere cern 22,400.00 DU. S: Steel: Goeporatian ey tice es o5sc be ouatttesleesccecs 235,800.00 
Mack Trmiie, Bue. ene Pe os ois. se a kidw ok Sos eee Se Ss 21,000.00 Wabash R. R. Co. Equip. Gold Notes, 6%, 1927............ 50,000.00 
Merchants Refrig. Co. Conv. lst & Rfdg. Mtge., 6%, 1937... 10,400.00 Western Tele. & Telegraph Co. Coll. Trust, 5%, 1932....... 25,250.00 
Merchants Refrigerating Co., 7%, Pref............ccse08. 39,520.00 Yale & Towne Manufacttring Ce. .6:...:0.5 cc sive sc ccscececces 18,000.00 
Minnesota Certif. of Indebtedness, 5%, 1927............... 25,000.00 110 William Street Corporation Common................+. 75,000.00 
Missouri Pac. R. R. Co. Ist Rfdg. Mtge., Series “E,” 6%, 110 William Street Corporation, 7% Cum. Pref............ 450,000.00 
RR A ey re eer oP ee Fee eee 53,500.00 140-46 W. 142d St. Ist Mtge. (Gtd. N. Y. Tit. & Mtg.)...... 136,000.00 
Minn. & St. Louis R. R. Receivers ~~ PEL 1 peepee Sear a 25,000.00 Oe 
National Bank of Commerce of N. Y.................00085 217,000.00 ROGER os hes css ceinica nlc Gals we meO nae ne eheeeaee ane $6,860,437.06 
Securities, Market Value . . ian eae $6,860,437.00 
Cash in Banks, Uncollected Balances & Interest Accrued 4: 1,012,817.29 
es ee... & 6 ee eS ee a ae a a as $7,873,254.29 
LIABILITIES 
Reserve for Unpaid Losses . .... ee a eee ee $ 831,616.76 
Reserve for Unexpired Risks ... . er ae, ee ee ae 4,411,623.57 
pe eee ee ee ee ee AE Gale ae ere 85,000.00 
Ms Va | > US ee ee eae » « « « « $1,000,000.00 
Net Surplus . . e a . . . e e e e e 4 . e $1,545,013.96 2,545,013.96 
$7,873,254.29 
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L. Gardner Talks 
On Trend of Events 


RTAILING PERSONAL ACTION 





ailing Arrows, As It Were, Indicate to 
Agents rng Changes Coming 
In the Business 

Insurance men are not giving the 
oper amount of thought to apparently 
important facts and events that fore- 
ll the trend of the business in the 
jnion of President Frank L. Gardner 
the National Association of Insur- 
ce Agents who was one of the speak- 
s at the meeting Saturday night in 
leveland of the Insurance Board of 


leveland, the agents’ organization in 
at city Using as his theme, “What 
0 the Arrows Mean,” Mr. Gardner 


hid that many a stray arrow, or hint, 
ll at the feet of agents and other fire 
surance men, giving some indication of 
hanged thoughts on the part of the pub- 
> or men in insurance. It was up to 
e wideawake agent to be able to ap- 
reciate and understand the meaning of 
ese arrows. 

“In the insurance business during the 
ast few years, a number of arrows have 
een shot around. Changes in methods 
f doing business have been tried in va- 
ious parts of the country. Agents who 
ere hit by these arrows. have cried 
wt in pain and terror. Some, who were 
ar removed from these territories, have 
videnced a certain amount of sympathy 
nd even feared that they too might 
ome within the range of the arrows. 
ut to a great extent insurance men as 
whole have paid little attention until 
he arrows were flying around in their 
bwn territory. 

‘It certainly behooves us to watch 
hese arrows, to look them over and be 
ure what they mean. The consolida- 
ion of companies, the breaking up of 
mall organizations and the forming of 
arger organizations, the centralizing of 
ontrol of rates, the delegating of auto- 
1atic power to bureaus, the backing up 


of certain rules by legislative action— 
all have had a tendency to curtail ini- 
tiative, individual action and_ personal 
service. : 

Proving Usefulness to Business 

“It is common knowledge that fire 
losses have increased year by year 
though the type of construction has im- 
proved. It is a well known fact that no 
hard drive has ever been made by the 
insurance interests as a whole to reduce 
losses, but that, wherever there is criti- 
cism of the business, a drive has been 
made to reduce expenses. Companies, 
through complicated bookkeeping sys- 
tems, have been able to show the jus- 
tice of their costs. The rating organiza- 
tion, service bureaus and all the other 
organizations that have become a part 
of the insurance business, too, have de- 
voted a good part of their time to prov- 
ing, to a fraction of 1%, what their just 
requirements are and that they are es- 
sential to the business. 

“The insurance agent has not, up to 
the present time, devoted much time or 
expense to justifying to the public the 
apportionment of his commission in- 
come, and how much of the commission 
which he receives is net income to him. 
The result, apparently, those arrows 
would indicate, is that whenever a re- 
duction was ordered, it fell upon the 
agent, good, bad or indifferent, which 
has led to the thought that wherever 
dealt with, the agents should be consid- 
ered as a whole, not as individuals who 
are rendering service of varying degrees. 

“The way to which many of the ar- 
rows are pointing at the present time, is 
not in that direction but to cutting down 
all acquisition costs, the cost of personal 
inspection by companies, the making of 
inspections and recommendations by 
bureaus that are not individually inter- 
ested in the proceeds from the risks cov- 
ered. That the reduction of insurance 
costs is by the reduction of losses and 
accidents is a truism. 

“Everyone in the insurance business 
knows it to be a fact that if the insur- 
ance business as a whole shuts its eyes 
and insists on simply justifying its busi- 








Insurance Companies 
Win In Jersey Suit 


THE ACTION INVOLVED $60,000 





- Six Insurers Get Quick Verdict; Fraud- 


ulent Claims Made for Fire Losses 
by Newark Firm 





A verdict in favor of six insurance com- 
panies, the Patriotic, Agricultural, Pa- 
cific, Importers and Exporters and Stuy- 
vesant, sued for $60,000 for fire losses, 
was returned in less than two hours by 
a jury in Judge William A. Smith’s Es- 
sex Supreme Court in Newark, N. J. The 
Public National Bank of New York was 
the plaintiff, 

It appears that the Specialty Handle 
Manufacturing Co., formerly of New 
Jersey Avenue, in whose plant the fire 
occurred on March 1, 1925, assigned the 
insurance policies to the bank as collat- 
pe for a loan of $60,000 granted in May, 


_ Arthur T. Vanderbilt, counsel for the 
insurance companies, charged in his ar- 
gument to the jury that Emil Garfinkle, 
treasurer of the company, had admitted 
on the stand the firm’s accountants had 
made numerous payroll and stock entries 
in the company’s book which had the 
result of withholding from the Federal 
Government certain income tax pay- 
ments which otherwise would had to have 
been paid. He asked the jury to make 








ness by figures; that is to say, that 
added losses mean added rates; rates 
justified through state investigation by 
accounts to prove that the company 
money is spent according to the books, 
bookkeepers to prove that money is 
spent according to budget figures and to 
show that agents’ commissions are re- 
duced, then this line of operation will 
mean a drastic change in our method 
of doing business. It is not the cor- 
rect answer.” 


note of this allegation and draw its own 
conclusions relative to the fire claims. 
Willing to Settle 

The insurance companies were willing 
to pay $22,000 for damage to goods and 
$21,000 for damage to machinery, but dis- 
puted the assured’s statement that $110,- 
000 worth of stock was “burned out of 
sight.” An accountant said that his in- 
ventory of the stock and equipment was 


Litigations are now pending in the 
United States District Court against 
other insurance companies to collect ap- 
proximately $110,000. These insurance 
companies have policies on the same 
plant for about $100,000. 





APPOINTED ASS’T MANAGER 


Harry S. Gardner has been appointed 
assistant manager at the Baltimore of- 
fice of the General Adjustment Bureau. 
Mr. Gardner started in the insurance 
business in 1901 with A. G. Hancock, 
general agent of the Home of New York. 
In 1904 he became an independent ad- 
juster in Baltimore, continued in that 
werk for about nineteen: years, after 
which time he re-entered the service of 
the Home in 1923 as staff adjuster at- 
tached to the Baltimore office. He is 
well known in the field and his appoint- 
ment as first assistant to manager L. C. 


Owrey should strengthen the Baltimore 
office. 





FIRE EXTINGUISHER DUTY 

The 40% duty on metal fire extin- 
guishers has been upheld by Judge 
Fisher ‘of the New York Customs Court 
of New York, overruling the protest of 
the Minimax Company. Claim was made 
that the clause establishing 30% duty on 
machines not specially covered applied, 


but extinguishers were found not to be 
machines. 





ANDERSON ON FROM WEST 
Thomas H. Anderson, of San Fran- 
sisco, Pacific Coast manager of the Liv- 
erpool & London & Globe, has been a 
visitor to New York for several days. 
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Commerce Chamber 
Issues Keport on 
State Regulation 


(Continued from Page 1) 


plicity of forms and statements required 
by states from insurance departments 
the report says: 

“Some states require a simple premium 
and loss report to be filed with the an- 
nual statement, but before the insur- 
ance company files the report it must 
first ascertain which method to use in 
reporting, because one insurance depart- 
ment will want earned premiums against 
incurred losses, while another will want 
written premiums against paid losses. 
Still another will require written premi- 
ums less reinsurance ceded against paid 
losses less reinsurance recovered. ‘This 
lack of uniformity in departmental regu- 
lation compels insurance companies to 
maintain voluminous records which add 
to the expense of business and increase 
the premium rate. Among the 48 states 
there are probably no two of them hav- 
ing precisely similar requirements. 

“The committee recommends uniform- 
ity of (a) dates for filing annual state- 
ments; (b) expiration of insurance years 
as applied to the issuance of both com- 
panies’ and agents’ licenses; and (c) 
dates and methods for filing experience 
returns.” 

Other recommendations of the 
mittee follow: 

“It is in the interests of the policy- 
holders of any state that every insurance 
company doing business within that-state 
shall fully comply with all insurance 
laws. In view of the generally recog- 
nized sovereignty of each state on mat- 
ters relating only to its internal func- 
tions, no state should assume to dictate 
how an insurance company incorporated 
in and living up to the requirements of 
another state shall conduct its business 
there or in a third state. 

“Each state sovereignty is well able to 
take care of the interests of its citizens. 
lf a company sees fit to give a broader 
coverage to other states because of the 
liberality or encouragement it receives 
from them, then the commissioner of 
state “B” should not exercise veto pow- 
ers over company activities through ad- 
ministrative rulings. 

“The committee accordingly recom- 
mends that.it is in the interests of pol- 
icyholders that, subject to proper stand- 
ards of solvency and .adequate reserve 
requirements, the broadest and most lib- 
eral insurance coverage be encouraged 
by the various states. It furthermore 
recommends that where states have leg- 
islation or regulatory measures of this 
nature, their citizens should profit there- 
from without interference from the in- 
surance officials of any other ‘state. 


com- 


Review of Department ‘Decisions 


“The committee recommends that the 
supervising Official should not’ bé allowed 
to cancel a company license. or refuse to 
renew a license, without opportunity for 
his decision to be’ reviewed in a court 
of competent jurisdiction, any such order 
to be suspended pending review and de- 
cision by the court. 


Uniformity of Legislation 


“There is no sound objection ‘to rea- 
sonable legislation and supervision of in- 
surance in the public interest to carry 
into effect the real purpose of legisla- 
tion and legal administration, but there is 
objection to bureaucratic supervision and 
unnecessary interference. The regulation 
and supervision of insurance should 
have in view, (1) provision that insur- 
ance whichis written is undertaken only 
by companies which are solvent and 
which fulfill their just _ obligations, 
(2) prevention of unfair discrimina- 
tion in favor of any person, risk 
or class of risk over another, and 
(3) reasonableness and. adequacy of 
the rates which are paid for insurance. 
Your committee recommends that state 
legislation and requirements affecting the 
essentials herein discussed, in which. the 
insurers, the insured and the public are 


‘ 
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interested, should be made uniform. 
Laws Should Not Be Restrictive 

“The legislature cannot anticipate all 
possible needs of insurance protection; 
therefore only matters that are against 
the public interest should be prohibited. 
It should be evident to the policyholder 
that interference by the government 
which in effect suppresses the private 
initiative of those, who, through fore- 
sight, energy and ability, supply the peo- 
ple with a real service, ultimately re- 
flects in an unfavorable way upon the 
citizens. The committee recommends 
that legislation affecting insurance, hav- 
ing definitely in mind the interests of 
policyholders, should be designed to 
readily provide for the constantly grow- 
ing needs of policyholders. Furthermore, 
legislation should not be unduly re- 
strictive in character nor a hindrance to 
private enterprise. 

Compulsory Investments 

“The committee believes that the de- 
termination by the state of the general 
character of securities in which its do- 
mestic insurance companies of different 
types may invest their funds is com- 
mendable and has the approval of. the 
committee, but companies admitted in 
such states should be permitted to in- 
vest their funds in the class and char- 
acter prescribed by the state of their in- 
corporation or, in the ease of alien com- 
panies, in the state in which they are 
domiciled. It furthermore asserts that 
it.is contrary to the interests* of policy- 
holders for a given state to select. a 
specific type or types of local securities 


-and compel directly or attempt to coerce 


by tax discriminations the investment of 
insurance company assets in that state. 
Upholds Rating Bureaus 

“Rating bureaus as provided for by 
legal authority or requirement in sev- 
eral states are not devices for suppres- 
sion of competition, but means for so 
regulating competition as to obviate con- 
sequences potentially disastrous to the 








public. The expense of estimating rates, 
i. €., Measuring individual hazards, is too 
great for each company to sustain sin- 
gly, and consequently co-operative efforts 
are proper with division of expenses 
among the members. 

“Rating bureaus are properly’ subject 
to supervision by the state in behalf of 
the public, but such supervision should 
not be prejudicially or politically exer- 
cised or inspired. This regulation may 
be through the commissioner of insur- 
ance who may be authorized to require 
each rating bureau to file its rates with 
him, each company being required to ob- 
serve the rates of the bureau in which 
it elects to acquire membership, provided, 
of course, that no company should be 
permitted to be a member in more than 
one bureau for rating the same classes 
of risk. 

Urges Uniformity of Rates 


“Without attempting to pass upon the 
merits of the different systems of sched- 
ule rating now employed, the committee 
recommends that all rates on property 
insurances should be predicated upon a 
system of charges and credits for bad 
or favorable elements of hazards and 
conditions, to the end that there shall 
not be unfair discrimination. The great- 
est degree of uniformity of method or 
system practicable is desirable. 

Advice to Builders 

“Schedule rating presents another ad- 
vantage. When planning a building the 
owner can obtain an estimate for the 
rates of insurance he will pay, on account 
of each feature he incorporates or omits 
in the structure or equipment layout, and 
can calculate the return to him through 
savings on premiums by reason of in- 
vestments in improvements and fire and 
safety devices which will reduce the haz- 
ard. The committee recommends that 
persons planning buildings or improve- 
ments submit their plans to the various 
rating authorities for information and 
recommendations. 
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Universal Co-insurance 

The principle is so equitable, and j, 
purpose to prevent undue discriminati; 
is so clear, that the committee recom. 
mends that coinsurance or average cop. 
tribution should be permitted in all juris 
dictions. 

Repeal Valued Policy Laws 


In law and morals, to the extent 
the excess, a contract of fire insurang 
becomes a gambling agreement with on 
party in a position to promote the hap. 
pening of the event. It is according) 
recommended that valued-policy lay 
should be repealed. 


Adequate Reserves For All Carriers 


The committee recommends that ade 
quate methods be developed so tha 
every kind of insurance carrier will 
required to set up as reserves an amount 
which will safeguard the hazards a. 
sumed, irrespective of the rate charge/ 
for the insurance. 

Review of Reserve Requirements 


Because of the marked changes in the 
demands of policyholders and the meth 
ods of conducting the business of insur 
ance, the committee urges a review ¢ 
legal reserve requirements for fire ani 
casualty lines to determine if they ar 
adequate and reasonable in the light 
present day conditions. 

Urges Reciprocal Taxation 


“The committee strongly recommenss 
the principle of reciprocal taxation. 
No Discrimination in Taxes 
“The committee strongly urges that in 
the matter of taxation all insurance con 
panies organized in or admitted toi 
given state be treated in a similar man- 
rer in order that there may be no dis 
crimination between policyholders resit- 
ing therein, subject to reciprocal law 
previously mentioned. 
Opposes Government Insurance 
“The committee commends the chan: 
ber upon its untiring opposition to the 
entrance of the government into vat 
ous forms of private enterprise and par 
ticularly its activities in behalf of o- 
ganized business against the substitution 
of state funds for the individual effort 
which has made private insurance an it 
valuable adjunct of business and com 
munity progress. 


N. F. P. A. NOMINATIONS 

The nominating committee of the Nz 
tional Fire Protection Association ha 
submitted the following nominations {0 
officers, members of executive and nom 
nating committees to be voted upon a 
— annual meeting in Chicago, Ma 
9-12: 

President, Dana Pierce, Chicago; fits 
vice-president, Allen M. Schoen, Atlat- 
ta; second vice-president, Frank C. Jor 
dan, Indianapolis; secretary-treasutel 
Franklin H. Wentworth, Boston; chat: 
man of executive committee, Albert 1 
Bell, Atlantic City, N. J.; executive com 
mittee (for three years), Albert T. Bel, 
Atlantic City; Samuel D. McComb, Net 
York; Hickman Price, New York; }: 
Sanderson Trump, Philadelphia; C. 1 
Ingalls, Oklahoma City; nominating com 
mittee (1928), Louis Wiederhold, Jt, 
Philadelphia, chairman; Richard E. Ver 
nor, Chicago; William F. Steffens, New 
York. 


COMPLETES REINSURANCE DEAL 


Arrangements were completed las 
week to reinsure the outstanding liabi: 
ity of the North American of Aust 
Texas, and the business now stands wit! 
companies represented in Texas (hrous 
Cravens, Dargan & Co., Houston gene 
agents. The expirations of agents w” 
did not represent Cravens, Dargat, 
Co. prior to the reinsurance are bell 
fully protected by that office. j 

According to the announcement ma 
by the Houston general agency, 
management of the North American 
excellent, but the stockholders and 
rectors became discouraged—a situati 
likely to happen with any new compat 
because dividends from fire and life co™ 
panies are not usually paid inside of f 
or ten years.” 
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In an exhilarating article entitled “This 
American Ascendency,” appearing in the 
March issue of “Nation’s Business,” Mr. 
Glenn Buck, the author, says, “I am con- 
vinced that almost the finest achievement of 
mankind is the very tangible thing that we 
call American business . . . In the stress 
of the honest day’s work we have at last 
convincingly demonstrated that true effici- 
ency and high ethical standards are insep- 
arable.” 
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In great part this American ascendency 
is due to the stabilizing influence of Ameri- 
can insurance. Such financially sound com- 
panies as the First American, operating 








bs - with true efficiency and high ethical stan- 
: abi dards of underwriting, consistently recom- 
Austit, mend themselves wherever insurance pro- 
is wit tection is required. 
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New Fire Insurance Co. 
Formed In New Jersey 


TO HAVE _ $500,000 CAPITAL 





Will Be Known As the Herculean; 
Bankers Predominate In Incorpora- 
tors; Will Start Business In May 





On Monday incorporation papers were 
filed with the Secretary of State in 
Trenton, N: J., for the incorporation of 
the Herculean Fire Insurance Co., which 
will have a capital of $500,000 and a sur- 
plus of $750,000. 

There will be 50,000 shares of stock 
to be sold for $25 each, $10 being set 
aside for the capital and the balance for 
surplus. The stock that is not taken up 
by the directors will be offered to the 
public for $25 per share. 

The new company will have its home 
office in Newark and will write business 
along agency and brokerage lines, and 
expects to start the latter part of May. 

The officers of the company have not 
as yet been elected and the general man- 
ager will be a prominent insurance man 
who is a director and underwriter of a 
large New York Company. His name 
will be announced within a week. 

The Incorporators 

Among the incorporators are Arthur 
W. Greason, vice-president, National 
State Bank; John J. Baader, director 
American National Bank; Watson Cur- 
rent, vice-president, First National Bank 
of Belleville ; Thomas Goldingay, presi- 
dent, Essex County Tax Board; William 
Cc Trautwein, treasurer, U. . Savings 
Bank; Philip A. Sobel, president of So- 
bel & Gray, insurance brokers, and Jacob 
L. Newman, lawyer. 

The management of the new organi- 
zation issued a statement last week in 
which it stated in part that, “there are 
not enough American fire insurance com- 
panies today to protect the rapidly in- 
creasing property values of this country, 
and, as a consequence, millions of dol- 
lars of premiums paid by American prop- 
erty owners are sent abroad to enrich 
foreign companies. 

“The American companies have taken 
concerted country-wide action to reduce 
expenses and the results of this attitude 
and action will be cumulative during the 
ensuing years. Practically all of the 
companies have given up the practice of 
writing ‘jumbo’ lines and are writing me- 
dium sized lines, which means that there 
is a great demand today for increased 
fire insurance facilities.” 





MEETS IN WASHINGTON 





Agricultural Committee of National Fire 
Waste Council Reports on Activities 
of Last Few Months 

The agricultural committee of the Na- 
tional Fire Waste Council, of which Wal- 
lace Rogers of Chicago is chairman, met 
in Washington, March 17, at which time 
the various subcommittees appointed in 
the interim made their reports. It was 
deemed advisable to segregate the work 
of the agricultural committee into four 
main divisions, as follows: 

To further facilitate the work and ac- 
complish even greater results, three sub- 
divisions were formed of the educational 
division, as follows: Farm buildings, lo- 
cation and construction, of which Dean 
G. Carter, American Society of Agricul- 
tural Engineers, is chairman; rural fire 
departments, W. D. Brinkloe, of Easton, 
Md., chairman; equipment methods for 
fire protection and fire prevention on the 
farm, C. E. Parks of the Farm Associa- 
tion, chairman. 

_E. N. Hopkins of the Meredith publica- 
tions as Des Moines, lowa, is chairman 
of the legislative division. 





H. F. SHAW SECRETARY 
Harry F. Shaw has been elected to 
succeed W. Lee Howard as secretary 
of the Brokers’ Association of Massa- 
chusetts. He is associated with the in- 


surance corporation of William A. Ham- 
iiton Company of Boston. 


Local Agents To Meet 
In N. Y. On March 29 

SESSIONS AT HOTEL ASTOR 

Supt. Beha, Frank L. Gardner and 


Others to Address Regional Gather- 
ing in This City 








The New York State Association of 
Insurance Agents has completed plans 
for the large regional meeting which will 
be held in New York City at the Hotel 
Astor on Tuesday, March 29. This meet- 
ing is for the benefit of agents in Long 
Island, and Westchester, Dutchess, Put- 
nam, Orange, Rockland and Richmond 
counties. This is to be strictly an agents’ 
meeting, with company executives, spe- 
cial agents and brokers not invited. Sev- 
eral prominent insurance men have ac- 
cepted invitations to speak, including In- 
surance Superintendent James A. Beha, 
President Frank L. Gardner of the Na- 
tional Association, Secretary Walter H. 


first session will begin at 10 a. m. 
program follows: 

E. Paul Schaefer, chairman. 

Address of welcome, A. C. Edwards, 
director. 

Address, Frank L. Gardner. 

Address, J. W. Rose. Topic, “Central 
Bureau.” 

Luncheon address, Hon. 

Beha. 

Address, James W. Townsend, “East- 
ern Underwriters’ Association’—rules 
and commissions affecting suburban fire 
agents. 

Address, Augustus C. Wallace, presi- 
dent, Orange County Association of 
Local Insurance Agents. 

There will also be time for the dis- 
cussion of general problems, ideas and 
suggestions. The principal topics being, 
Suburban Exchange rules and rates, de- 
ductible form theft insurance’ and rate 
and local clubs. 

A charge of $3.00 will be made at the 
door to cover the cost of the luncheon 
and incidental expense of this meeting. 


The 


James A. 


ON BOSTON COMMITTEE 


Clifford H. Rice, Boston manager 
the Niagara, has been added to t! 1€ com 
mittee of the Boston Board of Fire Uy 
derwriters that is negotiating with th 
Boston committee of the Eastern Under 
writers’ Association on the subject 9 
commissions. Other members of the 
committee include Frank A. Dewic 
George B. Proctor, John J. Cornish, Her 
bert W. Kneeland and Herbert !*. Fai: 
field. The next conference between th 
two committees will probably de hej 
next week. 





WILSON SUCCEEDS POWELL 

George T. Wilson, who a few weeks 
ago resigned his position as chicf clerk 
in the Southern department of the Com. 
mersion Union fleet at Atlanta, Ga, i 
now in charge of the underwriting of the 
southern business in the home office of 
the Svea and the Hudson in New York 
He succeeds Robert F. Powell, who ha 
been appointed agency superintendent of 





Bennett of the National Association, and 
President Ward H. McPherson and Sec- 
retary J. W. Rose of the New York As- 
sociation. 

There will be morning and afternoon 
sessions of the New York meeting. The 


S. S. 


GLASS IN NEW YORK 

S. S. Glass, of the newlv consolidated 
Marsh & McLennan-S. S. Glass Cor- 
poration of Detroit, 
for a day last week. 


was in New York 


the National Union of Pittsburgh. 





LOS ANGELES APPOINTMENT 

The Eureka-Maryland announces the 
appointment of H. K. Ward & Co., Ine, 
as its general agent at Los Angeles, 








ASSETS 
Bonds and Stocks .............. $14,270,653.00 
Loans on Bond and Mort- 
RBS) IT 1,109,000.00 
escrow: ESR | 1,695,186,26 


Premiums in course of 
collection 


1,903,228.26 
32,314.62 
14,940.74 


$19,115,322.88 











Jan. 1, 1924 


Increase in Net Surplus 
Surplus to Policy Holders 


National Lit 


INSURANCE COMPANY OF AMERICA 
Incorporated in New York in 1859 
Home Office, 709 Sixth Ave., New York 


68th Annual Statement — January 1, 1927 





erty 


LIABILITIES 
EEA 


Premium Reserve 
Reserve for Losses............ 
Reserve for Taxes and 

other Liabilities 
Net Surplus 


$1,500,000.00 
9,167,654.77 
981,985.00 


401,000.00 
7,064,683.11 





$19,115,322.88 








COMPARATIVE STATEMENT 


Jan. 1, 1925 Jan. 1, 1926 Jan. 1, 1927 


Surplus to Policy Holders $4,502,893.19 $5,503,663.25 $7,052,501.45 $8,564,683.11 
Libade abies scpectayinki gee $2,425,941.71 


719,678.59 
681,895.92 
1,512,181.66 
8,564,683.11 





GUSTAV KEHR, Honorary Chairman 
CHARLES H. COATES, Vice-President 
ALFRED J. BARRETT, Comptroller 
DAVID C. THOMS, Assistant Secretary 


OFFICERS: 
GEORGE U. TOMPERS, President 


NORMAN T. ROBERTSON, Vice-Preside: 


BENJAMIN B. WEAVER, Secretary 


EDWARD E. IKIER, Assistant Secretary 
EK. M. REBSTEIN, Executive Secretary 











BROKERAGE DEPARTMENT, 21 Platt Street, New York City 
BROOKLYN OFFICE, 153 Remsen Street, Brooklyn, N. Y. 
HALL & HENSHAW, New York City Agents, 21 Platt Street 
UPTOWN OFFICE, Liggett Bldg., 42nd Street & Madison Avenue, New York City 


LOSSES PAID SINCE ORGANIZATION - -— - 


$70,066,555.13 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


JANUARY Ist, 1926 STATEMENTS 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ASSETS LIABILITIES CAPITAL | NET SURPLUS POLICY! HOLDERS 
$21,285,738.13 $9,955,309.55, $5,000,000.00 $6,330,428.58 $11,330,428.58 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 
$5,800,834.29 $3,461,203.02 $1,000,000.00 $1,339,631.27 $2,339,631.27 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 


$4,478,484.10 $2,971,049.18 $600,000.00 $907,434.92 $1,507,434.92 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 
$5,508,164.57 $4,071,227.38 $1,000,000.00 $436,937.19 $1,436,937.19 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 
$4,872,321.76 $3,197,308.18 $1,000,000.00 $675,013.58 $1,675,013.58 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 
$6,564,842.84 $4,763,794.03 $1,000,000.00 $801,048.81 $1,801,048.81 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO0., OF CONCORD, N. H. 
$915,931.65 $72,839.60 $300,000.00 $543,092.05 $843,092.05 





TOTAL OF ASSETS 8 TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
$49,426,317.34 $28,492,730.94 $22,498,413.63 


HOME OFFICES 
NEWARK, NEW JERSEY 


PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 

















WESTERN DEPARTMENT _ PACIFIC DEPARTMENT 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 
CHICAGO, ILL. SAN FRANCISCO, CAL. 
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WELLS T. BASSETT, Vice-President and Secretary _ 
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“THE EASTERN 
UNDERWRITER 






March 18, 1977 











‘“Now seriously, Dad, do you think we could hold that business if . . .. . 
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Please send, free, a copy of Roger W. 
Babson’s letter and ‘‘The Local Agent 
and Automatic Sprinklers.” 





Firm 





Address 











a Grinnell Co., Inc. 253 W. Exchange St., Providence, R. I. - 
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Roger Babson’s Open Letter 
Opened Th rowbridge Sr.’s Eyes 


Trowbridge, Senior: (breaking in on his son’s conversation 
with the bookkeepers) ‘‘So this is the way you run the office 
when I take a month’s vacation? Sell our biggest fire-risk a 
proposition that cuts 75% off the premiums.”’ 


Trowbridge, Junior: ‘You told me to use my judgment, father. 
And I had good reasons—”’ 


Senior: “Reasons! Reasons!’ REASONS? You've just got a 
lot of fancy ideas about service. Why should we show the 
Harrington Mills how to get a sprinkler system out of their 
insurance premiums and reduce our own commissions?”’ 


Junior: “‘Because if we didn’t, somebody else would.”’ 


Senior: ‘‘Not on your life. We’re as solid as Gibraltar there. 
Hardly a week goes by that I don’t play golf with George 
Harrington himself.”’ 


Junior: (dryly) ‘‘I suppose that’s service.’’ (His tone changes) 
‘Now seriously, dad, do you think we could hold that busi- 
ness if the Abernathy Agency came along and showed the 
Harringtons that the plan was advocated in this open letter 
from Roger Babson? Wouldn't they jump at the chance to put 
in a sprinkler system and pay for it in five or six years without 
spending a cent more than they are paying in insurance pre- 
miums? They simply turn over the difference between their 
present premiums and the lower, sprinklered rate to Grinnell 
Company, which finances the whole proposition.”’ 


Senior: (glancing over the Babson letter) ‘‘Yes, it is a sound 
enough proposition—from the policy-holder’s standpoint. But 
how about us?”’ 


Junior: ‘Us? How about half a dozen other agencies or 


brokers who would be glad to write the Harrington policy at 
any price? It was important that we got there first with this 
plan. And I tell you it’s going to pay us in the long run.”’ 


Senior: (sarcastically) ‘‘I don’t suppose you think we're out 
anything on commissions?’ 


Junior: ‘‘Not if we can make it up in other ways. I’ve al- 
ready got Harry Ingles, the Treasurer, all steamed up about 
using the savings toward buying that Liability Insurance you 
were trying to sell them before you went away.’’ (Smiling) 
‘And I’m sure, Dad, if you use your golf connections to sell the 
big boss on the proposition, you can get them to sign up long 
before the sprinkler system is paid for.”’ 


Senior: ‘‘H-m-m. That does sound fairly reasonable. And by 
George, if I'm as good a salesman as I think I am, I'll have the 
Harringtons spending more on insurance than they ever did.” 
(Rising) ““Well, son, you’ve called my call-down. Guess we 
can’t go wrong when we work with Roger Babson.”’ 


Why not ride with progress instead of bucking it? 


Sooner or later every owner of unsprinklered property will 
progress to the point where he will buy sprinklers out of sav- 
ings in insurance premiums. Live agents have kept ahead of 
competition—by being the first to offer this proposition—and 
then used the good will they earned to sell increased protection 
in other lines. And, of course, when they thought of sprinkicts 
they thought of Grinnell. Send the coupon for Roger W. 
Babson’s letter and the free booklet, ‘‘The Local Agent and 
Automatic Sprinklers.”’ 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 
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Auto Finance Risks 
Have Lost Prestige 


COSTLY TO MANY INSURERS 





Companies Discussing Single Interest 
Policy and Other Means to 
Improve Business 





Discussion in automobile insurance cir- 
cles of the single interest fire and theft 
policy, advocated to take care of inter- 
ests of finance companies on cars sold on 
time, shows the decided change of view 
on the value of finance accounts. A few 
months ago automobile branches of fire 
insurance companies were competing 
eagerly for finance accounts, granting 
concessions Of one sort or another and 
taking of promoting a compariy to write 
finance business exclusively. Finance com- 
panies were dictating the terms on which 
they were purchasing insurance and find- 
ing it easy to get most attractive con- 
tracts. 

Today that attitude has changed con- 
siderably. The enthusiasm of automo- 
bile underwriters for large finance risks 
has been dampened by a downpour of 
losses during 1926. Thoughts of forming 
the finance automobile insurance com- 
pany by members of the National Auto- 
mobile Underwriters Conference have 
been abandoned. Underwriters and com- 
pany executives are wideawake to a 
realization of the fact that for several 
years the cream of the profit of whole- 
sale finance risks has gone to the finance 
companies themselves rather than to the 
insurance companies. 

Big finance concerns often obtained 
their blanket insurance policies at cut 
rates and passed the insurance costs 
along to the retail car purchaser at full 
Conference rates. Moreover, they re- 
ceived the benefit of commissions on this 
business and secured adequate and un- 
questioncd protection against the fire 
and theft risks they encountered on 
cars they financed. Experience as 
demonstrated that in the majority of 
= the insurance companies held the 
ag. 

Over-Extension of Finance Business 

During the latter part of 1926 a num- 
ber of laree automobile finance concerns 
erperienced financial difficulties of 
greater or less degree. Their business 
was over-extended and was suffering 
from the natural reactions that were 
bound to occur. This condition was an- 
ticipated by the automobile insurance 
companies which were already warned of 
the trend of events by losses they were 
paying. Several companies gave noticé 
that they would not renew their finance 
accounts after the expiration of the cur- 
tent policies, while others lost their 
fagerness in rushing for new accounts. 

It is now stated that one leading auto- 
mobile underwriting company, in dealing 
with an important finance account, not 
only reduced by one-third or more the 
Commission paid for the business, but re- 
setves the right to reject full fire and 
theft on any risk which it considers unfit 
and to write the business on a single 
interest basis only, thereby removing any 
lcentive on the part of the car owner 
'o defraud the insurer. Under the single 
Interest policy the interests of the fin- 
atce company alone are covered, and the 
‘at owner bears his own losses. 

‘Since the first of the current year the 
‘ingle interest fire and theft policy has 

fen widely discussed as a possible so- 
ution of the several difficulties now con- 
tected with writing large auto finance 
roa Local agents are said to favor 

* because it would return to them the 
hip 4 of fire and theft on new cars 

2 policies taken out by the car pur- 
— The insurance companies have 

°wn an interest in the proposal be- 
Ese the single interest policy, being an 
ess cover, would escape the majority 
, Partial fire and theft claims. On the 

‘er hand, however, due to the limited 

ty, rates on single interest policies 
Would probably be only about one-third 








Page 33 








those charged by the Conferences now 
for full cover. 

_ Opposition to the single interest pol- 
icy comes principally from one source, 
the finance companies themselves. In 
the first place they are hardly in favor 
of surrendering a neat source of profit 
that has helped to offset some of the 
losses they have met in the financing 
game. Moreover, they contend that the 
single interest policy, issued in their 
favor by insurance companies, would dis- 
courage the purchasing of full cover fire 
and theft by many car purchasers. The 
latter, feeling that the interests of the 
mortgage companies were protected and 
finding the purchasing of a car a mat- 
ter of difficulty anyway, would not take 
out insurance for themselves. This con- 
dition tends to lead to abandonment of 
automobiles to the finance companies in 
case of accidents, the finance companies 
say, whereas there are few such aban- 
donments when full insurance is avail- 
able to reimburse the owner without per- 
sonal loss. 

It is a question whether the single in- 
terest policy will gain enough headway 
among automobile underwriters to be 
adopted by the National Conference. The 
matter will undoubtedly come before fu- 


RATE INCREASE GRANTED 





Federal Court Grants Kentucky Increase, 
Provided Companies Win 
Missouri Case 

Federal Judge Cochran at Frankfort, 
Ky., accorded a victory to the fire in- 
surance companies in the Kentucky rate 
increase case by granting an injunction 
to the Kentucky Actuarial Bureau, re- 
straining State Auditor Shanks from in- 
terfering with the companies in collect- 
ing an increased rate of 12%4% on fire 
policies. The increase was originally ef- 
fective August 2 of last year but has 
been held up on account of the litigation. 
Judge Cochran said he thought the fire 
companies were entitled to an increase 
but the moneys from the increases will 
be impounded pending decision of the 
Missouri rate case, now before the 
United States Supreme Court. The com- 
panies claimed that under the present 
rates they were losing about $30,000 a 
day on Kentucky business. 








ture meetings of the organization and the 
results of the vote will depend on the 
volume of sentiment for or against the 
idea that is being created at the pres- 
ent time. 


L. & L. BUYS COMPANY 


A particularly noteworthy feature of 
a provisional agreement, recently signed 
in Melbourne, Australia, by the London 
& Lancashire Insurance Co., Ltd., of 
the shares of the Colonial Mutual Fire 
Insurance Co., Ltd., is that the whole of 
the purchase price of £847,500 ($4,237,500) 
is to be paid in cash. This represents 
a payment of £2 l6s. 6d. ($14.12) per 
share for each of the 300,008 shares of 
£1, ($5.00) fully paid. 


N. Y. FIRE LOSSES DOWN 

For the first two months of this year 
fire losses in New York City have shown 
a fine decrease, amounting to 34%, ac- 
cording to figures of the New York 
Board of Fire Underwriters. Incurred 
losses handled by the board during Jan- 
uary and February amounted to $3,396,- 
280 compared with $5,162,668 for the, 
same period of 1926. The number of 
claims were reduced 25%. 








$11,500,000 GOAL FOR 1927 
The Union Indemnity has set $11,500,- 
000 in premium volume as its goal for 
1927. Last year its business increased 
more than $1,500,000 on all lines, or about 
‘0. 








damage done to us. 








s~ Poor Richard 


a id ’ “Want of care does us more damage than 
want of knowledge.” 


Indeed, Poor Richard might readily con- 


clude, And want of protection against that 
which we know can happen, adds to the 


The ever increasing annual fire less is 
evidence a plenty of our lack of care. The 
illustration of Fire Prevention as the Care 
and Fire Insurance as the Protection, com- 





The Franklin Fire offers to agents a 
wide range of insurance covers. 
qualified agents in territories where this 
Company is not already represented, are 
invited to investigate the advantages of- 
fered by representation of The Franklin 
Fire. : 


Che FRANKLIN FIRE INSURANCE COMPANY 


of Philadelphia 


oe 1829 


bines to reduce the damage by Fire. 
first is the agent’s privilege to advise; the 
second is his business to sell. 

Knowledge and Care are both essential 
in selecting the company behind the policy, 
as Poor Richard would say: The agent 
who represents a company tried and tested 
by years of experience, knows what to 
recommend to his clients. 


Well 


The 
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H. G. Foard Talks On 
Windstorm Insurance 


SHOWS VIEWS OF MIAMI LOSS 





Secretary of Home Speaker at Meeting 
of Examiners; Nominations 


for 1927 Officers 





The regular monthly meeting of the 
Examining Underwriters’ Association of 
New York took place at Miller’s Res- 
tourant in New York on Tuesday eve- 
ning. The guest and speaker was Henry 
G. Foard, secretary of the Home, who 
talked about hurricanes, windstorms and 
tornados and their origins. He also dis- 
cussed the various covers in connection 
with the hurricane in Miami and other 
parts of Florida last Fall and showed, 
by means of screen views, the great 
amount of damage wrought by the storm. 

Mr. Foard was in Miami at the time 
of the second hurricane in September 
which started in. Havana, Cuba, and 
passed over Miami, Palm Beach and 
other sections of Florida. He had gone 
to Florida to make an investigation of 
ccnditions following the catastrophe of a 
few weeks before and was an eye-wit- 
ness of the second storm. He said the 
wind was blowing a gale of about eighty 
miles an hour which was only one-half 
the velocity of the first storm, so that 
one could scarcely visualize a storm 
blowing at the rate of 160 miles or more 
an hour, He said he was in his room 
in the hotel at Miami when the storm 
began and described how the walls 
rocked and the water flooded the rooms. 

Some pictures were thrown on the 
screen showing the damage done to pri- 
vate residences, hotels, stores, and what- 
not at Hollywood. One of these showed 
a large sized scow in between two pri- 
vate dwelling houses a mile from any 
water. The speaker said it hardly 
seemed credible that water craft like this 
could have been blown so far inland; 
but that the picture was positive proot 
of it. 

Speaking of the greatest amount of 
demage done to buildings at the Vene- 
tian Causeway, Mr. Foard said several 
companies had all risk covers and their 
losses were very heavy in this region. 
He went on to say that in view of all 
the sea going craft that had been blown 
in on the causeway, it was quite plain to 
be seen that the marine underwriters 
had been busy as well as the fire and 
tornado writers. He referred to the tile 
rcofing on some of the houses of Span- 
ish design and showed that, in almost 
every case, tiles had failed to withstand 
the storm. 

There was some discussion about the 
mortality of concrete blocks in a storm 
of this kind. Some of the pictures 
showed that the walls and supports made 
of concrete blocks had been eithe: torn 
out altogether or greatly damaged. Mr. 
Feard said the views proved that the 
penalty which the companies had im- 
posed on these blocks was justified. Mr. 
Foard was asked the question whether 
in his opinion wire windows would have 
helped to keep out the wind: he was not 
sure, but did not think that any kind of 
glass could have withstood the onslaught 
of the hurricane. 

Felix Renick, president of the Ameri- 
can Institute, talked briefly about mem- 
ory training. He was followed by Jos- 
eph J. Hanlon who gave a demonstration 
by calling off the names of every person 
in the room. 

The following names of officers to be 
voted upon at the annual ejection in May 
were presented: 
Maury, Home; vice-president, Stephen 
E. Parker, American; secretary, Charles 
Purcell, Yorkshire; treasurer, George A. 
Bell, American. Executive Committee: 


Charles Penna, London Assurance; A. 


H. Himes, Royal; R. C. Evers, West- 
chester; J. B. Hamilton, Great Ameri- 
can; Howard Storms, Home; George 
Haage, Norwich Union; William J. 


Hunt, Niagara; Leon Sturgis, Commer- 
cial Union; Charles Nordsick, National 
Liberty. 


March 18, 1927 





WORCESTER AGENTS INCENSED 





Claim Two Fire Companies Are Upset- 
ting Field by Appointing 
Multiple Agencies 
Local agents in Worcester, Mass., one 
of the commission storm centers of 
Massachusetts, are up in arms now over 
the alleged payment by the Travelers 
Fire and the Automobile of Hartford of 
larger commissions than permitted gen- 
erally by the rules of the Eastern Under- 
writers’ Association. In a letter written 
this week to the home offices of all the 
fire companies represented in Worcester 
Secretary A. E. Fairbanks of the Wor- 
cester Board of Fire Underwriters asks 
the companies to state their position on 
the questions of commission payments 

and multiple appointment of agencies. 
The Travelers Fire has not joined the 
local board in Worcester due to rules of 
the board prohibiting the appointment of 
more than one commissioned representa- 
tive for each company. The Travelers 
Fire has been domiciled in the branch 
office of the life and accident companies, 
and according to the Worcester Board, 
has appointed several agents at full com- 
missions, giving the company special 
privileges not granted to other compa- 
nies in the E. U. A. The Automobile is 














Royal Exchange Agsuraure 


1720—1926 


CAR AND GENERAL 
INSURANCE CORPORATION, LIMITED 
United States Head Office, 95 Maiden Lane, New York 











following suit to a certain extent the 
board contends. Secretary Fairbanks 
claims that the situation threatens to 
disrupt the local board and to throw 
Worcester back into the chaotic condi- 
tion from which it suffered for many 
years. 





N. J. AUTO BILL DEAD 
The auto compulsory insurance bill 
which was introduced last year at Tren- 
ten, N. J. and defeated mainly through 
the opposition of the insurance compa- 
nies, and which was again brought up 
this year for another hearing, was again 
defeated on Tuesday by a vote of 52 to 7 
in the Assembly. The bill this year was 
introduced by Assemblyman Comstock of 

Passaic. 


FREE COVER TO SHIPPERS 

A new form of insurance designed to 
protect shippers against any loss from 
any source at no cost to the shippers is 
to be put into effect by the Inland 
Waterways Corporation, which operates 
a barge line on the Mississippi River, 
according to an announcement by Maj 
Gen. T. Q. Ashburn, chairman of the 
beard of the corporation, at St. Louis, 
According to General Ashburn the new 
insurance will even protect the shipper 
against loss through acts of God. In 
addition to the ordinary coverage of rail- 
road shipper insurance the new policies 
will also include loss from storm or flood. 








President, Charles P. 

















FIRE REINSURANCE 
I “ 
nsurance Company 
OF COPENHAGEN 
UNITED STATES BRANCH 
January 1, 1927 
Ak City of, Oh a ie 
‘ron, City of, io, Reg., 434%, 1982 ................ ae ne . 

Akron, City of, Ohio, Reg., 43/, %, NNR apes solr pane ck ’ 21 000 00 
American Can, Preferred, 100 ES er RE RI ea 13,100.00 
American Telephone & Telegraph, 117 Shares slat wee a atin GIA 17,784.00 
American Telephone & Telegraph Co., Coll. Trust, 4%, OO ces on 49,500.00 
Atlantic Mutual Ins. Co., Serip of 1924 2 26,500.00 
Atlantic Mutual Ins. Co., Scrip of 1925 Pee ete ae 6 eee cn Soe 4,240.00 
Central of Georgia Ry. Co., 10-Year Secured, 6%, 1929... 51,500.00 
Columbia Gas & Electric Co., 1st Mtge. Gold, 5%, 1927... 49,000.00 
Columbia Gas & Electric Co., 5%, 1928... 11,000.00 
Danish Government 15-Year Deb., 5%, 1932... 392,049.00 
Dayton, City of, Ohio, Reg., Taxable, 414%, 1928... 30,300.00 
Goodyear Tire & Rubber Co. Bonds, 8%, 1941...0..0000 10,980.00 
Lima, City of, Ohio, Reg., Taxable, 4%, 1930 19,800.00 
Lima, City of, Ohio, Reg., Taxable, 4%, 1931 14,700.00 
New York, City of, N. Y., Corp. Stock, 414%, 1930... 200,000.00 
Pan-American Petroleum & Trans. Co., 1st Lien Conv., 7%, 1930... 11,550.00 
Real Estate Bonds and Mortgages Ls ES ey = NRPS ae TRNETD 67 250.00 
Sinclair Crude Oil Purchasing Co., 3-Year Gold Notes, Series “A,” 6%, 1928 75,750.00 
South Porto Rico Sugar Co. Bonds, 7%, 1941... sah: - 21,600.00 
Standard Oil Company of New Jersey, Preferred, 200 Shares... 23,200.00 
Stewart-Franklin Corp., 5-Year Guaranteed Gold Notes, 6%, 1981............ 20,000.00 
U. S. of America Second Liberty Conv., 414%, 1942... 12,625.00 
U. S. of America Fourth Liberty Loan, 414%, 1938... 104,000.00 
U. S. Steel, Preferred, 200 Shares... 26,200.00 

ee Ee SN A eT EAE PEEL LES! ae $1,289,228.00 

Cash in Banks, Uncollected Balances and Interest Accrued... 102,180.08 
a EE EINE Ee ee NES FI $1,391,408.08 


LIABILITIES 


Reserve for Unpaid Losses 


I, a eR $1,289,228.00 
| 
PR ahha nena ey ORT $ 143,045.76 





Reserve for Unexpired Risks _....... 

aia... eee 

Sere a 
$1,391,408.08 | 


SUMNER BALLARD, United States Manager 
80 JOHN STREET, NEW YORK 
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Insurance Society 
Making Rapid Progress 


109 STUDENTS REGISTERED 





New Jersey Organization Has Done 
Commendable Work; Has Already 
Made Contributions to Its Purpose 





Since the organization of the New Jer- 
sey Society of Insurance, which was or- 
ganized October, 1925, the society has 
done commendable work and has already 
made a good contribution to the purpose 
for which it was organized. 

Last year, under the supervision of the 
school committee of the society, the lec- 
ture course Was given and examinations 
held in the junior year fire course. This 
year three classes are in progress: a ju- 
nior and an intermediate class in fire in- 
surance and the junior year in casualty 
insurance. The number of students reg- 
istered for the three classes are as fol- 
lows: fire junior, twenty-six; fire inter- 
mediate, twenty-four, and casualty, fifty- 
nine, The number of students registered 
for examinations are fire junior, sixteen; 
fire intermediate, eleven, and casualty ju- 
nior, thirty-eight. 

To Increase Attendance 

While the attendance at these classes 
has exceeded the expectation of the 
board of governors, the latter are con- 
vinced that the attendance would be ma- 
terially increased if each member of the 
organization took an active interest in 
the school work, at least to the point of 
explaining it to the juniors in their em- 
ploy. 

A circular letter has been sent to each 
member of the society requesting them 
tourge the joining of the society and the 
many advantages which the younger ele- 

ent can obtain in instruction to further 
their own interests. ; 

‘The library of the society now contains 
more than one hundred volumes and is 
constantly growing both by gifts from 
iriends and purchases made by the so- 
iety. Many ot the members of the so- 
iety have contributed books to the li- 
brary and the society requests that if 
any one desires to contribute any text- 
books which they have no further use 
tor, they will be gladly accepted. 

The courses are being held in the 
building of the American of Newark, at 
1) Park Place, Newark, and Stephen E. 
Parker, secretary-treasurer of the or- 
Banization, will give further details rela- 

ve to the course. 

Among the charter members of the or- 
kanization are C. Weston Bailey, presi- 
tent, American of Newark; Laurence E. 
Falls, vice-president, American of New- 
atk; Christian W. Feigenspan, president, 

ommercial Casualty; A. Duncan Reid, 

president, Globe Indemnity; Thomas L. 

arquhar, president, Newark Fire; 

tchibald Kemp, secretary, Firemen’s; 

Obert. C. Ratcliffe, assistant treasurer, 

‘ewark Fire; William J. McCaffrey, 

‘ce-president, Globe Indemnity, and 

tederick Hoadley, secretary, American 
bf Newark. 





REPORT ON WALES BILL 


The New York Senate Insurance 
ommittee has voted to report out the 
Vales bill, Senate print No. 335, pro- 
iding for the approval by the super- 
itendent of insurance of premium rates 
°r motor vehicles insured or bonded 
ursuant to the highway law. Terrence 
4 Cunneen, 3rd Deputy of the Insurance 
“partment, appeared at a hearing held 
“tore the Senate Insurance Committee, 


Mor to the reporting of the bill and ° 


‘lated that the department favored the 
measure, and that if enacted into law, it 
culd enable the establishment of a cen- 


ureau of information as to experi- 
Ace in risks, 





PLAYED SHORTSTOP 
J. M. Arnette, Jr., who played short- 
Nop last season on the Columbia, S. C., 
eball ye has been made aie 
‘lager of the C. P. Dickson agency o 
PPattanburg, S, C, 





Answers Windstorm Queries 





The Boston and Old Colony give the 
following answers to windstorm insurance 
questions : 

What is Windstorm Insurance? 


Windstorm Insurance is a property loss 
cover. It indemnifies for all direct loss 
or damage by windstorm, tornado or cy- 
clone to the property covered by the pol- 
icy. ro 
What are the limits of the company’s 

liability ? 

The company is liable for the actual 
loss incurred up to the amount of the pol- 
icy, based on the cash value at the time 
of the loss. 

Does change in interest of the policyholder 
affect the policy? 

Change in interest or title other than 
by death of the insured voids the policy. 
What property ts excluded in the policy? 

The policy stipulates that the company 
is not liable for losses caused by rain, 
hail, water, blizzard, snow or _ cold 
weather, fire, explosion, tidal wave, light- 
ning, cloudburst, overflow, high water, 
nor by theft. 

Is loss caused by rain following wind- 
storm damage covered? 


Only when rain enters through open- 


ings in roof or walls damaged by the di- 
rect action of the wind. 


What ts the effect of local ordinances? 


The company is not liable for addition- 
al loss incurred due to local ordinances 
imposing restrictions in the rebuilding or 
repairing of the damaged property. 


Is plate and art glass covered in full? 
Only when the full amount of insurance 
to vaiue is carried, otherwise the policy 
covers only for that proportion of the loss 
as the vaiue of the damaged glass bears 
to the value of all glass ot this type and 
also in proportion as the value of all glass 
of this type bears to the value of the en- 
tire property. 
What ts the “Fire Clause”? 
“In certain states or sections where the 
provisions of the standard fire insurance 
contract provide that if the building falls, 
fire insurance ceases to apply and where 
ic is not in violation of the laws or regu- 
lations of the rating organizations having 
jurisdiction, it is possible to attach a rider 
known as the “Fire Clause.” This rider 
is intended to extend the coverage under 
the windstorm policy to include a fire loss 
following a windstorm which causes the 
building to fall. 





RALPH RAWLINGS HONORED 

Ralph Rawlings, of Rawlings & Hew- 
ett, western managers of the Boston and 
the Old Colony, was recently elected 
president of the Fire Underwriters’ As- 
sociation of the northwest. Mr. Raw- 
lings is one of the most popular fire 
insurance men in the middle west and 
is one of the leaders in the Western In- 
surance Bureau. Joseph F. Curtin, as- 
sistant secretary of the Detroit Fire & 
Marine, is vice-president of the asso- 
ciation; Henry A. Yates, secretary, and 
Melvin LePitre, treasurer. 


ARSON LAWS CAMPAIGN 


Progress in the arson laws campaign 
of the National Fire Protection Associa- 
tion is gratifying and unusually rapid, 
considering the magnitude of the under- 
taking, according to Secretary Franklin 
H. Wentworth. The model arson bill 
has already been introduced in the legis- 
latures of the following states: Alabama, 
Arkansas, Connecticut, Indiana, 
Maryland, Michigan, Missouri, 


Iowa, 
New 
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HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
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for STATE of CONNECTICUT 
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INSURANCE OFFICE, LIMITED 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com 
pany is in the conservatism of its man 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
|e HOLLMAN, ecy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


Howle, Jarvis & Wright, Inc., 
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298 Cities Entered 
In Fire Waste Contest 


BEATS ALL PREVIOUS RECORDS 





Data Now Being Reviewed by National 
Fire Waste Council; Meeting - 
in Washington 





Nearly 300 cities—298 to be exact— 
have sent in records as entries in the 
1926 Inter-Chamber Fire Waste Contest 
being conducted by the Chambers of 
Commerce of the United States. The 
records are being reviewed by the con- 
test grading committee of the National 
Fire Waste Council. This is the largest 
number of reports ever received in the 
contest, the best previous record being in 
the 1925 contest when 220 cities reported. 
The winners were announced in Wash- 
ington yesterday after this issue had 
gone to press. 

The contest grading committee, con- 
sisting of George W. Booth, chief en- 
gineer of the National Board of Fire 
Underwriters, New York, chairman; Eu- 
gene Arms, manager of the Mutual Fire 
Prevention Bureau, Chicago, and Frank- 
lin H. Wentworth, secretary of the Na- 
tional Fire Protection Association, Bos- 
ton; reviewed the reports on March 14, 
15, and 16. The board of judges, con- 
sisting of President John W. O’Leary 
of the National Chamber; H. A. Smith, 
chairman of the Chamber’s Insurance 
Advisory Committee, and the three 
members of the grading committee, an- 
ncunced the winners and honor cities at 
the meeting of the National Fire Waste 
Ccuncil in Washington yesterday. 

In addition to the announcement of the 
contest winners, the council meeting was 
featured by addresses by Paxton Men- 
delssohn, chairman of the fire preven- 
tion committee of the Detroit Board of 
Commerce, and Hickman Price, direc- 
tor of conservation of the Motion Pic- 
ture Producers and Distributors of 
America. Richard E. Vernor, manager 
of the fire prevention department of the 
Western Actuarial Bureau, explained the 
system which has been worked out 
whereby the National Fire Waste Coun- 
cil will establish personal contact at 
least once a year with every chamber 
of commerce in the Inter‘Chamber Fire 
Waste Contest. The activities of the 
council for the last six months were re- 
viewed and plans formulated for the 
spring and summer. 





U. S. CHAMBER COMMITTEE 





Many Leading Executives on Committee 
Preparing Report on Insurance 
Regulation and Supervision 


The Insurance Advisory Committee of 
the United States Chamber of Commerce, 
which assisted in the preparation of the 
report published in part on the first page 
of this issue of The Eastern Underwriter, 
contains many of the best known lead- 
ers in insurance. The membership of 
this important committee follows: 

H. A. Smith, chairman, president, Na- 
tional Fire of Hartford; F. R. Bigelow, 
president, St. Paul Fire & Marine; Wil- 
liam Brosmith, vice-president, Travelers 
of Hartford; David Brown, manager, in- 
suratice department, The Texas Co., New 
York City; F. Highlands Burns, presi- 
dent, Maryland Casualty; Waiter L. 
Crocker, president, John Hancock Mu- 
tual Life; Haley Fiske, president, Met- 
ropolitan Life, New York City. 

Charles E. Hodges, president, Ameri- 
can Mutual Liability of Boston; S. S. 
Huebner, Wharton School of Finance 
and Commerce, University of Pennsyl- 
vania, Philadelphia; James S. Kemper, 
president, Lumbermen’s Mutual Casualty 
of Chicago; J. G. Leigh, L. B. Leigh & 
Company, Little Rock, Ark.; C. A. Lud- 
lum, vice-president, Home Ins. Co.; 
George D. Markham, W. H. Markham 
& Company, St. Louis; Justin Peters, 
manager, Pennsylvania’) Lumbermen’s 


Mutual Fire of Philadelphia; R. G. Si- 


DISCUSS INSURANCE COURSES 


Professor E. R. Hardy, instructor of 
insurance at the New York University, 
was the guest of Remsen B. Ogilby, 
president of Trinity College, at a lunch- 
eon on Tuesday at the Hartford Club 
which was attended by several insurance 
executives of Hartford. Later in the af- 
ternoon Professor Hardy discussed with 
the faculty of the college the possibili- 
ties and potential field of insurance 
courses at the college. 


PROTEST AUTO RULING 


At a recent meeting of the Insurance 
Brokers’ Association of Massachusetts it 
was voted to send a letter of protest to 
the Eastern Automobile Underwriters’ 
Conference, complaining against the new 
rule that does not allow the suspension 
of coverage for automobile collision and 











property damage during the winter 
months. 
monds, vice-president, Bush Terminal 


Company, New York City; W. E. Straub, 
president, Farmer’s Mutual, Lincoln, 
Nebr.; Edward A. Woods, president, Ed- 
ward A. Woods Company, Pittsburgh, 
and James L. Madden, secretary, mana- 
ty insurance department, C. of C., U. 


THE OLD COLONY CLUB 

The Old Colony Club, which for years 
has had its clubrooms in the Waldorf- 
Astoria, will move to the Fifth Avenue 
section in the vicinity of Forty-fifth 
street. The club will be one of the most 
up-to-date in the city. In the mean- 
time, preparations are being made for 
fitting up most attractive club rooms at 
84 William street, where the downtown 
— _—— Club will be located about 
May 1. 





FIRE PREVENTION TALKS 

Richard E. Vernor, manager of the 
fire prevention department of the West- 
ern Actuarial Bureau, will speak before 
a joint meeting of the Dayton (Ohio) 
Chamber of Commerce, the Kiwanis, Ex- 
change and Civitan Clubs of that city 
on March 29. Last week he spoke be- 
fore the Optimist Club of Columbus, 
Ohio. 





PAY BROKERS NOT OVER 10% 

At a recent meeting of the Orange 
County Association of Local Insurance 
Agents, of Orange County, N. Y., it was 
unanimously voted to reaffirm the fol- 
lowing by-law: “No agent or agency a 
member of this association shall pay or 
allow a larger commission than 10% to 
any broker or brokers.” 


CANDEE’S CAUSTIC TELEGRAM 





Tells Button He Is Surprised at Hi; 
Giving Out to Newspapers One- 
Sided Correspondence 

Colonel Joseph Button, commissioner 
of Virginia, wrote a long letter to the 
Globe & Rutgers this week threatening 
to. Mr. Tompkins or any church organi- 


cense because of alleged writing of some 
church property insurance in Virgini 
which he said was in violation. Colonel 
Button gave out his letter to the news. 
papers. 

Lyman Candee, vice-president of the 
Globe & Rutgers, sent the following wire 
to the Virginia commissioner: “Very 
much surprised newspapers have copies 
of your letter fourteenth before you re. 
ceived our answer. Have no record in 
our office we cover on church referred 
to. Mr. Tompkins or any church organi- 
zation has never had authority to solicit 
business for this company.” 





GEORGIA AGENTS MEETING 


The annual convention of the Georgia 
Association of Insurance Agents will be 
held on June 3 and 4 at Tybee Island, 
Savannah, with the Hotel Tybee as head- 
quarters. 








Bonds and Stocks 
Mortgages 
Cash 


Real Estate 








Annual Statement, 


ASSETS 
...$3,268,512.10 
.. 207,500.00 
... 234,969.27 
.. 85,250.00 
Premiums in Course of 

ee ee 
Accrued Interestand Rents 


.... 387,472.40 


Surplus to Policyholders 








ORIS 


BALTIMORE AMERICAN 
INSURANCE CO. 


OF NEW YORK 


HOME OFFICE: 709 Sixth Avenue, New York 


Capital 


4,636.35 


.. 40,005.00 





$4,178,345.12 









January l, 


LIABILITIES 

i re $1,000,000.00 

Premium Reserve 

Reserve for Losses .............. 

Reserve for Taxes and all 
other Liabilities 

Net Surplus 


1927 


1,567,348.96 
186,928.61 


30,000.00 
1,394,067.55 








$4,178,345.12 


eee $2,394,067.55 


OFFICERS: 


GEO. U. TOMPERS, President and Chairman 
NORMAN T. ROBERTSON, Vice President 
CHAS. H. COATES, Vice President 
ALFRED J. BARRETT, Vice Pres. Comptroller 
B. B. WEAVER, Secretary 
D. C. THOMS, Assistant Secretary 
EDWARD E. IKIER, Assistant Secretary 
E. M. REBSTEIN, Executive Secretary 
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Hanover Celebrates 
75th Anniversary 


ISSUES HANDSOME BOOKLET 





Founded in 1852 Company Has Paid 
Dividends Regularly Through All 
Periods of Stress 





The Hanover Fire of New York is this 
year cclebrating its seVenty- fifth anni- 
versary. In connection therewith the 
company has just issued a fifty page 
booklet, well illustrated with pictures of 
old New York and of early documents 
and policies of the Hanover Fire. In 
addition to being a history of the devel- 
opment of the Hanover the booklet pre- 
sents a fine description of the fire fight- 
ing facilities of New York City in the 
days shortly before and after the Civil 
War. There are also lists of former and 
present directors and agencies which 
have represented the company for fifty 
years or more. 

In 1852, on February 3, twenty-three 
citizens of New York City met to form 
the Hanover Fire. John N. Wyckoff was 
elected president at an annual salary of 
$2,000. Eight months after organization 
the company paid its first dividend of 
8% on the capitalization of $150,000. Div- 
idends have been paid regularly ever 
since. 

Following are some interesting ex- 
cerpts from the Hanover’s history: 

“Within six months larger quarters 
had to be sought. Nine times (includ- 
ing two removals made in the same 
building) had expanding business forced 
the removal to larger quarters, until the 
piesent fourteen-story building was 
rected. 

“At the same time the president’s an- 
nual salary was increased $500 for ‘being 
ver at his station, devoting his whole 
business energy to the interest of the 
ompany.’ And he was further to receive 
$100 for each per cent above a 10% semi- 

annual dividend. But the joker lay in 
he fact that a 10% dividend was not 
exceeded during his presidency. 


Chief Clerk’s Salary $300 a Year 


“Here is another example of the 

board’s surefootedness. The chief clerk 
Stated that as he was doing the work 
bi two clerks, his salary should be in- 
teased from ‘$300 to $400 a year. The 
board fenced to give him the extra $100 
tt the end of the year ‘provided he had 
still done the work of two clerks.’ 

“The company was quick to sense the 

broad fields which still lay before it. 
ithin four months after organization 
he company’s aggressiveness, seeking 
but-of-town business, resulted in the ap- 
pointment of its first agent. This was 
juickly followed by the appointment of 
Mr. Rochester of Rochester.’ 
hen only six years old, the busi- 
ess grew so fast that the directors must 
ave felt they were not needed. In order 
0 insure a quorum at meetings, a fund 

{$36 was to be distributed to those. who 
ttended. More directors attended meet- 
Wgs, and one can imagine the difficulty 
Xperienced in equally dividing the $36 
ind among the directors present. 

“As early as 1855 Mr. Wyckoff started 
campaign to purchase a steam fire-en- 
ine for the city, and to maintain a paid 
t€ marshal. The steam engine was bit- 
ly opposed by the volunteer firemen 

0 claimed its advocates were their 
emies and hirelings of insurance com- 
Rnies, But their fun with the hand- 

awn engine on cobblestone pavements 

“ soon ended. 

‘In the same year, Cincinnati, known 
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for its ‘crack fire department,’ proved 
the danger of its ‘self-acting’ steam fire 
engine. The engine exploded and killed 
several men. 

Believer In Co-operative Efforts 

““The minutes of 1858 disclose that the 
Board of Fire Underwriters was in an 
‘unpleasant position due to the fact that 
many companies were leaving the board.’ 
The company unanimously decided to 
unite with and uphold the reorganized 
board and ever since has been a firm 
believer in co-operative effort for the 
good of the business as a whole. While 
the continuance of the fire patrol was 
threatened in 1859, due to lack of finan- 
cial support by pledged companies, the 
board insisted upon strengthening the 
fire patrol: 

“In 1860 agitation for uniformity of 
rates gained much publicity. In 1862 the 
minutes disclose a note of desperation in 
the lines: ‘The officers were authorized 
to sign any papers necessary to bring 
about a uniformity of rates as quickly as 
possible.’ 

“The second increase of capital was 
decided upon in 1863 when $400,000 was 
authorized. This year marked the for- 
mation by Alexander Stoddard of the 
now famous New York Underwriters 
Agency which was composed of the Han- 
over, Germania, Niagara and Republic 
insurance companies. For many years 
the Hanover’s business in the South and 
West was handled through that office. 
The number of agents appointed up to 
1865 comprised a list of 45. 

“While the trying depression of the 
Civil War period caused over 50 fire in- 
surance companies to pass their divi- 
dends, the Hanover not only paid its 
usual 12%, but added 7% to its surplus. 

“In 1871 when the company had 400 
agencies, the idea of ‘Participating Poli- 
cies’ was considered, but the great Chi- 
cago fire, causing a loss of over $250,000 
to the Hanover, proved the fallacy of 
that plan. 

“In 1872, when Boss Tweed was in his 
prime, the company joined in a cam- 
paign to convict the many corrupt 
judges with which New York was af- 
flicted. A brighter era was promised. in 
’73, when Tweed and his followers were 
overthrown and the city was freed from 
their grip. 

“The financial panic of ’73 and the bus- 
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iness slump of ’93, which numbered 
among its financial crashes no less than 
156 railroads, did not affect the Han- 
over’s onward stride. While severe, the 
company weathered the two worst finan- 
cial storms in its history, and in 1880 
dcubled its capital to one million dollars. 

“In 1893 the company decided not to 
renew its contract with the Underwriters 
Agency, but to prosecute its business 
through the entire country by direct 
means. 


Builds Own Home Office 


“Tn this same year, after four years 
deliberation, the company decided te 
build upon its own lots at 34 and 34% 
Pine street. Plans of a ten-story office 
structure for a permanent home at a cost 
of about $125,000 were approved. In 
January, 1895, the company moved into 
its new home, ‘The Hanover Insurance 
Building,’ which it still occupies. 

“In 1899 an attempt to purchase con- 
trolling interest by offeriny twice par 
value for stock was frustrated by the 
loyalty of its stockholders. In 1901 Flor- 
ida’s great ten million dollar fire in Jack- 
sonville caused the company a $90,000 
loss; but in. 1904 the great Baltimore fire 
was simply mentioned in the minutes of 
the company as a ‘matter of record,’ not- 
withstanding the fact that it was one of 
the first companies to adjust and pay its 
losses in full. 

“In the same year the company’s build- 
ing was enlarged. Expansion was still 
continuing. The financial report for the 
year discloses a $150,000 increase in sur- 
plus despite a $400,000 loss in the Balti- 
more fire. 

“In 1906 occurred the greatest catas- 
trophe of all time—the fire and earth- 
quake at San Francisco—which taxed 
the resources and proved the courage of 
fire insurance throughout the world. The 
Hanover was confronted with losses of 
over $1,200,000 which would have ex 
hausted their surplus and seriously im- 

paired -their capital had it not been for 
the prompt action of the board of direc- 
tors concurred in by the stockholders 
who immediately agreed to cancel one 
Ralf of their stock holdings thereby re- 
ducing the capital to $500,000, thus en- 
abling them to release an equal amount 
to pay losses. At the same time they 
sold $500,000 in new stock at 150% thus 
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Statement, January 1, 1926 


seeeeeceee+$ 3,000,000.00 
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- 11,429,172.66 
. 00,000.00 
eeeeeeeces 38,202,776.74 
15,129,172.66 
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again placing the capital at $1,000,000 and 
restoring the surplus. 

“In 1911 the company’s charter was 
amended to permit the insurance of al- 
most all kinds of risks other than life 
and casualty. The company’s flourishing 
condition continued, and in 1914 its em- 
ployes receiving three thousand dollars 
a year or less were given a bonus of 
727% of their annual salaries in recogni- 
tion of faithful service during the year. 

“Expansion still continued, when in 
1923 the Hanover’s capitalization was in- 
creased from one million to a million 
and a half dollars. 

“After eighteen vigorous and productive 
years as president, R. Emory Warfield 
died in 1924, and was succeeded by, Chas. 
W. Higley, our present _President.” 

Following are agencies which have 
represented the Hanover for fifty years 
or more: 

Jas. W. Arrott, Ltd., Pittsburgh, Pa.; Geo. 
L. Briggs, Amesbury, Mass.; Charles C. Bur- 
rill & Son, Ellsworth, Maine; Carrington & 
Seymour, Winsted, Maine; Silas Chapman & 
Co., Inc., Hartford, Conn.; A. S. Deichman & 
Co., Easton, Pa.; James B. Drake & Sons, 
Bath, Maine; Miles L. Eckert & Son, Allen- 
town, Pa.; Gray & Sons, Greene, New York; 
Allan B. Hendricks, Red Hook, New York; 
Horton-Brown Ins. Agency, Jamestown, New 
York; Howland, Nash & Cole, Inc., Abington, 
Mass.; Miss Anna F. Jackson, Palmyra, N.. Y.; 


C. W. Johnson & Co., Holyoke, Mass.; Geo. 
L. Krein, Dansville, N. Y. 
B. P. Learned & Co., Norwich, Conn.; 


Prentiss Loring, Son & Co., Portland, . Maine; 
Wm. Luckey, Poughkeepsie, N. Y.; ; Wm. 
F. Lyman, Westfield, Mass.; John K. Norwood 
& Co., Lawrence, Mass. ; Page & Pardee, Meri- 
den, Conn. ; ; Hoit N. Park, Ss Xe \ Am 
J. E. Perry, Munnsville, N. Y.; E. M. Phillips 
& Son, Southbridge, Mass. ; Loring ye Puffer 
& Son, Brockton, Mass. ; H. K. & O. Rich- 
ardson, Attleboro, Mass.; Theron H. 7 oa 
Huntington, N. Y.; Arnold E. Smith & Son, 
Ogdensburgh, N. Y.; Thompson Derr & Bro., 
Inc., Wilkes-Barre, Pa.; Oliver Walker & Son, 
Northampton, Mass. 





19,318 BROKERS IN N. Y. 





Supt. Beha Gives Figures in Annual Re- 
port; Recites Efforts to Correct 
Evils in Business 


During: 1926 the New York Insurance 
Department issued licenses to 19,318 in- 
surance brokers, according to the report 
submitted this week to the New York 
legislature by Insurance Superintendent 
James A. Beha. The broker, therefore, 
must be recognized as an important fac- 
tor in the insurance business, he said. 
Speaking of the efforts made to cor- 
rect certain evil practices that had 
grown up in connection with insurance 
brokering Mr. Beha.stated in part: 

“In the conduct of the business certain 
unfair practices have grown up which I 
have endeavored to correct in the inter- 
ests of the public and the insurers. In- 
vestigations carried on by the depart- 
ment have clearly established, among 
other questionable practices, that cer- 
tain brokers for their clients haye ob- 
tained free insurance for a considerable 
period of time through the custom of ob- 
taining policies, holding same for a 
month or more and then returning to 
the agent without payment of the earned 
premium. Obviously, the result entails 
a loss to the company, an injustice to the 
property owner who pays his premium, 
and directly reflects on the cost of in- 
surance to the public. I have suggested 
certain reforms looking to the correc- 
tion of conditions and while the problem 
is not easy of solution, I have the hope 
of establishing between the broker, the 
agent and the company a fairer recog- 
nition of correct ethics looking not only 
to the good of the insuring community 
but also to the end that the companies 
mav be compensated for all insurance 
written.” 
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Study Pollution Of 
Waters By Fuel Oil 


BUREAU OF MINES’ REPORT 





Suggestions Made for Disposal of Oil 
Waste to Eliminate Hazards 
in Harbors 





A study of methods and devices for 
handling oil-contaminated water from 
ships and industrial plants has been 
made by the Bureau of Mines at Wash- 
ington, in co-operation with the Ameri- 
can Petroleum Institute and the Ameri- 
can Steamship Owners’ Association. The 
rapid expansion of the petroleum indus- 
try, the steadily growing use of oil fuel 
for ships, the transportation of oil in 
tankers, and the extensive use of petro- 
lcum products by many land industries 
have given rise to new problems that in- 
volve the development of suitable appa- 
ratus for handling and disposing of oily 
wastes in order to prevent the pollution 
of navigable waters. 

In general, the petroleum oils which 
give the greatest trouble are the heavier 
products, such as bunker fuels and the 
asphalt-like residues often encountered. 
The more volatile constituents, like gaso- 
line, kerosene, and naphtha, evaporate 
quite readily and are not commonly as- 
sociated with the term “oil pollution.” 

Methods proposed for the solution of 
the oil-pollution problem in navigable 
waters comprise two general classes— 
those designed to dispose of oil-contami- 
nated water and other oil wastes by the 
use of facilities provided on land or in 
port, and those designed for use on 
ships. 

Success of Land Plants 

Land plants, in general, are handling 
the problem of oil-waste disposal with 
some measure of success. The petroleum 
industry, primarily as a measure to pre- 
vent industrial waste, has devised and 
applied means for largely eliminating 
pollution by oil from refineries. Certain 
other land industries, including ship-re- 
pair yards and particularly gas-manufac- 
turing plants, have also adopted meas- 
ures that reduce the amount of oil es- 
caping into the water. 

The shipping industry as a whole does 
not appear to have succeeded in de- 
veloping or applying a wholly satisfac- 
tory method or device generally appli- 
cable for properly handling oil waste or 
oil-contaminated water from ships. The 
operators of a large fleet of tankers 
seem to have developed a promising de- 
vice for use on tank steamers, and it is 
believed that continued effort may solve 
the problem for this class of vessels. 

The disposal of oil wastes from ves- 
sels on the high seas has not, up to the 
present time, been regulated by interna- 
tional law, although a tentative form of 
convention for the regulation of this mat- 
ter was agreed to by delegates from the 
governments of Great Britain, France, 
Germany, Belgium, Italy, Spain, Portu- 
gal, Japan, Holland, and the United 
States, who met in Washington, D. C., in 
June, 1926. The recommendations agreed 
to by these delegates have been sub- 
mitted to their various governments and 
have proved generally acceptable. They 
have already been voluntarily put in 
force by a large proportion of British 
and American vessels and their observ- 
ance is being extended to the vessels of 
other countries. 

Prior to the date of the Washington 
conference, it had been the general prac- 
tice to discharge oil wastes in nonterri- 
torial waters or in territorial waters, ac- 
cording to prevailing conditions. - Within 


territorial waters, laws, rules, and reg- 
ulations relative to the discharge of ref- 
use matter in general have been in ef- 
fect for a great'many years, and within 


the last decade much attention has been 
directed toward legislation pertaining to 
oily matter. If the discharge of oil- 
contaminated water or oily materials of 
any character from ships on the high 
seas is prohibited by international agree- 
ment, the only practical way of permit- 
ting the successful operation of oil-burn- 
ing and oil-carrying vessels seems to be 
to handle these waters by suitable sepa- 
rating devices on board the individual 
ship,. by harbor facilities after the vessels 
arrive in port, or by a combination of 
these methods. 
Training of Ship’s Crews 

The Bureau of Mines investigators 
believe that, even with the present in- 
adequate means for properly handling 
oil-water mixtures on shipboard, much 
can be done by more careful instruction 
and training of ships’ crews in the proper 
and efficient handling of oil to reduce 
the pollution from this source. Work- 
men on docks and in land plants should 
receive appropriate instruction on the 
same subject. 

Oil-contaminated ballast water, tank 
cleanings, and bilge water constitute the 
chief items of the problem of handling 
oily waste discharged from ships. Of 
these the disposal of bilge water is prob- 
ably least difficult. Since the total bilge 
volume is comparatively small, bilge 
water probably can be treated at a rea- 
sonable cost by installing a small pump 
that has a flexible hose suction and dis- 
charges into a conveniently placed set- 
tling tank. The oil that separates on 
the surface of the water in the tank is 
skimmed off at suitable intervals and is 
returned to the fuel storage tanks; the 
water is drained back into the bilge. 

The proper disposal of ballast water 
and tank cleanings from vessels presents 
much greater difficulties. Where dis- 
posal is made after arrival in port, it is 
likely that ships must proceed to a defi- 
nite disposal point similar to a petroleum 
harbor and discharge the oil-contami- 
nated water; utilize pipe lines connected 
to a waste reservoir on land at the in- 
dividual docks; or discharge the oil-con- 
taminated wastes into collecting barges 
brought alongside while the ship is at 
the dock. The first two methods named 
are believed to be generally unsuitable 
or impracticable for conditions at Ameri- 
can ports, or their application is limited 
by the size of the port. 

Of the methods that propose the use 
of port or harbor facilities, the disposal 
of oil-contaminated ballast and oil refuse 
by collecting barges seems to be the most 
immediately practical. The system re- 
quires. a number of barges maintained 
expressly for this service, and also the 
necessary towing and suitable reclaiming 
or disposal facilities. It has been sug- 
gested that the fleet of barges might be 
owned and operated by a commercial 
company or by the local municipal gov- 
ernment or port authorities. On account 
of the low value of the recovered ma- 
tcrial, it is problematical whether such 
an enterprise could be made self-support- 
ing, particularly in the initial stages, 
without some form of assistance or pro- 
tection against loss. The barge method 
has been carefully studied, and an esti- 
mate for its application to the port of 
New York over a period of normal ship- 
ping activity has been made. 

Use of Separating Device 


So far as oil-burning ships are con- 
cerned, it is believed that the most sat- 
isfactory ultimate solution will involve 
the use of a separating device on each 
individual ship and provision of facili- 
ties in harbors for the collection and 
proper disposal of heavy sludges and any 
other oily wastes that the separator will 
not handle. The Bureau of Mines com- 
mittee believes that an oil-water sepa- 
rator for shipboard use can be developed 
-which will satisfactorily separate the oil 








Manager of New York brokerage office, 
possessing extensive knowledge of marine, 
fire and casualty markets, wishes to purchase 
interest in agency located in medium sized 
city of New York State, New Jersey, Penn- 
sylvania or Deleware. 
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Percy Janson Dies; a Romar od and originator of th pani 
’ scheme, had carried out propaganda by h 

Landmark at Lloyd S meetings until it was decided to form '"° 
committee to inquire into the subject d mad 
MANY EULOGISTIC NOTICES | the registration and classification of Ves oper 
sels, to consist of 36 members, of whit over 
Wes One'éf Paisie With Mad Ben eight were to be chosen from Lloyd's, T 
Represented at Lloyd’s Since 1804; Arguments on the Proposal spri 
14 Members at Lloyd’s _This proposal was regarded with su $1,0 
ee E TE. : picion by the Committee of Lloyd’s, fuji amo 
The following eulogistic notices of the 3; g general meeting of the membexjue until 
death of Percy Janson, one of the best Benjamin Shaw, the chairman, spoke dj und 
known underwriting members of Lloyd’s, jt as an application from the shipownenjam of th 
London, of the old school, appeared in suggested that the existing system wal 1922 
the Journal of Commerce (Liverpool). found to answer very well for underwrit{m the 
Elected an underwriting member in ers, and announced that the committe 1g 


1895, Mr. Jansn was one of a family 
which has been represented at Lloyd’s 
since 1804, when the name of John Jan- 
sor. first appears in the list of members. 
Presumably this was his great-grand- 
father, the father of William Janson, and 
the grandfather of John William Janson, 
Percy Janson’s father. Since first the 
name appeared at Lloyd’s, no less than 
14 members of the family have been 


. members, and if it is uncertain whether 


the name of Janson or Secretan has 
claim to be the one with the- longest 
association with Lloyd’s, there appears 
to be no question as to the predominance 
of the Janson family numerically. 
Moreover, the name is one that has 
always been asssociated with leadership 
in all that is good and high in principle. 
William Janson, who was then a member 
of the Committee of Lloyd’s, took a very 
active part in the discussions which ran 
high over the proposed creation of a 
new Register of Shipping out of the 
neucleus of the two existing and opposed 
registers, in 1823, when John Marshall, 








and water and yield a reclaimed oil suit- 
able for use as a fuel without further 
treatment. Use of such a device would 
make vessels self-contained and inde- 
pendent to the maximum extent, thus re- 
ducing the time of their turn-around pe- 
riod in port and lessening pilotage and 
port charges. 

If a completely successful device for 
separating ballast water and oil on gen- 
eral cargo vessels can not be readily de- 
veloped and applied, a separator that 
would satisfactorily reduce the bulk of 
the oil-water mixtures would be valuable. 
A great reduction of bulk would much 
facilitate the collection, by barges, of 
residual mixtures that the separators 
will not handle. In fact, it seems prob- 
able that, in addition to any oil-water 
separating device, however effective, 
which may be installed on vessels, meth- 
ods for collecting and properly dispos- 
ing of tank sludge and certain other oily 
refuse will have to be. generally avail- 
able in port if oil pollution from vessels 
is to be avoided. The limitations of ship 
design require that an apparatus intended 
for separating oil and water on vessels 
must be comparatively small and com- 
pact, and yet preferably be capable of 
handling 100 to 200 tons of oil-water 
mixtures per hour. 

































































strongly deprecated the proposal. Hov 
ever, John Marshall is reported as ma& 
ing an eloquent speech, in which he a 
pealed to the members to support hi 
project, and eventually 24 members wet 
nominated. In spite of this, antagonism 
to the scheme persisted, and in const 
quence when the day for the ballot ar 
rived the whole of the 24 nominees {0 
the Lloyd’s party on the committee tt 
signed, giving various reasons, but it i 
to be imagined that they had been it 
fluenced in the meantime by the oppor 
ents of the scheme. 

Another meeting was summoned, atl 
at this Mr. Wiliam Janson, the grant} 
father of Mr. Percy Janson, and a me 
ber of the Committee of Lloyd’s urgti 
strongly “that it was against the inter 
ests of underwriters to join in a schent 
which they would in no way be able! 
influence, since the presence of cight 
their body on a committee of 36 mem 
bers could have no weight, and the om 
result would be of their apparently samt 
tioning resolutions almost sure to 4 
deprecated by the House.” 

Mr. Janson also argued it was a “Shif 
owners’ Movement got up by them a 


Th 
Story 
the y 
ume, 
nde 
them 
ress, 


intended solely for their advantage,” # 1 
eventually moved the adjournment ' 1 
the meeting. It is said that this spect 1 
created intense excitement, and that & rT 
a show of hands being taken, and if 1¢ 
chairman declaring the motion to be ™ 1¢ 
jected, Mr. Janson demanded « ball }, ; 


This took place later after both silt 
had canvassed “almost the whole of ™ 
counting houses and coffee houses ! 
the city,” and in the end Mr. Jansof 
amendment was rejected by a 
jority ‘twenty-five votes out of a PM 
of 679 members of Lloyd’s. It was % 
of this exciting contest that the pres 
Register emerged in 1834, and, as © 
now know, Mr. Janson was wrong If ® 
opposition to the scheme, but it is # 
certain that his opposition was Mm 
from the highest and purest of motlV® 
It will be seen that Percy Janson ca! 
to Lloyd’s with avery strong and ™ 
ourable family tradition to main ain 
parently he was never with his ‘ather 
business, for he served his early 
with an uncle, Dearman Janson, who 
a member from 1868 to 1906. Thal 
maintained the family tradition there“ 
be no doubt, for there were few me 
The Room who were so looked UP 
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Assets Of $15,231,525 
Built In Short Time 


INDEMNITY INSURANCE CO. N. A. 








Surplus to Policyholders Is $13,613,134; 
Company Got Under Way in 
January, 1921 





In the casualty and surety field, the 
progress made by the Indemnity Insur- 
ance Co. of North America has occa- 
sioned much favorable comment. Al- 
though it was expected that the running 
mate of the Insurance Company of North 
America—America’s oldest fire and ma- 
rine company—would in course of time 
find its place among the leading com- 
panies writing casualty and surety lines, 
the degree of progress which it has 
made during its six and a half years of 
operation has far exceeded the hopes of 
even its most ardent supporters. 

This company was organized in the 
spring of 1920 with paid in capital of 
$1,000,000 and a surplus of the same 
amount, but it did not begin operating 
until the fall of that year. It really got 
under way in January, 1921. By reason 
of the company’s growth during 1921 and 
1922, it was deemed advisable to increase 
the surplus so that the rapidly increas- 
ing reserves could be adequately  pro- 
vided for and a substantial surplus over 
and above all liabilities still maintained. 
An addition to the surplus of $1,000,000 
was therefore-made in June, 1922. 

The following figures showing the net 
premium record illustrates in part why 
attention is being focused upon this now 
well established company: 


20 .aen.ais oda aih REP $ 419,975 
Me) sess celta ile oo 3,335,903 
WA. oss oisn cv oshltnity'eble Op eeeOo 
BO acer: Sicheaen one as 7,293,144 
Het os Sidwasigosa ato s ed 9,042 341 
BD . i cenwedeasnmbenats 11,445,180 
WOLD . civipiele i oqices geen es 13,613,134 


Growth of Surplus 


These figures do not tell the whole 
Story. Outstanding as they appear from 
the viewpoint of steadily increasing vol- 
lume, one must look behind them for the 
nderwriting results before accepting 
them as positive evidence of sound prog- 
tess. When, therefore, they are consid- 
ered in the light of the following ex- 
hibit, their real significance is more fully 
realized : 


Surplus to 
Dec. 31. Policyholders Assets 
ay see a: 860,030 $2,217,436 
mel le 1,560,656 4,021,155 
es e 270, 740 6,932,192 
1923 res 2:397,583 8,317,137 
1924 . . 2,723,831 10,170,450 
1925 ...... 3,200,601 12,578,099 
1926 . 3,699,606 15,231,525 


It is, therefore, evident that the man- 
asement of this company has exercised 
at degree of care which is necessary in 
Prder to prevent volume being obtained 
t the expense of selection. 

tis also evident that the agency plant 
bf this company has been developed with 
he regard for the quality of each unit 
P. Tepresentation. It is generally recog- 
ized that the clientele of any agent or 
broker is no higher in quality than that 


Waiting Period Clause 
Favored By H. & A. Men 


BIG TOPIC AT CHICAGO MEET 





Ahearn’s Plead for Higher Rates on 
Older Ages Also Goes Over; 
Other Talks 





Chicago, March 15.—The ever grow- 
ing necessity for increasing the health 
and accident rates on persons over mid- 
dle age, stressed by John Ahearn, sec- 
retary of the Travelers, in his talk, 
“Some Accident and Health Problems,” 
and the desirability of waiting period 
clauses in health policies as eliminants of 
the moral hazard, elaborated on by F. 
Barnes of the Sentinel Life at the round 
table discussion were high lights of the 
mid-winter meeting of the Health & Ac- 
cident Underwriters’ Conference which 
opened today in the Palmer House here. 

With a membership of 94 companies 
the conference meeting had a registra- 
tion of 75 persons, 20 states being rep- 
resented. 

Wide agreement with the sentiments 
of Mr. Barnes was expressed by mem- 
bers of the conference. Gustaf Lind- 
quist of the Travelers Equitable of Min- 
nesota declared that his organization is- 
sues a contract in which there is a seven- 
days waiting period for health and acci- 
dent risks. He felt that such a provi- 
sion went far toward solving the moral 
hazard problem which he declared terms 
a very large percentage of the cost of 
indemnity. Mr. Lindquist deplored the 
fact that waiting periods work a hard- 
ship on companies writing workmen’s 
compensation and other commercial and 
industrial policies. 

Views Given on Waiting Periods 

W. C. Cartinhour of the Provident 
Life & Accident said that while his or- 
ganization was heartily in favor of wait- 
ing periods it had been able to attain 
little or no success in writing such poli- 
cies. E. C. Budlong, Federal Life, de- 
clared the greatest bar to selling insur- 
ance with waiting period clauses was the 
agent himself. He advocated liberal use 
of mail matter to sell agents and policy- 
holders this idea and urged larger com- 
mission to agents on such business. B. 
P. Scott, Liberty Life, said his organi- 
zation had experienced great difficulty 
with agents over this provision but_re- 
ported considerable success with policy- 
holders. | 

Of particvlar interest to those present 
was the report of the special commis- 
sicn on uniform phraseology presented 








which characterizes the agent or broker 
himself. 

When the several points that have 
been individually commented upon are 
considered collectively, onlv one conclu- 
sion can be reached, viz.: that in six and 
a half years the organization of this 
company has become so well rounded 
that it is able to function in a manner 
and to an extent that was not expected 
of it for some years to come. 

Benjamin Rush is president of the In- 
demnity Insurance Co. of North America 
and C. F. Frizzell is general manager. 
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by C. C. Pauley, Great Northern Life. 
This advocated the standardization of 
phrasing in insuring clauses, principal 
sum provisions, total and partial acci- 
dent disability provisions, confinement 
and non-confinement sickness provision 
and exclusion of not covered provisions, 
all of which Mr. Pauley declared have 
given much trouble in the past because 
of general uncertainty as to the exact 
meaning of phrases in current use. He 
urged adoption of standard forms so that 
courts everywhere will have the same 
phraseology to pass on and will thus be 
able the easier to establish precedents. 
Urges Uniform Phraseology in Policies 

In the discussion following this com- 
mittee report Mr. Linquist, who was at 
one time insurance commissioner of 
Minnesota, warned the conference that 
unless insurance companies themselves 
adopted uniform phraseology in policies, 
“legislatures in various states will take 
the matter in hand and give the field just 
the sort of uniformity it does not want.” 

W. F. Vivian, director of public rela- 
tions for the Middle West Utilities Co., 
Chicago, spoke on “Success Through 
Service,” praising the insurance field for 
its high service ideals. He declared that 
Government ownership in insurance or 
industry was a false ideal and asserted 
that no government owned institution 
covld be as efficient as private enter- 
prise. 

F. C. Crittenden, official printer of the 
conference manual, explained why rates 
on the manual varied with different com- 
panies and sometimes with the same 
company during the course of a year due 
to various kinds of copy submitted. 

600 Changes Proposed in Manual 


In the address of welcome to the con- 
vention C. M. Cartwright, editor, Na- 
ticnal Underwriter, traced the develop- 
ment of the insurance business from the 
unorganized days before the Detroit con- 
ference to the present, when co-operation 
has improved conditions for all compa- 
nies. “The few companies which are 
now sharpshooting on the outside,” he 
said, “are contributing nothing to the 
welfare of the group and deserve noth- 
ing hut the condemnation of all.” E. J. 
Faulkner, president of the Woodmen’s 


Accident. responded, praising the Chi- 
cago spirit. 
The report of the manual committee, 


presented by A. F. Wieland, Federal 
Life, contained 600 proposed changes, 
which it was stated had been referred to 
a committee of 34 underwriters. Vari- 
ous other reports which had been sched- 


MAY CHANGE FORGERY COVER 

Surety officials have indicated that it 
will not be surprising if the next few 
months bring torth the first radical 
change in forgery coverage that has been 
announced in more than five years. 
There is a rapidly growing sentiment in 
favor of separating the forgery coverage 
from the check alteration feature, the 
two hazards, as a matter of fact, being 
as distinct from each other as are the 
fire and burglary hazards. 

One company’s experience shows that 
out of 14,522 claims paid under the pres- 
ent form of forgery coverage, 14,204 were 
due to forgery of signature or endorse- 
ment, and only 318 due to check altera- 
tion. 





ZURICH CANADIAN CHANGES 

The Zurich has given additional au- 
thority to Hedley C. Wright, its man- 
ager in Canada since 1923, by making 
him manager of the company for Great 
Britain. -He will continue to have charge 
of the Canadian branch. 

Neville Pilling, who has been assistant 
to Mr. Wright in Toronto, has been pro- 
moted to general superintendent in Can- 
ada for the company. He helped to start 
the Zurich’s branch in Canada and has 
had an excellent experience in under- 
writing all classes of casualty business. 





FOX ASSISTANT MANAGER 

The New York Indemnity has ap- 
pointed Martin H. Fox, formerly of the 
Travelers, as assistant manager of its 
Chicago branch office. Mr. Fox will 
work hand in hand with Jay Reynolds, 
newly appointed manager of this branch. 

Vice-President Frank M. Chandler 
will be closely associated with the Chi- 
cago branch in conjunction with the 
western department covering fifteen 
states, this department continuing to act 
in an advisory capacity for the territory. 





J. J. DONDORE’S NEW POST 

The Metropolitan Casualty has ap- 
peinted John J. Dondore as superinten- 
dent of its accident department at Chi- 
cago, succeeding B. F. Amato, who was 
recently transferred to the casualty de- 
partment. 








uled for the first session were held over 
to the second day. 

At the conference dinner in the eve- 
ning, Claris Adams, secretary of the 
American Life Convention, presided, as 
well as spoke. The other speaker was 
J Adam Bede, former Congressman from 
Minnesota. 
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Beha Seeks Solution 
To Taxicab Problem 


HIS BILL TO THE LEGISLATURE 





Its Affect Would Be to Stabilize Line; 
Mutual Companies to Form Rating 
Bureau to Make Rates 





Superintendent of Insurance Beha dis- 
cussed at some length the problem of 
taxicab insurance in his report to the 
New York Legislature this week. He 
said his biggest concern in this connec- 
tion was to make safe mutual companies 
writing insurance covering taxicabs and 
other public vehicles, particularly those 
operating in New York City. 

In his opinion the experience on this 
class of business has not been sufficient- 
ly wide on which companies could predi- 
cate an adequate rate. Moreover, the 
competition is keen and the persons who 
are compelled to carry such insurance 
by law are dissatisfied with the service. 
He added: “The result is that there is 
a constant clamor for lower rates and 
many companies spring up with the false 
idea that they can furnish such insur- 
ance at rates lower than the prevailing 
scale. 

Continuing he stated: “Since the 
amendment of the highway law was en- 
acted, providing that owners of public 
vehicles must carry liability and property 
damage insurance, the department has 
been obliged to liquidate a number of 
mutual companies of this kind and natu- 
rally much dissatisfaction is being ex- 
pressed by injured persons and their 
representatives as a result of such fail- 
ures. 

“It is practically impossible to collect 
extra assessments from persons who are 
maintaining taxicabs, etc., in an amount 
sufficient to pay these claims in full and 
the situation, generally speaking, is un- 
satisfactory. Again, much dissatisfaction 
is being expressed against companies now 
operating in this field. The managements 
of these companies themselves feel that 
the business is attended with much fraud 
on the part of some taxicab owners and 
unscrupulous lawyers in the matter of 
making claims and they are seeking some 
way by which the business can be stabi- 
lized and placed on a higher plane.” 

Suggests Stabilizing Legislation 

Mr. Beha then said that his last re- 
port to legislature contained a recom- 
mendation for more stringent require- 
ments in the organization of mutual taxi- 
cab companies and that 
adopted and the bills offered enacted. 

However, to further meet the situation, 
he has this year recommended the en- 
actment of a new section in the insur- 
ance law which provides, in substance, 
that companies issuing liability insurance 
policies or surety bonds and authorized 
to transact business in New York State 
shall not issue any policy or bond re- 
quired by the provisions of the highway 
law, until the superintendent of insur- 
ance shall have certified to the commis- 
sioner of motor vehicles that such com- 
pany is solvent and responsible. 

Such liability insurance or surety com- 
panies must file with the superintendent 
of insurance, in such form and detail as 
he may prescribe, its classification of 
risks and a schedule of the premiums 
and rules which it proposes to charge 
and use in connection with the issuance 
of such policies or bonds, none of which 
shall take effect until the superintendent 
of insurance shall have approved the 
same as adequate and reasonable for the 
risks to which they respectively apply. 

Bill Unanimously Supported 

The bill also provides that the super- 
intendent of insurance may, after a hear- 
ing, revoke the certificate granted as 
above provided whenever he finds that 
any company issuing insurance policies 
or surety bonds pursuant to the provi- 
sions of the highway law has violated 
any of the provisions contained in the 


it had been | 


proposed section or in section 141 or 
141-b of the insurance law. 

This bill was introduced after a con- 
ference with the officers of all the com- 
panies writing insurance or bonds as re- 
quired by the highway law. They were 
practically unanimous in their support of 
such a measure. 


Rating Bureau to Be Next Step 


“Tf this bill becomes a law,” added Mr. 
Beha, “I am informed that a rating bu- 
reau will be organized among companies 
writing this kind of insurance which will 
promulgate adequate rates and rules 
which will be submitted to the insurance 
department for approval. They will 
be strictly enforced by the companies 
subscribing to this bureau, which will 
also have for its object the co-operation 
of the companies in fighting fraudulent 
claims and eliminating dishonest brokers. 

“Companies which do not subscribe toe 
it will, under the provisions of this bill, 
be obliged to adopt at least the rates 
approved by the superintendent of in- 
surance. I am reasonably optimistic that, 
while it may not be possible to save all 
the companies now operating from in- 
solvency, the situation will be improved 
and there will eventually evolve a better 
understanding between the taxicab men, 
the insurance companies and the insuring 
public with regard to this class of insur- 
ance.” 





BEHA ON SURETY RATES 





Companies Made 50% Reduction in State 
Construction Bond Rates, Follow- 
ing Department Hearing 
The surety rate situation as discussed 
by James A. Beha in his annual report 
to the N. Y. Legislature, reveals the 

following reductions. Mr. Beha said: 

“An investigation made by this de- 
partment resulted in an order after a 
statutory hearing, requiring the surety 
companies to reduce the rates on state 
construction bonds approximately 50%, 
thereby resulting in a material saving to 
the state. Another hearing was followed 
by an order requiring the surety com- 
panies to reduce by approximately 50% 
the rates on street paving bonds, thus 
resulting in a material saving to many 
municipalities. 

“A material reduction in rates was 
also ordered on bankers’ and brokers’ 
blanket surety bonds and further inves- 
tigation into surety rates is being made 
in order to determine their reasonable- 
ness.” 





NEW CLAIM ASS’N FAVORED 





Organized in Boston; Expected to Help 
Materially in Handling Details of 
Compulsory Auto Act 


The new association composed of claim 
executives which was organized in Bos- 
ton last week is regarded as a most con- 
structive step in working out the prac- 
tical details of the compulsory automo- 
bile act. Its president is J. Frank Scan- 
nell of the Federal Mutual Liability. 

It will combine both stock and mutual 
companies and will co-operate closely 
with the Massachusetts Insurance De- 
partment to the end that automobile lia- 
bility claims in that state may be ad- 
justed intelligently and fairly. It is ex- 
pected that the association will eliminate 
delay and give assistance in the compila- 
tion of the experience for the guidance of 
Commissioner Monk. 





GREEN UNABLE TO GIVE TALK 


C. N. Green, agency supervisor, 
Hoosier Casualty, was unable to deliver 
his talk on “Lapses” this week before 
the Health & Accident Underwriters’ 
Conference meeting at Chicago because 
of the death of C. H. Brackett, presi- 
dent, Hoosier Casualty. 





NOW OVER $1,000,000 MARK 
The Great American Indemnity has 
rolled up more than $1,000,000 in pre- 
mium to date. It now has upwards of 
500 agents, 60 general agencies and 45 
regional agencies. 


Ahern Suggests Changes 
In Accident Manual 


ESPECIALLY IN OLDER AGES 





Travelers’ Secretary Would Retain Total 
Disability Benefits But Urges Closer 
Study of Problem 





The recommendation was made by 
John E. Ahern, secretary, the Travelers, 
in his talk on “Some Accident & Health 
Problems” before the Health and Acci- 
dent Underwriters’ Conference on Tues- 
day, that some adjustment of the acci- 
dent manual was necessary and advisable 
if the present premium rates are in gen- 
eral to be maintained. While Mr. Ahern 
did not advocate a general increase in 
rates, he said that a review of the acci- 
dent manual which has been started by 
the Bureau of Personal Accident & 
Health Underwriters indicated that cer- 
tain occupations should be advanced in 
rate. 

Those, for example, which appear to 
have an extra exposure to the automobile 
hazard should, in a great many cases, no 
longer be placed in the preferred class. 
In certain occupations where a minor in- 
jury often results in a long period of to- 
tal disability, Mr. Ahern said it was ob- 
vious that the rates be adjusted accord- 
ingly. 

Referring to the review made of health 
experience by occupation, he said: “Al- 
though the figures in some instances were 
not conclusive on account of a small 
volume of premiums, nevertheless some 
occupations produced a much more fa- 
vorable ratio than others. 


Three Classes for Health Risks 


“While an extensive rating of health 
risks by occupation is probably not ad- 
visable, the grouping of preferred, extra 
preferred, and selected ordinary occupa- 
tions into three general classes which 
might be called A, B and C, is practical 
and there is no doubt of its necessity. 
Based on our experience the loss cost on 
occupations listed in the A group was 
90%, in the B group 123%, and in the 
C group 161% of the premium loading 
for losses.” 

As companies generally are taking all 
health risks regardless of occupation at 
one standard rate, Mr. Ahern felt that 
a study of this subject by the statistical 
committee of the Conference would be 
profitable. He added: “Health rates, 
as other insurance rates, must be based 
on experience, and we should give seri- 
ous consideration to the grouping of 
health risks in a number of classes for 
rating purposes.” 

Another point which should not be 
overlooked is that the occupational haz- 
ard is always present in the hazardous 
risk in addition to an increasing foreign 
to occupation hazard. Mr. Ahern said 
the reason was because nowadays risks 
in the more hazardous classes are becom- 
ing more and more exposed to the auto- 
mobile hazard and to the other hazards 
incident to everyday life. 

Increased Rate for Older Ages 

Still another problem needs serious 
consideration and that is the question of 
increased rate for accident insurance in 
the older ages. Mr. Ahern said his com- 
pany’s experience, and also the experi- 
ence of all companies as far as he could 
determine, showed clearly the necessity 
for a rate advance at age 55, again at 
age 60, and again at age 65. He followed 
up this recommendation by statistics to 
bear out his report. 

His conclusion on this problem was 
that with the loss ratio on groups over 
age 55 standing at much more than 100% 
of the expected, there was no logical rea- 
son why companies should not get a suffi- 
cient premium to carry the risk of per- 
sons in the older ages and thus elimi- 
nate the less than cost features which 
have been experienced on _ over-age 
groups. “I am convinced,” he stated, 
“that a change in the rate in the older 
ages as outlined would be much better 
than a general rate increase.” 

Making a closing reference to the total 


—_ 


TOWNER ON SURETY RATES 





Contributes Leading Article to Inde. 
pendence House Organ, Telling How 
Surety Losses Are Met 

R. H. Towner of the Towner Rating 
Bureau contributed the leading artick 
to the current issue of “Human Rel. 
ticns,” published by the Independent 
Companies, in which he explains som 
of the differences in the making of fidel. 
ity and surety rates as compared with 
the making of rates for other lines of in. 
surance. 

Mr. Towner pointed out that “insur. 
ance” losses are met from a single fund, 
namely, that created by premium re. 
enue. Surety losses, however, must be 
met from two separate and distinct 
funds: the first, and most important, be. 
ing the resources of the principal on the 
bond; the second, and less important, the 
premium on the bond. 

According to Mr. Towner “these two 
funds are separate and distinct and neith. 
er can ever be substituted for the other, 
Each is ascertained in a different man- 
ner and by different men.” 

He further stated that changes in busi- 
ness conditions work changes in the first 
fund and that when that fund is violent. 
ly affected it results in enormously in- 
creased demands on the second ant 
smaller fund. 





MAKE ST. PAUL CONNECTION 





Fitzhugh & R. A. Burns Agency Name 
By London Guarantee; Formerly 


With Standard for Casualty 


Another important agency connection 
was made by the London Guarantee & 
Accident last week in northwest tert- 
tory, being the Fitzhugh & Robert A 
Burns Agency which will represent the 
company at St. Paul, Minn. 

Fhis agency has been established fora 
good many years and is one of the larg- 
est in St. Paul. It has been representing 
the Standard Accident for casualty lines 
but has given up this company to become 
exclusive agents for the London Guar- 
antee & Accident. All of its business 
which was in the Standard will be re- 
insured by the London. 

This change will not in any way effect 
the agency’s representation of the Fidel- 
ity & Deposit for surety lines which it 
has had for the past twenty-five years 
The firm is managed by two brothers, 
Fitzhugh and Robert A. Burns, who are 
both well known in St. Paul casualty and 
surety circles. 





C. H. BRACKETT’S DEATH 





Tribute Paid to His Memory at Chicago 
H. & A. Conference; 30 Years 
In Business 


C. H. Brackett, president, Hoosier Cas 
ualty of Indianapolis, is dead after, mot 
than thirty years of active service in ac 
cident and health insurance circles. Trib- 
ute was paid to his memory this wees 
at the Health & Accident Underwriters 
Conference meeting in Chicago. 

Mr. Brackett had been one of the or 
ganizers of the old Detroit Con!crenct 
which was reorganized under the pres 
ent title of the conference. He serve! 
these organizations as treasurer contlt- 
uously for sixteen years, holding that o 
fice at the time of his death. 

The Hoosier Casualty has not as yt! 
appointed a successor to Mr. Brackett 
—S 
disability clause in accident policies, Mr. 
Ahern remarked: “I have a great “i 
of sympathy for those who sufier ser 
total disability and the benefit shot! 
be preserved at all co8ts, but it is po 
policy to pay out a large sum o! money 
in a case after the claimant is known © 
be physically able to again fully engas® 
in gainful occupation. 

“To retain this valuable benefit for the 
policyholder, and at the same time dent 








total disability so as to work no hardship 
to the honest claimant, is a )r0 - 
which I recommetid to your considera 
tion.’ 
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Edw. M. Allen’s Early 
Career Of Adventure 


CLEARED TIMBER; BUILT TOWN 





Vice-President of National Surety and 
New York Indemnity Helped 
Manage Railroad Also 





Edward Mortimer Allen, assistant to 
the presidents of the National Surety 
and New York Indemnity, and vice- 
president of those companies, who hails 
from the state of Arkansas, has been 
doing big things all his life, construct- 
ing railways and bridges, building town- 
ships, organizing chambers of commerce, 
whatnot. 

Allen is a true son of the middle bor- 
der; as truly as is Hamlin Garland’s 
hero. He derives from a race of pio- 
neers, builders and pathfinders and their 
blood courses in his veins. As he talks 
his blue eyes look straight out at you: 
they are the eyes of a man who has 
seen things; the eyes of the sea-captain, 
the explorer, the geologist, the scientist, 
the frontiersman; of the “man of affairs 
accustomed to command in moments of 
exigency,” to quote a dead statesman. 


Loves Adventure 


His fondness for romance and adven- 
ture early impelled him to seek after 
novel, picturesque experiences. He had 
always hated to do the conventional 
things, the small, routine jobs; ‘so that 
at the age of 23 he was already engaged 
in railway construction work at Fort 
Smith, Ark., as acting general manager 
of the Fort Smith and Western Rail- 
way. 

As he talked to a representative of The 
Eastern Underwriter at his office at 115 
Broadway the other day he would glance 
now and then out of the window which 
ccmmands a magnificent view of the 
North River and the New York sky- 
line. He remarked that the sight of the 
stately ships gliding gracefully down the 
tiver on their outward journey to for- 
tign: ports thrilled him beyond expres- 
sion: he said he was happy to be in New 
York and to witness such impressive 
scenes which he contrasted with the 
frontier scenes of his boyhood and early 
manhood. 

His Most Thrilling Job 

_ Asked what he considered the most 
Interesting and exciting job he ever 
tackled, he without hesitation said the 
work of clearing 35,000 acres of virgin 
umber land in Phillips County, Ark., a 
virtual wilderness, was the achievement 
which stood out most clearly in his 
Memory, 

“That experience in Elaine was the 
most interesting experience of my whole 
life,” said Mr. Allen. “It was the most 
interesting because the most dangerous, 
the most alluring experience that has 
‘ver come to me. Here-was a total wil- 
derness, full of bear and deer, and it was 
Part. of our job to clear this tract and 
build a town-site there. The idea of 
building a town in such a place seemed 
almost absurd. However, we tackled it. 

lved in a small railroad depot in the 

‘ginning and did my own cooking: I 
also slept there. Later I had a little 

ouse built and we managed to get some 
cooks, My partner and I eventually sold 
all Of this land to lumber interests who 
‘hen made Helena one of the largest 
hardwood lumber markets of the world. 
oday,” continued Mr. Allen, “Elaine 
has a population of about 600 people and 
’ @ flourishing town. They have con- 
‘rete roads, paved streets, electric lights 
and-a fine public school; also a negro 
school which was built by the township 
and: which cost $20,000.” Here was no 
mean achievement: that of conquering a 
Widerness and making it blossom into a 
Ovilization, ; 
to Allen went on to say that he had 
ha Mtention whatever of going into the 
Pr ae business at the time he was 
he ed in the real estate business; for 
_ “#0 was in the real estate business 


at Elaine. He said the insurance busi- 
ness was really wished on him. Moving 
to Helena, Ark., in 1909 he bought out 
a local insurance agency which is now 
the E. M. Allen Co. and in which he is 
still an active partner. 
Had Varied Career 

Mr. Allen was born in Winona, Minn., 
the son of Judge and Mrs. William A. 
Allen, July 16, 1881, and moved to Ar- 
kansas in 1901, where he engaged in the 
work of railway construction at Fort 
Smith and was acting general manager 
of the Fort. Smith & Western Railway 





EDWARD M. ALLEN 


when he was but twenty-three years of 
age. In 1906 he engaged in the real es- 
tate business and developed the townsite 
of Elaine, in Phillips County, Arkansas, 
as has previously been stated. It was 
at this time that he formed a partner- 
ship with a Harry E. Kelley, of Fort 
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‘Smith, Ark. The partnership was formed 


tor the purposes of developing the town- 
site of Elaine which was a part of Mr. 
Kelley’s holdings. 

In 1909 he moved his entire business 
from Elaine to Helena and later bought 
out a local insurance agency. In 1917 he 
was elected president of the National As- 
sociation of Insurance Agents at its re- 
organization meeting in St. Louis, serv- 
ing in that capacity for two years. He 
also served on numerous important Na- 
tional Association committees. He was 
president for five terms of the Helena 
Chamber of Commerce; Governor in 1922 
of the Sixteenth District Rotary Inter- 
national, and in 1924 he became a di- 
rector for a three year term of the Mem- 
phis branch bank of the Eighth District 
of the Federal Reserve System. 

Joins National Surety 

On November 1, 1926, Mr. Allen joined 
the National Surety as vice-president and 
assistant to the president. At that time 
William B. Joyce, chairman of the Board 
of Directors of the National Surety, 
made an announcement with regard to 
Mr. Allen’s appointment; read in part: 

“Mr. Allen is the past president of the 
National Association of Insurance Agents 
and is an outstanding agency figure well 
known to and popular with local agents 
all over the United States. The National 
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Surety Co. is fundamentally an 
company.’ The vice-chairman 
agent—iour vice-presidents were 
! was a local ag 
Jehn was a local 
We have many others in our official 
Staff who came from the ranks, We 
have a policy of having €X-agents in our 
prominent official positions. In Mr 
lien, we have obtained the highest type 
O1 liaison officer, if I may call him that 
nobeeten the National Surety and New- 
“ork Indemnity agents and the public 
we both serve. As president of the Na- 
tion Association of Insurance Agents 
and as one of the leading advisors in that 
nn he has won the respect and 
conhdence o > age force of 
pr ot the agency force of the 


“tte has advocated agency fitness, high 
principles and courage; he has taught 
understanding of the public’s problems 
S€.vice to it and co-operation with it. 
whe at the same time he has urged 
consideration of and loyalty to the com- 
— Pe —_ bringing Mr. Allen into 

€ National Sure > effecti 
these puedes urety to make effective 
ministration matters just as far as it is 
humanly Possible to do; to harmonize its 
dealings with its agents and their pub- 
lic, that our relations may be more 
pleasant, our understanding more com- 
plete and our service the greater.” 

_, Developing Big Agency Force 
sg: ae aes been in 
4iicn has been co-operatir i e 
agency department ia the wdneaherel 
agency work in New York, Brooklyn and 
the larger cities with a view to building 
the largest producing force Possible. He 
has constantly kept in touch with the 
New York brokers and agents so’ as to 
work up friendly relations with the com- 
pany and the brokers. 

In addition to 
Allen has found 
sional address. 
and’ his .quiet manner invari 
conviction — i He has 
spoken before rotary and advertising 
clubs and recently has taken to the radio 
He has been on the air two or three 
times in the last few months, 

On Sunday evening, March 13 he 
spoke over Station WRNY at the Roose- 
velt Hotel, New York, for five minutes 
on the subject “Nation Wide Extension 
of the Baumes Laws.” 
Asked what hobbies, 
Mr. Allen said he has 


he Plays a little golf Occasionally for 
recreation. He is a member of the Met- 


ropolitan and Bankers Clubs of New 
ork. 


‘agents 
Was an 
agents. 
ent and President St. 
agent, 


if any, he has, 
no hobby; that 


Sneed 
_ ILLINOIS AGENTS MEET 
Nearly 200 Metropolitan Casualty rep- 
resentatives in Illinois attended a busi- 
ness convention in i 
guests of the company’ 
gers, H. S. Slipner and E. B. Finnegan. 
Talks were given by H. J. Jeffery 
manager of the Chicago office bond de- 
partment; H. H. Hilton of Critchell, Mil- 
ler, Whitney and Barbour, 
Howe S. Landers, 
Vice-president James 
home office, who was 
vited guest. 


( Chicago; 
Indianapolis, and 
C. Heyer of the 
Present as an in- 


ee SE ON 
TALKS ON CLAIM PRACTICES 
S. M. Thomas, general claims attor- 
ney, Metropolitan Casualty, talked re- 
cently on claim practices and adjustments 
before the Adjusters Club of Rochester, 
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As Shakespeare wrote it- 


Biles make assurance double sure, 


And take a bond of fate.” : 


Macbeth, Act IV, Scene I 


As Shakespeare 
might write it today- 





“Til make assurance double sure, 


And take an Independence Bond.” 


The INDEPENDENCE COMPANIES 


Home Offices PHILADELPHIA 
CHARLES H. HOLLAND, President 


SURETY 


CASUALTY INSURANCE FIRE INSURANCE 


BONDS 


-wl These Companies maintain Human Retations with their Agents, Brokers and Policyholders |m 
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Miss Chlo Peterson 
Makes H. & A. Debut 


HER TALK ON SELECTING AGENTS 





Feels That Time Is Coming When 
Agents Must Have Certifiicate of 
Training Before Selling 





The high spot in the talk by Miss Chlo 
Peterson, publicity director, Business 
Men’s Assurance, before the health and 
accident men meeting at Chicago this 
week was when she said that the time 
is surely coming when in order to get 
a contract to sell insurance it will be 
necessary for a man to show a certificate 
of trammg. Another significant point of 
her talk was: “We may advertise most 
glwingly through newspapers, maga- 
anes and printed literature, and yet—one 
uniniormed, misinformed or otherwise 
disqualified salesman can do us more 
harm in a community than can be over- 
come by thousands of dollars o1 adver- 
using.” ; a ae 

Miss Peterson gained distinction at the 
convention because she was tne only 
woman speaker. lor the past six years 
she has been secretary to Wresident W. 
‘. Grant ot the Business’ Men's Assur- 
ance and recently the newly created pub- 
licity department of the company was 
put in her charge. ; 

The first point made in her address 
was that the agent to be informed must 
think well enough of insurance to give 
it his undivided attention. “Not only is 
this practice rigidly followed by our com- 
pany,” emphasized Miss Peterson, “but 
Mr, Grant has advocated its practice as 
ameans of raising the standards of in- 
surance for many years.” 


How Her Company Selects Agents 


Miss Peterson then explained how the 
Business Men’s Assurance selected its 
salesmen. “When a man calls at our 
office with reference to a sales contract, 
he is very thoroughly interviewed before 
he is even encouraged to give considera- 
ion to insurance selling. ; 

“If the interview proves satisfactory, 
and it is believed that the applicant 
would make a success in this work, he 
is asked to fill out an application for 
sales contract. This application asks for 
lull information concerning his education, 
Previous experience, present financial cir- 
cumstance, and in fact a brief outline or 

istory of his family and business con- 
nections. In this application he is asked 
to give references, and no salesman is au- 
thorized to represent the company until 
complete and satisfactory information 

as been received from his references. 

“At the same time we secure an in- 
spection report from a regular commer- 
tial inspection agency. We do this be- 
Cause the salesmen’s references are 
Usually his friends and their reports 
might be biased in his favor. When all 
lormation is received, if satisfactory, a 

ond Is secured, protecting the company 
against the collection of any premiums 

Y such salesmen, not reported to us. 

he salesman himself is required to pay 
for the bond. Where application is re- 
ceived by mail, the same practice is fol- 
lowed, except that instead of a personal 
Interview we endeavor to determine the 
applicant’s qualifications by correspond- 
ence,” 


Five Methods of Instruction 


Perr Peterson developed fully upon 
is kinds of instruction used by her com- 
a to develop its agents. They are: 
in es training school ; printed sales train- 
% Course; instruction and assistance of 
veees Ors 5 sectional meetings, and con- 
re for sales force. There was no 
te ag her mind that the results of 
and struction have been satisfactory 
Sratifying, 
sid, €rring to company conventions she 
nj, Our salesmen are always wel- 
hy d by the mayor of Kansas City and 
President of our chamber of com- 
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R. W. Faulkner Urges 
Co-operative Ad Plan 


HIS H. & A. TALK IN CHICAGO 





Says Old Spirit of Competitive Business 
Should Be Succeeded by New 
Union of Effort 





R. W. Faulkner, publicity © director, 
Woodmen Accident of Nebraska, made 
an eloquent appeal at the Health & Ac- 
cident Underwriters’ Conference this 
week to awaken the people to the value 
of insurance by a unified campaign of in- 
stitutional advertising. 

He said: “Before we are ready to be- 
gin this new co-operation our minds 
must be freed of the old idea of com- 
petitive business. Instead there should 
be a shoulder to shoulder movement up- 
on all industries and enterprises outside 
ourselves, which has as its objective the 
obtaining of a fair share of the consum- 
er’s dollar. 

“The difficulties involved are great, but 
they are compensated by the fact that 
we have an appeal which lies so close to 
the hearts of men that we need not fear 
the undertaking, nor the final result. 

“The greatest difficulties are internal, 
for with advertising comes a new respon- 
sibility which must challenge and include 
a new attitude of the group towards the 
whole. Advertising deals with impres- 
sions, and since it creates thousands 
where there were but hundreds before, 
it rests upon the companies involved to 
exercise a watchfulness and perhaps sac- 
rifice many theories which are the result 
of the old competition but which are not 
firmly based upon the fundamental pur- 
pose of income insurance. 

A Unified Plan of Advertising 


“It sounds the death knell of frills and 
ushers in purposes for which we were 
originally founded. If this cannot be ac- 
knowledged it is futile to further discuss 
a union of effort. If the necessity for 
this understanding is agreed, it would 
rest perhaps, upon this Conference to sit 
in judgment upon the merits or demerits 
of any policy forms ‘as to their relation 
to the purposes for which we exist, and 
that judgment would necessarily be 
final.” 

One of Mr. 
thoughts was: 

“Insurance needs not a campaign, but 
rather a unified plan of advertising, 
which is an integral part of the selling 
program. It must be in fact a tool in 
the hands of the salesmen.” 


Faulkner’s concluding 





RESIGNS AS STATISTICIAN 





Warren Baum _ Leaves Continental 
Casualty to Become Partner in 
New Chicago Agency 

Warren Baum, chief statistician, Con- 
tinental Casualty, has resigned to become 
a partner in the newly organized firm 
of Kramer, Baum Company, Inc., of Chi- 
cago. The new agency has offices in the 
Merchants Bank building, 231 La Salle 
street. 

Mr. Baum’s experience and knowledge 
of the business were wholly acquired 
during his twelve years of service with 
the Continental Casualty. He started as 
an office boy and worked his way up to 
the position of chief statistician. He is 
now 28 years old. 

In his new capacity he will direct the 
general insurance department of the 
agency. His partner, Mr. Kramer, who 
is also city manager of the Penn Mutual 
in Chicago, will direct the life insurance 
department. 








merce. We believe such a practice has 
its effect upon the visiting salesman. He 
gces back to his home town and tells his 
friends how he met the mayor of Kansas 
City. Although this bears upon the in- 
spirational rather than the educational, 
after all, education or instruction is of 
no value unless we can inspire those who 
know how with the zeal and enthusiasm 
to put their knowledge into execution.” 




















Pine and [Three Decades Ago! 


Thirtieth Anniversary of the National 
| Surety Company. In those early days it 
was not the leader—even though the volume of 
business written by all surety companies in those 


early days did not equal what one company writes 
today. 


N INETEEN TWENTY-SEVEN is the 











Ten years of its existence developed no unusual 
reputation, except perhaps a rumor of ruin, a 


fear of failure. 


But then, a young man destined to become a 
leader in the Surety business started making a re- 
putation for himself and his company. 


Two notable achievements of William B. Joyce 
in 1907—two decades ago—are worth recording: 


The National Surety Company urged rigid 
{instead ot perfunctory} supervision of the Surety 
business by all State Insurance Commissioners which 
culminated at their convention, October 1907, re- 
sulting in the organization of the Towner Rating 
Bureau and the Surety Association of America; and, 


The National Surety Company induced the 
United States Treasury Department to regulate the 
the writing of surety bond risks which led to the 
Govermental limitation of the net amount of risk 
assumed by any one company on any one bond to 
ten per cent. of its capital and surplus. 


It pays to be associated with the leader, always! 


National Surety Company 
World’s Largest Surety Company 
New York Indemnity Co. 


If Not Yet the Largest, at Least, the 
Best Multiple Line Company on Earth. 











Surety Bonds and Casualty Insurance 
‘115 Broadway, New York 
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As Shakespeare wrote it- 


“Til make assurance double sure, 


And take a bond of fate.” 


Macbeth, Act IV, Scene I 


As Shakespeare 


might write it today- 





“Til make assurance double sure, 


And take an Independence Bond.” 


The INDEPENDENCE COMPANIES 


Home Offices — PHILADELPHIA 
CHARLES H. HOLLAND, President 


SURETY 


CASUALTY INSURANCE FIRE INSURANCE 


BONDS 





@| These Companies maintain Human Retations with their Agents, Brokers and Policyholders }*« 
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: Miss Chlo Peterson 
Makes H. & A. Debut 


HER TALK ON SELECTING AGENTS 








Feels That Time Is Coming When 
Agents Must Have Certificate of 
Training Before Selling 





The high spot in the talk by Miss Chlo 
Peterson, publicity director, Business 
Men’s Assurance, before the health and 
accident men meeting at Chicago this 
week was when she said that the time 
is surely coming when in order to get 
4 contract to sell insurance it will be 
necessary for a man to show a certificate 
of trammg. Another significant point of 
her talk was: “We may advertise most 
glwingly through newspapers, maga- 
unes and printed literature, and yet—one 
unintormed, misinformed or otherwise 
disqualified salesman can do us more 
harm in a community than can be over- 
come by thousands of dollars o1 adver- 
using.” ‘ TA ey 

Miss Peterson gained distinction at the 
convention because she was tne only 
woman speaker. lor the past six years 
she has veen secretary to rresident W. 
‘1, Grant ot the Business’ Men's Assur- 
ance and recently the newly created pub- 
licity department of the company was 
put in her charge. : 

The first point made in her address 
was that the agent to be informed must 
think well enough of insurance to give 
it his undivided attention. “Not only is 
this practice rigidly followed by our com- 
pany,” emphasized Miss Peterson, “but 
Mr. Grant has advocated its practice as 
a means of raising the standards of in- 
surance for many years.” 


How Her Company Selects Agents 


Miss Peterson then explained how the 
Business Men’s Assurance selected its 
salesmen. “When a man calls at our 
office with reference to a sales contract, 
he is very thoroughly interviewed before 
he is even encouraged to give considera- 
‘ton to insurance selling. 

“If the interview proves satisfactory, 
and it is believed that the applicant 
would make a success in this work, he 
ls asked to fill out an application for 
sales contract. This application asks for 
full information concerning his education, 
previous experience, present financial cir- 
cumstance, and in fact a brief outline or 
history of his family and business con- 
nections. In this application he is asked 
to give references, and no salesman is au- 
thorized to represent the company until 
complete and satisfactory information 
has been received from his references. 

“At the same time we secure an in- 
Spection report from a regular commer- 
cial inspection agency. We do this be- 
Cause the salesmen’s references are 
usually his friends and their reports 
might be biased in his favor. When all 
information is received, if satisfactory, a 

ond is secured, protecting the company 
against the collection of any premiums 

y such salesmen, not reported to us. 

he salesman himself is required to pay 
for the bond. Where application is re- 
ceived by mail, the same practice is fol- 
owed, except that instead of a personal 
Interview we endeavor to determine the 


applicant’s qualifications by correspond- 
ence,” 


Five Methods of Instruction 


Poser Peterson developed fully upon 
- kinds of instruction used by her com- 
pany to develop its agents. They are: 
training school; printed sales train- 
an Course; instruction and assistance of 
Vener visors ; sectional meetings, and con- 
= for sales force. There was no 
— her mind that the results of 
1 instruction have been satisfactory 
an gratifying. 
tal flerring to company conventions she 
*~-“Our salesmen are always wel- 
Fea by the mayor of Kansas City and 
President of our chamber of com- 





R. W. Faulkner Urges 
Co-operative Ad Plan 


HIS H. & A. TALK IN CHICAGO 





Says Old Spirit of Competitive Business 
Should Be Succeeded by New 
Union of Effort 





R. W. Faulkner, publicity director, 
Woodmen Accident of Nebraska, made 
an eloquent appeal at the Health & Ac- 
cident Underwriters’ Conference _ this 


week to awaken the people to the value 
of insurance by a unified campaign of in- 
stitutional advertising. 

He said: “Before we are ready to be- 
gin this new co-operation our minds 
must be freed of the old idea of com- 
petitive business. Instead there should 
be a shoulder to shoulder movement up- 
on all industries and enterprises outside 
ourselves, which has as its objective the 
obtaining of a fair share of the consum- 
er’s dollar. 

“The difficulties involved are great, but 
they are compensated by the fact that 
we have an appeal which lies so close to 
the hearts of men that we need not fear 
the undertaking, nor the final result. 

“The greatest difficulties are internal, 
for with advertising comes a new respon- 
sibility which must challenge and include 
a new attitude of the group towards the 
whole. Advertising deals with impres- 
sions, and since it creates thousands 
where there were but hundreds before, 
it rests upon the companies involved to 
exercise a watchfulness and perhaps sac- 
rifice many theories which are the result 
of the old competition but which are not 
firmly based upon the fundamental pur- 
pose of income insurance. 

A Unified Plan of Advertising 


“It sounds the death knell of frills and 
ushers in purposes for which we were 
originally founded. If this cannot be ac- 
knowledged it is futile to further discuss 
a union of effort. If the necessity for 
this understanding is agreed, it would 
rest perhaps, upon this Conference to sit 
in judgment upon the merits or demerits 
of any policy forms ‘as to their relation 
to the purposes for which we exist, and 
that judgment would necessarily be 
final.” 

One of Mr. Faulkner’s concluding 
thoughts was: 

“Insurance needs not a campaign, but 
rather a unified plan of advertising, 
which is an integral part of the selling 
program. It must be in fact a tool in 
the hands of the salesmen.” 





RESIGNS AS STATISTICIAN 





Warren Baum _ Leaves Continental 
Casualty to Become Partner in 
New Chicago Agency 

Warren Baum, chief statistician, Con- 
tinental Casualty, has resigned to become 
a partner in the newly organized firm 
of Kramer, Baum Company, Inc., of Chi- 
cago. The new agency has offices in the 
Merchants Bank building, 231 La Salle 
street. 

Mr. Baum’s experience and knowledge 
of the business were wholly acquired 
during his twelve years of service with 
the Continental Casualty. He started as 
an office boy and worked his way up to 
the position of chief statistician. He is 
now 28 years old. 

In his new capacity he will direct the 
general insurance department of the 
agency. His partner, Mr. Kramer, who 
is also city manager of the Penn Mutual 
in Chicago, will direct the life insurance 
department. 








merce. We believe such a practice has 
its effect upon the visiting salesman. He 
gces back to his home town and tells his 
friends how he met the mayor of Kansas 
City. Although this bears upon the in- 
spirational rather than the educational, 
after all, education or instruction is of 
no value unless we can inspire those who 
know how with the zeal and enthusiasm 
to put their knowledge into execution.” 























Five and [Three Decades Ago! 


INETEEN TWENTY-SEVEN is _ the 
Thirtieth Anniversary ot the National 

; Surety Company. In those early days it 

was not the leader—even though the volume of 
business written by all surety companies in those 


early days did not equal what one company writes 
today. 


Ten years of its existence developed no unusual 
reputation, except perhaps a rumor of ruin, a 


fear of failure. 


But then, a young man destined to become a 
leader in the Surety business started making a re- 
putation for himself and his company. 


Two notable achievements of William B. Joyce 
in 1907—two decades ago—are worth recording: 


The National Surety Company urged rigid 
{instead of perfunctory} supervision of the Surety 
business by all State Insurance Commissioners which 
culminated at their convention, October 1907, re- 
sulting in the organization of the Towner Rating 
Bureau and the Surety Association of America; and, 


The National Surety Company induced the 
United States Treasury Department to regulate the 
the writing of surety bond risks which led to the 
Govermental limitation of the net amount of risk 
assumed by any one company on any one bond to 
ten per cent. of its capital and surplus. 


It pays to be associated with the leader, always! 


National Surety Company 
World’s Largest Surety Company 


New York Indemnity Co. 


‘If Not Yet the Largest, at Least, the 
Best Multiple Line Company on Earth. 


Surety Bonds and Casualty Insurance 
115 Broadway, New York 
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s Real 


a HAZARD as FIRE! 





























He was a choir singer on Sundays and on 
week-days the cashier of a Baltimore business 
establishment. One day it was discovered that 
during the preceding eighteen months he had 
stolen $35,000 from his employers. 





SHE was the cashier in a wholesale bakery. 
One day a friend of the proprietor learned that 
she had bought an automobile. The proprietor 
investigated and, much to his surprise, found 
it was his money that paid for the car. 








He was a salesman for a candy manufacturer 
and an old friend of the President of the Com- 
pany. Not long ago the firm became bankrupt. 
Listed among the causes of its failure was the 
embezzlement of $9.000 by the salesman. 











He wasatruck driver. His friend was a ware- 
houseman, and both were employed by a pack- 
ing firm. Between them they disposed of un- 
told quantities of goods after hours. Ten thous- 
and dollars did not begin to cover the loss. 








MPLOYERS should no sooner neglect to place their employes 
under Fidelity Bonds, than they should fail to take out Fire 
Insurance on their places of business. Annual losses in excess of 
$110,000,000 prove that dishonesty is just as real a hazard as fire, 


and almost as costly. 


FIDELITY AND DEPOSIT COMPANY 


of Maryland 


Fidelity and Surety. Bonds and Burglary Insurance 





Baltimore 
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Surety Co. Creditor 
Of Bank In Case Of 
Bond Given County 


.§.F.&G. VS. KANSAS CITY BANK 





intention That Surety Company Is En- 
tiled To Allowance of Claim as Gen- 
eral Credits Upheld 





A surety company, contracting with its 
mrincipal that the latter should indem- 
hify it against loss under its bond, was 
ed in an appeal from the District 
ourt, Western District of Missouri, to 
be a general creditor upon the bank- 
uptey of the principal. The case was 
hat of the United States F. & G. versus 
he Centropolis Bank of Kansas City. 
The United States Fidelity & Guaranty 
bought this suit against the Centrop- 
lis Bank of Kansas City, Mo.,; E. 
French, Commissioner of Finance of the 
State of Missouri; H. F. Lawrence, Dep- 
ty Commissioner of Finance of the 
State of Missouri, Jackson County, Mo., 
bnd E. W Hayes, Daniel G. Stewart and 
Henry Rummel, Judges of the County 
Yourt of Jackson County, Mo., to secure 
bh decree, adjudging that the Centropolis 
Bank, an insolvent banking corporation, 
sindebted to the surety company in the 
um of $50,000 and that the surety com- 
pany is entitled to share ratably with 
ther general creditors in the distribu- 
in of dividends from the assets of the 
bank, directing Lawrence, as Deputy 
‘ommissioner of Finance, and his suc- 
essors in office, to pay the surety com- 
aly its pro rata share upon its claim 
bf $50,000 of all dividends distributable 
0 general creditors, and enjoining such 
eputy Commissioner and his success- 
bs from paying dividends upon such 
lam of $50,000 to Jackson County. 
The ruling in part follows: 
onstruction of Bond Is 
By Court 
We think that a construction of the 
bond in the instant case in accordance 
ith the above rule compels the conclu- 
in that it was the intention of all of 
¢ parties to the contract that the 
urety company should be liable to the 
county for all of the principal of the 
ounty’s deposit, together with interest 
hereon, up to and including, but not ex- 
teding, the sum of $50,000, and that the 
tcital in the bond that the penal sum 
hereof is $50,000, just as effectually 
Imits the language of the condition as if 
here had been written into the language 
bf the condition itself the words “up to 
nd including but not exceeding $50,000.” 
It is true that the liability under the 
bond was not limited to any particular 
portion of the whole deposit. In that 
tise, the bond was security for the 
hole deposit, and for that reason the 
ight of subrogation does not exist, but 
¢ maximum amount for which the 
lirety company could be held liable 
treunder was expressly fixed at $50,000. 
€ surety company has discharged that 
ability by payment in full. The county 
Ss received all that it contracted for 
lom the surety company. 
tow then can the county say that the 
Pint of the guaranty will be violated? 
'¢ find nothing in the language of the 
ty which justifies the contention that 
¢ claim of the county upon its contract 
Y deposit should be given any priority 
‘et the claim of the surety company 
bon its contract. This conclusion has 
" een reached without a careful con- 
“tation of the opinion of the Fourth 
Whe. in Casualty Co. v. Foutz, supra, 
of the Supreme Court of Michigan 
immerman v. Bank, supra. 
€ surety company contracted to re- 
hen the county for the defaults of 
‘. ank up to and including the penal 
wh $50,000. It has fully performed 
Contract. It in turn took a contract 


Reviewed 


from the bank to indemnify it for such a 
loss on its part under the bond. Such 
contract of indemnity was valid. It 
created the relation of debtor and credi- 
tor when the bond was executed and de- 
livered. It has been breached. The 
surety company asserts a claim for dam- 
ages on account of such breach as to 
general creditor of the bank. Such be- 
ing the facts and the relation of the 
parties, we can see no logical answer to 
the contention that the surety company 
is entitled to the allowance of its claim 
as a general creditor on its contract of 
indemnity and to share in dividends 
thereon pro rata with other general 
creditors. 

The decree of the court below is there- 
fore reversed and the cause is remanded 
with instructions to modify the decree in 
accordance with this opinion. The costs 
of the appeal will be assessed equally 
against Jackson County and the Commis- 
sioner of Finance as liquidating officer of 
the bank. It is so ordered. 





ISSUES AUTO RATE SHEET 





Alexander Greene & Co. Has Printed 
This Information in Simplified 
Form For 14 Years 


Alexander Greene & Co., Inc., of New 
York, which does a large volume of auto- 
mobile insurance, issued its annual sim- 
plified auto rate sheet this week, embody- 
ing new rates effective February 14, 1927. 

This is the fourteenth annual edition, 
comprehensively and conveniently ar- 
ranged and long found a great conven- 
ience by brokers for whom it is published 
primarily. It takes up no more space 
than an ordinary letter yet it contains 
sufficient information for the use of a 
man in the field. 

It contains fire, theft, liability, prop- 
erty damage and collision rates and sym- 
bols for all kinds of cars and definitions 
of the various territories in the Eastern 
States, to which the rates are applicable. 
The more important rules and regula- 
tions are also outlined. 








$2,500,000.00 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, Liability, 
Workmen’s Compensation Insurance 


Executive Offices: 
Union: Indemnity Bldg. 
New Orleans 


COMPANY 


Accident, Health, Burglary 
Plate Glass 


Eastern Department: 
100 Maiden Lane 
New York 








W. E. Small, President 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 
Georgia 
Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 
Plate Glass 








PLAN CHANGE IN SAN DOMINGO 


In San Domingo it is proposed that 
all foreign insurance companies wishing 
to sell policies or contract any kind of 
engagement must fix a domicile in that 
country and deposit in the treasury of 
the republic the equivalent of 50% of the 
annual premiums to be collected on the 
pelicies. The deposit may be in cash or 
in Dominican Republic bonds. 





GETS ALABAMA LICENSE 


The National Union Indemnity, which 
is now doing business in 37 states, has 
entered Alabama. A branch office has 
been established at Birmingham with 
Samuel D. Daniell as its manager. 








Satisfactory 
ervice 


TO 


AGER YT .ARe 
ASSURED ALIKE 


It is an-ideal 
achieved by the men 
who direct the destinies 
of this institution ——~ 





One of the Oldest and one of the Largest 
Casualty and Bonding Companies of America 








WILL REDUCE CASUALTIES 





New Traffic Regulations To Be Tried In 
Jersey City; Will Minimize Acci- 
dents Say Insurance Agents 

The new traffic regulations which go 
into effect on April 1, at all important 
points in Jersey City, will have a ten- 
dency to reduce casualties particularly 
among school children, according to the 
consensus of insurance agents of the city 

The first of the month will also wit- 
ness the designation of “main thorough- 
fares” before entering which the motor- 
ist must bring their cars to a complete 
stop before proceeding on their way. 
The adoption of this practice will ap- 
preciably cut down traffic accidents, par- 
ticularly vehicular collisions, with their 
attending casualties, and at the same 
time give pedestrians and children at 
school crossings an opportunity to cross 
with more safety. 

Parking automobiles at several con- 
gested points has been one of the prob- 


lems which had to be solved. One of 
the most important points in the city is 
Journal Square, which admittedly was a 
very intricate situation, but the new 
regulations have been approved by many 
prominent insurance men and physicians, 
the latter feeling that their patients will 
have freer access to their respective of- 
fices in the neighborhood. 





SURETYSHIP 4,500 YEARS OLD 





History Tells How Sumer Merchant Got 
Surety Bond for His Daughter’s 
Trip to Her Fiance 

In a recent Washington talk before 
the National Ass’n. of Builders Exchange, 
Richard Deming, vice-president, Ameri- 
can Surety, gave out the interesting in- 
formation that suretyship can be traced 
back to 4,500 years ago. He said: 
“Suretyship is much older than insur- 
ance. Insurance as we know it today 
cannot be traced back more than two or 
three centuries, but history tells us of a 
very old contract of suretyship. 

“The story is that a merchant of Su- 
mer, having betrothed his daughter to a 
merchant in India and desiring to have 
her properiy conducted to the residence 
of her fiance, arranged for. such safe 
conduct with the chief of the caravan, 
who executed a bond, with another mer- 
chant of Sumer as surety, guaranteeing 
that he would safely conduct the lady 
and deliver her into the keeping of her 
fiance in all honor, and permit no man 
to look upon her face by the way. This 
is said to have occurred more than four 
thousand five hundred years ago.” 
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W. D. McLoughlin Joins 
Excess Of New Jersey 


ASS’T. SECRETARY - TREASURER 





Finance Committee Also Named; W. S. 
Patten’s Affiliations; Line-up of 
Officers and Directors 





The Excess of New Jersey, which has 
been licensed in that state to do a cas- 
ualty and surety reinsurance business 
and to write excess covers, added to its 
executive staff last week by the ap- 
pointment of W. D. McLoughlin as as- 
sistant secretary and assistant treasurer. 

Mr. McLoughlin has had twenty-three 
years’ experience in the casualty busi- 
ness, starting with the old Aetna In- 
demnity in 1903. He was sub-manager of 
the Norwegian Globe until it withdrew 
from this country and its portfolio was 
taken over by the General Casualty & 
Reinsurance, now the General Reinsur- 
ance. His most recent connection was 
with the Dyopsa Agency of Brooklyn 
where he was secretary and treasurer. 

As assistant secretary and treasurer 
Mr. McLoughlin will work in close co- 
operation with William S. Patten who is 
treasurer and secretary of the company. 
Mr. Patten’s experience thoroughly 
qualifies him to handle the financial af- 
fairs of the new company. He is the 
trustee of two of the largest estates in 
the country—the Nathaniel Thayer es- 
tate and the Hunnewell estate, treasurer 
and director of Holbrook, Cabot & Rol- 
lins Corporation of Boston and New 
York, contractors; and a member of 
Robert A. Boit & Co., Boston insur- 
ance agency. 

The company has also named a finance 
committee, composed of George E. War- 
ren, vice-president, Chase National 
Bank; Horace K. Corbin, president, 
Motor Finance Corp. of Newark, and 
Henrv Reed, member of Platt, Fuller & 
Co., New York marine office. 

Officers and Directors of Company 

A complete line-up of the officers and 
directors of the Excess is as follows: 
James Gibbs, president and director; 
Carroll Badeau, vice-president and direc- 
tor; Harry Hyman, vice-president and 
director; Andre Kalpaschnikoff, vice- 
president; William S. Patten, secretary- 
treasurer and director; Clement L. Des- 
pard, assistant secretary and director; 
W. D. McLoughlin, assistant secretary 
and assistant treasurer. 

Other directors are: H. K. Corbin, E. 
H. Costello of Czarnikow-Rionda Co., 
New York sugar importers; Neilson Ed- 
wards, vice-president, Chase Securities 
Co., New York; C. A. Fiske, treasurer, 
Sawver, Fiske & Spencer, Inc.. Roston; 
R. H. Johnson, Storey, Thorndike, Pal- 
mer & Dodge, Boston lawyers; H. H. 
Learnard, president, S. S. Learnard Co., 
Boston; Henry Pollak, New York im- 
porter; H. H. Reed, Platt, Fuller & Co., 
New York; R. T. Sadler, Brooklyn law- 
ver; George E. Warren, vice-president, 
Chase National Bank, and C. B. Wiggin, 
West & Co., New York bankers. 





CONSIDERING APPOINTMENTS 

Borough, office and general agency ap- 
pointments under the new surety acqui- 
sition cost rules, which have already been 
filed by a large number of the compa- 
nies, came up before the New York 
agency committee of the Conference on 
Acquisition and Field Supervision Cost of 
Fidelity and Surety yesterday for consid- 
eration. It is reported that the situation 
is rounding into shape nicely and to the 
satisfaction of the conference. 





F. & D. DIVIDEND INCREASE 
Directors of the Fidelity & Deposit 


voted last week to increase the dividend 
from a 12% to a 14% basis, or from $6 


to $7 a share. The par value of the stock . 


is $50. 

President Charles R. Miller told the 
board that net premiums for January 
and February showed an increase of 
$158,977.10 as compared with the corre- 
sponding period in 1926. 


In United States and Canada 


A country-wide organization of such proportions 





country. 


is of inestimable value to the insured. And this 
very fact gives our agents a distinct advantage in 
selling new business. It is one of the reasons for a 
steady increase in the number of United States 
Fideli:y and Guaranty agencies throughout the 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
Home Office: Baltimore, Maryland 


$155,000,000 Paid in Claims in 30 Years 





NOW PUBLICITY DIRECTOR 
Miss Chlo Peterson, Secretary to Presi- 
dent Grant, Business Men’s Assur- 
ance, Gets Promotion 


Miss Chlo Peterson, who spoke this 
week before the Health & Accident Un- 
derwriters’ Conference on “Instruction of 
Salesmen,” being the only woman 
speaker on the program, has been sec- 
retary to President W. T. Grant of the 
Business Men’s Assurance for the past 
six years. She was promoted last week 
to fill the newly created position of pub- 
licity director. 

Miss Peterson has grown up in the 
service of the company. Except for a 
period of fourteen months of war serv- 
ice in Washington, she has been one of 
the home office force since September, 
1915. Aside from her duties as secre- 
tary to President Grant, Miss Peterson 
has been editor of the company’s house 
organ. In her new position she will su- 
pervise the preparation of all printed 
matter, prepare and revise all form let- 
ters used with notices to policyholders; 
write advertisements and continue to 
edit the house organ. 

Miss Jeanette Austin succeeds Miss 
Peterson as secretary to President 
Grant. 





A CORRECTION 


C. E. Trinder Is New President of Hare 
& Chase, Inc.; N. S. Hall Vice 
President 

It was erroneously reported in last 
week’s issue of The Eastern Underwriter 
that N. S. Hall, formerly head of Mort- 
gage & Acceptance Corp., Baltimore, had 
been elected president of Hare & Chase, 
Inc., of Philadelphia. 

Instead the new president is C. E. 
Trinder, who is vice-president of the 
Royal Indemnity. Mr. Hall was made a 
vice-president. 





LINCOLN CASUALTY CRASH 





St. Louis Insurance Men Relieved Over 
Turn of Affairs; Company Paid 
High Commissions 


The liquidation of the Lincoln Casual- 
ty of Springfield, Ill, by the Illinois 
State Department of Trade and Com- 
merce decided on by W. V. Bailey, di- 
rector of the state department, last week 
has removed from the St. Louis insur- 
ance field a company that has proved a 
source of annoyance for agents repre- 
senting more substantial companies. 


The Lincoln Casualty maintained St. 


Louis offices in the Chemical building, 
Eighth and Alice streets, and had many 
subagents throughout the city. 

Paying high agent and brokerage com- 
missions the company has written a lot 
of business in St. Louis since it began 
operations there. It had an especial ap- 
peal to “shoppers” of insurance although 
operating on the so-called conference 
rate basis. 

That the Lincoln Casualty Company 
was not in the best financial shape had 
long been suspected. Numerous com- 
plaints on adjustment of losses and other 
matters of vital interest to policyholders 
had been gossiped about, so that the 
financial crash was not entirely a sur- 
prise. 





TO RETURN TO HOME OFFICE 


John A. Hartman, Temporarily in 
Charge of Maryland’s N. Y. Office, 
Will Take Up Former Duties 


Following the installment of J. Ives 
Barton last week as resident vice-presi- 
dent in charge of the Maryland Casual- 
ty’s New York office, it is the intention 
of John A. Hartman, secretary of the 
company, to return as soon as possible to 
the home office. 

It will be remembered that Mr. Hart- 
man was only temporarily assigned to 
the New York office. 
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To Govern Surety Costs 


SAME AS CASUALTY CHECK.Up 























Surety Executives Requested to Retun 
Questionnaire by April 1; To Be 
An Annual Procedure 





That the New York Insurance Depart. 
ment is working out its own statistical 
check-up on the experience of the casu. 
alty and surety companies under the a. 
quisition cost rules, is indicated by the 
general interrogatory questionnaire 
which was sent out March 1. This ques 
tionnaire is divided into two parts, the 
first having reference to the casualty a¢. 
quisition cost rules and their operation 
during 1926. 

The second half of the questionnaire 
concerns the new promulgated surety 
rules which are now being put into shape 
by the conference on fidelity and surety 
acquisition cost and field supervision 
Prominent mention is made of the surety 
pledge which was signed by company 
executives on May 1, 1926, in which they 
agreed to a maximum commission of 
30% to general agents or branch offices 

The casualty questionnaire, of course, 
has been called for each year since the 
rules governing that line of business went 
into effect, the companies making an an 
nual tabulation of production costs by 
states and lines. The effect of a similar 
check-up on surety acquisition costs wil 
be to furnish the department with a nice 
statistical record of how it is working 
out throughout the country over a pe- 
riod of years. 


Surety Questions Asked 


Executives have been requested to at- 
swer the following questions and retum 
to the Department by April 1: 

1. Were agents and branch offices of 
your company notified of this agree 
ment? If so, on what date were they 
notified ? 

2. Were there on December 31, 192, 
any contracts to general agents in ex 
cess of 30%? Were there branch offices 
where expenses were in excess of 30% 
of the premiums written by those branch 
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offices? If so, give names and locations me "Ce 
of agents and locations of branch offices MMS that 
in each case. Were there agents to MMsiness j 


whom more than 15% on bankers ani 
brokers blanket bonds were being paid? 
If so, give the name and location in each 
case. 
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3. Has your company pledged its sup- funeral ay 
port of the rules governing acquisition Mi¥rrow as 
and field supervision cost of fidelity ani i, ‘ ‘ 
surety business which has been approved 0g 
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by the National Convention of Insurance 
Commissioners and amended by the cot- 
ference of fidelity and surety companies 
to be effective March 1, 1927? 

. Have contracts been issued 10 
agents on the basis of these rules? 

5. Outline in what respects, if any, the 
rules do not fit your organization. 

6. State the number of agents yo 
have as of December 31, 1926, in exces 
of the number allowed by the rules for 
general agents—for district agents. 

Give locations by states. 





TRAVELERS ADJUSTERS MEET 


Travelers claim adjusters have been lf 
session all this week, beginning Tuesday 
at the home office in Hartford. At the 
opening session the speakers welt: 
President L. F, Butler, Vice-Presidet! 
W. G. Cowles, Secretary R. J. Sullivats 
D. N. Case and Charles Deckelman. 

The life, accident, group and health 
sessions were conducted by Mr. Cas 
while the compensation and liability s& 
sions were conducted by Mr. Deckelmat 
In addition general discussions we 
made on claim administration in all ® 
the multiple lines written by the Tra 
elers, including fire and indemnity inst 
ance led by representatives of variol 
departments. 

A dinner was viven by the compat! 
last night at the Hartford Club in hon 
of the visiting adjusters. 





